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Business Inventors — Stood in 
ptember at a record high of $78.7 
sillion, about $5.7 billion more than 
year before. “Stocks of durable 
s,” said Commerce De- 
ment, “increased $250 million in 
eptember, mostly as a result of a 
pntraseasonal rise in motor vehi- 
le dealers’ inventories.” 
Money Circutation — Increased 
5 million in week ended Nov. 4, 
cording to Federal Reserve 
Ua d. 
| Power Output — Rose to 8,361,- 
3,000 kilowatt hours last week 
8,306,426,000 the preceding 


rom 


eek. 


Retran, Sates—Bounced up 6 per- 
ent in October from the Septem- 
er level and 1 percent m Octo- 
r, 1952. The total was $35 billion 
ainst $14.1 billion in September. 


* * * 


Down 


Josper Sates—Totaled $9.4 billion 
September, about $120 million 
than a year ago. Declines in 
utomotive sales were estimated at 
} percent by Commerce De- 
rtm ent. 

Business InpeEx — Declined to 
/108.6 in week ended Oct. 31 from 
109.3 in the previous week, ac- 
cording to Barron’s. 

Ram Loapincs — Totaled 780,863 

in week ended Oct. 31, or 23,- 
50 cars less than the week before. 


Bunopinc Awarps—Totaled $153 
illion last week, compared with 
195 million in the comparable 
52 week. 
Srore Sates — Department store 
es in week ended Oct. 31 were 
} percent below the like week in 
52, according to Federal Reserve 
bard. 


Top Cars 


New-car registrations for 
nine months, plus three states 
for October. 

1953 Pos. Make 1952 Pos. 
1—1,040,987 Chev. 614,318— 1 
799,310 Ford 507,305— 2 
457,301 Plym. 328,595— 3 
Buick 229,876— 4 
Pontiac 195,096— 5 
Olds. 160,778— 7 
Dodge 188,262— 6 
Merc. 131,231— 8 
Stude, 118,342— 9 
Chrys. 88,533—11 
Nash  107,138—10 
DeSoto 68,473—12 
Cadillac 67,363—13 
Packard 52,044—15 
Hudson 62,451—14 
Willys 30,390—17 
Lincoln 21,067—19 
Kaiser 30,615—16 
Henry J 23,732—18 
MG 5,744—20 
Austin 3,962—21 
Allstate 1,257—22 

Total All Makes 

4,420,492 3,052,285 
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As Week’s Output Drops to Two-Month Low ... 


New-Car Inventories Set Record 


04 Changeovers 
Cut Production 


Chevrolet, Buick Start 
Model Shifts; Lincoln, 
Packard, Willys Back 


By Tom Hewitt 
Staff Writer 
ee operations at 
Chevrolet dumped U. S. car 
production 20 percent last week to 


the lowest point in two months. A 


further drop is slated for this week, 
when Chevrolet’s output is due to 
dwindle to a trickle, and Buick 
leaves the output picture for three 
weeks 

Truck turnout, however, 
jumped 31 percent over the pre- 
ceding week as Chevrolet and 
Willys returned to production. 

Built in U. S. plants last week, 
according to Automotive News 
estimates, were 94,088 cars and 18,- 
065 trucks, a total of 112,153 units. 
This compares with 116,802 cars 
and 12,469 trucks — 129,271 vehicles 
—in the previous week. 

+ * . 


fees week probably will be the 
point where 1953 becomes the 
second-best vehicle-production year 
in history. Two weeks ago, 1953 car 
output became the second highest 
in history. 

Built this year through last 
Saturday (Nov. 14) were 6,650,493 
cars and trucks, only 95,313 shy 
of the total produced in all of 
1951, which at the moment is the 
year second only to 1950, when 
8,002,433 cars and trucks were 
turned out. 

Chevrolet, which is changing 
over a month earlier than last year, 
will show decreased output for an- 
other two weeks, and Buick will 
be in the midst of inventory and 
model changeover until the end of 
the month. Pontiac, also, is due to 
go down about month’s .end for 
model changes. 

* * * 


os division, meanwhile, con- 
tinued at a high rate, working 
six of 16 plants last Saturday, 
against four in the preceding week. 

Production of Lincolns was re- 
sumed last week after a seven- 
week lapse caused by lack of 
Hydra-Matic transmissions, The 
models now rolling from _ the 
plants at Wayne, Mich., and Los 
Angeles, are 1954s. Production 
will be stepped up from the 180 
of last week to about 500 this 
week. 

Packard began turning out 1954s | 
last week but parts troubles kept | 
output down to 95 units. The 


(Continued on Page 73, Col. 3) 


Dealers’ Average New-Car Stocks 


(In Field and in Transit to Field) 


Vwi J) ON 1.1982 
WY, - t, CARS, a OCT. 1, 1952 


PREVIOUS 


HIGH 
13.3 Cars — Aug. 1, 1953 


* 


DEC. 1, 1952 


RECORDS 


LOW 
3.9 Cars — Aug. 1, 1952 


—Automotive News estimates 


GM Buys Willow Run 


Kaiser to Move Car Operations to Toledo; 
Hydra-Matic to Retain New Home 


* * * 


ALE of Willow Run to General 

Motors will allow Kaiser Motors 
Corp. to greatly improve its fi- 

ree nancial standing 

and to _ consoli- 
date its manu- 
facturing oper- 
ations in Toledo, 
according to 
President Edgar 
Kaiser. 

Immediately 
after the sale 
was announced, 
Kaiser told . 
plans to pay 0 

Mégar Eanteor immediately 
$26,613,000 of its indebtedness to 

the Government and to accelerate 
maturity of the balance. 

Kaiser said he has completed 
negotiations with Kenton R. Crav- 
ens, Reconstruction Finance Corp. 
administrator, for Kaiser Motors 
to reduce its Government loans to 
$18,640,000 from a one-time high of 
$74,789,843. Maturity date of the re- 
maining amount will be accelerated 
from 1968 to 1960. 


“THE $18,640,000 fciiiais anshhinn 
which is fully collateralized,” 
(Continued on Page 72, Col. 1) 


Cleanup Push Keeps Car Sales High 


By Bob Lienert 
Staff Writer 


LTHOUGH customers are 
shopping—and shopping hard— 
v-car sales across the country 
ontinue strong and, in many cases, 
ve picked up. 
reports show No- 
vember sales continuing at about 
same level as in October, 
th saw sales increase some- 
over September. 
Consensus is that dealers and 
lalesgmen are working now as they 


have not done since the fading ’30s. ! 


Even the dealers who condemn 
outlandish ads admit these devices 
bring out customers and expose 


them to “hard selling.” And the 
hard selling — chiefly overal- 
lowances and discounts—is keeping 


new-car sales at high levels. 
* * * 
aware lashes are driving dealers 
—the need to clean out 


Pumpced-up sales efforts are hav- 
ing obvious results. 

In Akron, new-car sales for 
the most recently reported seven- 
day period reached 633 units— 
highest level of 1953, They had 
totaled 505 a week previously, 
after hovering in the 400s for 
several months, 


In Louisville, October sales fell 


’53| only 30 cars below the record for 


models and the necessity of|the month, set in the banner year 


counter-acting “fire-sale” offers by 
competitive operators. 


of 1950. And nearly 50 percent more 
(Continued 6m 78, Gol. 3) 


URCHASE of Kaiser’s Willow 

Run plant last week gives 
General Motors Hydra-Matic facili- 
ties plus plenty of expansion room, 
all under the same roof. 

GM President Harlow H. Cur- 
tice said use of the Willow Run 
space not occupied by Hydra- 
Matic work will be determined 
“some time in the future.” 

Before the purchase, GM had 
been leasing from Kaiser 1.5 million 
square feet of the 4.4 million- 


square-foot plant. The leased area 
equalled that of the burned-out 


Livonia (Mich.) plant. 
* * * 


yas Livonia facility, which was 
destroyed Aug. 12, was built at 


(Continued on Page 71, Col. 1) 


Dealers’ Average 


Hits 13.5 Cars 


Field Stocks Rebound 
From 12.8 in Month; 
Now Total 610,867 


By Bob Sheldon 
Associate Editor 

N UPTURN in new-car inven- 

tories this month, establishing 
a postwar record, has added 
urgency to the year-end cleanup 
drives now in progress at dealer- 
ships throughout the country. 

The dealer average as of Nov. 
1 had climbed to 13.5 new cars, 
compared with 12.8 the month 
before, according to Automotive 
News’ estimates, Previous peak 
for the postwar period was 13.3, 
set last Aug. L. 

Cars in stock at the beginning 
of November totaled 610,867,° in- 
cluding those displayed in dealer- 
ship showrooms, warehoused by 
dealers and factories, used as 
demonstrators and still in transit. 
The revised estimate for October 
was 579,937. 


+. * * 
A FINAL burst of speed in the 
production of some 1953 models 
was a factor in the November gain 
in inventories. 

Among dealers whose 1954 
models had already arrived, con- 
cern was expressed over price 
cutting in competitive makes which 
still were in the 1953-model year. 

Mid-month reports indicated, 
however, that dealers had shaved 
their stocks somewhat from the 

13.5 high-water mark as they 
cleared the floor for the intro- 
duction of new models, A slow- 
down in output for the industry 
as a whole also was alleviating 
the situation. 

Prior to November, new-car 
stocks had been declining from the 
13.3 average reached in August. 
The index stood at 13.0 on Sept. 1 
and 12.8 on Oct. 1, 

* * n 
[Ast year’s figures showed the 
same drift upward as the 
critical November cleanup period 
approached. 

From a postwar low of 3.9 cars 

on Aug. 1, 1952, after production 
(Continued on Page 73, Col. 1) 


Dodge Truck Deal Offered 
Chrysler, DeSoto Outlets 


By Bob Finlay 
Managing Editor 
L L. COLBERT, president of 
e Chrysler Corp., revealed 
Thursday that Dodge truck fran- 
chises are now open to Chrysler 
and DeSoto dealers under certain 
conditions: 
1. The territory has to be open; 
2. The Chrysler or DeSoto 
dealer must want the franchise; 
3. He must be willing to build 
truck sales and service facilities. 
Colbert told a national press con- 
ference in Detroit that there will 
be no three-way setup on Dodge 
trucks as on Plymouth cars; the 


In This Issue 


dealer must want the truck deal 
and meet the conditions. 
. ~ * 


To truck end has been entirely 
disassociated from the Dodge 
car setup, Colbert declared, but will 
still be a part of the Dodge division. 
A dealer-buildup program is under 
way under the direction of General 
Manager L, J. Purdy and Sales 
Chief Bill Woolsey. 

Noting that Chrysler Corp. is 
producing on dealer orders, Col- 
bert said that schedules 
for the rest of 1953 are high and 
estimated that the corporation 
would turn out 1,400,000 cars and 

this year. 

Despite even tougher competition 
expected next year, he believes the 
industry has a market for 5 to 5% 
million cars in 1954. 

In the field at present, Colbert 

(Continued on Page 68, Col, 1) 
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Station Wagons to Join Line... 


54 Studebaker Prices 
Boosted $10 to $105 


SOUTH BEND.—An increase in 
prices for Studebaker’s forthcom- 
ing 1954 models was announced to- 
day, (Nov. 16) by Harold S. Vance, 
president. 

The boosts will range from $10 
to $60 on Champion and Com- 
mander sedans, and from $85 to 
$105 on sports models and the 
Land Cruiser sedan, at the 
factory-retail level. 

Necessary adjustments in the 
provision for Federal tax may 


Chrysler’s Sales 
Zoom, but Net 
Profit Dips 6 Pct. 


DETROIT. — Although Chrysler 
Corp. sales for the first nine 
months of 1953 increased nearly 50 
percent over the same period of 
1952, net earnings fell 6.6 percent. 


Sales of all products amounted to 
$2,576,760,130 in the first three 
quarters, compared with $1,720,606,- 
652 for the 1952 period. Earnings in 
1953 were $55,676,548, or 2.16 per- 
cent of sales. Last year they were 
$59,661,657, or 3.47 percent of sales. 


A Chrysler spokesman attributed 
the decline in net profit to various 
operating problems during the 
third quarter. The resultant sales 
decline brought a sharp drop in 
income, which reflected on the 
three-quarter total, he said. 


During the third quarter, plans 
for introducing new models were 
set back by a tool and die strike, 
forcing a spreadout of °’53-model 
production; plants suspended out- 
put for inventory, and model 
changeover work also slowed 
schedules. 

Other cost factors which resulted 
in a lower net were the price cuts 
of last spring and higher wage 
costs resulting from revised con- 
tracts, the spokesman said. 


Although Chrysler sold 1,024,878 
vehicles in the first nine months 
compared with 769,113 in 1952, its 
September production was down 12 
percent from August. 


The consolidated balance sheet 
for the three quarters showed 
assets of $855,281,333, up $56,339,541 
over the figure at the end of the 
first nine months of 1952. A com- 
parison with the '52 balance sheet, 
however, shows a whopping in- 
crease of $79,460,945 in inventories, 
to a figure of $264,962,293. 

In other words, inventories ac- 
counted for 23.2 percent of assets in 
1952 and 31 percent of assets in 
1953. 

Chrysler also spent more money 
in 1953 for capital improvements 
and income taxes. And it recently 
agreed to buy the automotive di- 
visions of Briggs Mfg. Co. for $35 
million, plus inventory costs. 


Hudson's New Utility Model— 


make each increase a shade higher 
when an advertised-delivered price 
is computed. 

Along with the price increases, 
Studebaker disclosed that its 1954 
line would include station wagons, 
a body style not previously offered. 
Dubbed the “Conestoga,” the 





Hoffman Gives Remedy 


For Razzle Dazzle 

NEW YORK. — There is a 
simple remedy for razzle dazzle 
selling tactics, Paul G. Hoffman, 
Studebaker board chairman, said 
at the dealers’ showing of the 
1954 models. 

Dealers should merely ad- 
vertise their delivered price, in- 
cluding a complete description of 
the product. Then, he said, all 
prospective customers should be 
advised not to pay more for the 
auto, no matter where it is 
purchased. 





station wagons will be available in 
four price categories. 

Vance explained that the advance 
in prices reflected “the more highly 
deluxed treatment” of the new 
models, which are scheduled for 
public announcement Nov. 23. 

“We have responded to the 
overwhelming preference of car 
buyers for deluxe treatment of 
styling details and ap- 
pointments,” he said. 

“In this respect, our 1954 cars 
represent not only the new yearly 
models, but also a new series of 
cars from the standpoint of deluxe 
features and styling treatment. 


“With worldwide recognition for 
(Continued on Page 74, Col. 1) 





By Bob Finlay 
Managing Editor 
O sold the most new passen- 
ger cars.in October? From the 
looks of things now, that could 
shape up to a subject as sharply 
debated as the famous Dempsey- 
Tunney long count in Chicago. 
Conceivably, it could be a turn- 
ing point in the record books of 
the struggle for sales leadership 
in the auto industry, for, un- 
officially, the Ford boys are say- 
ing: 

“Wait until the figures are in for 
this fourth quarter. We have some 
pretty nasty things in store for 
Chevrolet.” 

x o * 
‘ast say this with a chuckle, 
and then they sober up, adding: 

“But don’t think that Chevrolet 
organization is a pushover. It can 
be awfully tough.” 

And Ford men also think they 












The 1954 Hudson Jet utility sedan quickly converts from a six-passenger sedan to 
@ carryall. With the rear seat removed, the trunk divider wall falls forward, providing 
room from the trunk through the rear passenger compartment. The advertised-de- 
livered price is $1,836.75, lowest in the Hudson line. 





Who Won in October? 


Close Ford-Chevrolet Sales Decision 
Provides Hot-Stove Debate 


Ta 
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Kaiser to Settle Down in Toledo Home— 

Following the sale last week of its Willow Run plant to General Motors, Kaiser Motors within the next year will mo 
production of Kaiser and Henry J cars to its Willys Motors plant in Toledo, according to Edgar F. Kaiser, president. The 
factory contains 5,200,000 square feet of floor space, approximately 18 percent more than Willow Run, he said. 
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Seeks to Avert Dealer Inventory Burden... 


Dodge Acts to Stabilize Stocks 


By Pete Wemhoff 

Editor, Automotive News 
N AN effort to relieve dealers of 
unwarranted inventory burdens, 
Dodge last week revealed a two- 
prong program to project consumer 





have some bad news in store for 
Chevrolet throughout 1954. 
However, while Chevrolet doesn’t 
say much, its deeds have been talk- 
ing pretty loudly for the last couple 
of decades. Don’t count the big boy 
out yet. 
= * * 
HE elements of the October de- 
bate involve two sets of figures 
—sales figures collected by the indi- 
vidual factories, and the actual 
registrations compiled by R. L. 
Polk & Co. for the entire industry. 


The factories have the October 
figures now, and Ford is talking 
about them, but Chevrolet isn’t— 
at least, it isn’t talking in figures. 
Under such circumstances, you’d 
think that Ford had won. 

However, informed sources think 
that as far as the factory figures 
go, Chevrolet is ahead for October, 
and, of course, well ahead for the 
year. 

* 7 ~ 
q weraciet isn’t saying why it 
isn’t saying, but informed ob- 
servers have it figured this way: 
Chevrolet took Ford on cars, was 
(Continued on Page 65, Col. 1) 


Foot Note 
Defense Chief Delivers 
In the Clutch 
WASHINGTON. — Secretary of 


senator wanted to buy a new 
car. 

“He took the matter up with 
one of my General Motors 
friends, asking which one of the 
GM products would be the best 
to buy,” Wilson said, 

“My GM friend said they all 
were good amd suggested that he 
try one with an automatic trans- 
mission, 


“The senator ‘Well, maybe 
that would be all t, but when 
there is no 


al, where do 
left foot? 


friend said, ‘Put it in 
your mouth, like my former boss 
does.’” 


I put 
“My 





demand trends more accurately. 


“There is certainly nothing 
new about forecasting auto 
orders, but we have reached the 
point where both the factory and 
dealer organization must tighten 
up on this procedure and esti- 
mate with greater care and 





Roy W. Vorhees 
accuracy,” President William C. 
Newberg told Automotive News. 

“We must be guided to a greater 
degree by actual orders and less 
on order experience of previous 
years,” he added. 

* * * 
Wewsene disclosed that Dodge 
has been attacking this 
problem from two directions—both 
from the sales and manufacturing 
standpoints. 

“We always have tried to build 
to our dealers’ orders,” Newberg 
said, “but as the automotive in- 
dustry enters a new competitive 
era, it is essential for both the 
manufacturer and dealer to place 
even greater emphasis on 
customer demands in general, 
and on such details as body 


W. C. Newberg 













































































styles, colors, transmission and — 

other optional equipment.” 

On the sales side, R. C. Somer- 
ville, vice-president in charge of 
sales, revealed that Dodge now hag 
the largest field organization in its 
history. 

“We have been constantly ex-: 
panding our regional] staffs in an 
effort to give every district man-) 

(Continued on Page 69, Col. 2) 


Hudson Reports 
$838,100 Loss in 
First 9 Months 


DETROIT. — Hudson Motor Car 
Co. reports a consolidated net loss 
for the first nine months of 1953, of 
$838,100.08 after all charges — in-' 
cluding depreciation, interest and 
provision for Federal, state and 
foreign income taxes and after an 
estimated carry-back credit for 
Federal income taxes of $760,352. 


In the corresponding period of 
1952 the company had a net in- 
come of $6,249,145.19, equivalent to 
$3.28 per share on 1,906,573 shares 
then outstanding. 

The figures are subject to audit 
and year-end adjustments. 

A company spokesman said that 
“the third-quarter result reflects 
the loss incident to the tool and die 
industry strike which interfered’ 
with the planned start of the 1954 














season. Also reflected was the 
shortage of automatic trans- 
missions.” 






















GM Executives in Los Angeles— 


Fred H. Murray (left), general manager of Cadillac's Los Angeles branch, welcomes 
factory executives Alexander F. Swetish and C. H. Smith (second and third from left). 
Swetish, recently appointed division comptroller replacing Smith, formerly was an 
executive on the comptrolier's staff at the central office. Smith, now special assistant 
to Don E. Ahrens, Cadillac general manager, accompanied Swetish on the trip. 
Branch comptroller Wayne Stout joins in the welcome. 
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S THE truth. Usually it is 


I 
I actually to the advantage of an 


automobile prospect to pass up the 
blitz dealer and patronize the 
dealer he would have ordinarily 
chosen, except for confusing and 


conflicting claims. 


How to get such a message 
across to the public has troubled 
locations 
where these blitz sales are being 


many dealers in the 


conducted. 

Mars Brimhall, past secretary 
of the Minnesota dealers associ- 
ation and Chevrolet and Buick 
dealer at Fergus Falls, Minn., has 
a good answer. It appeared as a 
1,000-line ad in his local news- 
paper. It is a statement of fact 
and would be convincing to any 
prospect. 


Here it is in its entirety, since it 
may be the inspiration for which 


you have been looking: 
+ * * 


ITS THE TRUTH! 

ABOUT DISCOUNTS AND 
LIBERAL TRADE-IN ALLOW- 
ANCES ON NEW CARS AND 
TRUCKS! 

Because of the time of year 
and the fact that most manu- 
facturers will announce 1954 
models before the last of Janu- 
ary. 

IT’S THE TRUTH! 

That you can now get a dis- 
count or a better trade, even on 
America’s most popular 1953-cars 
and trucks: Chevrolet which has 
led in sales for the past 23 years, 
including this year with 233,760 
more new 1953 car registrations 
and 67,495 more new 1953 truck 





Missouri Dealers 
Set Up ‘Make’ 
Group for NADA 


JEFFERSON CITY, Mo. — The 
Missouri Automobile Dealers Assn. 
has elected an industry relations 
committee for NADA. 

Members are: Buick — Charles 
McKnolly, Springfield; Cadillac — 
Lawrence Lucas, St. Joseph; Chev- 
rolet—Don F. Riley, Jefferson City; 
Chrysler—L. M. Stewart, St. Louis; 
DeSoto — Lawrence Goldbeck, St. 
Louis. 

Dodge — Howard Wetzel, Spring- 
field; Ford—J. M. Allton, Columbia; 
Hudson—Oscar Snipen, St. Louis; 
Kaiser — Clarence Zuspann, Lewis- 
town; Lincoln-Mercury—Bill Glad- 
ney, Sikeston; Nash—Clark Comp- 
ton, St. Louis. 


Oldsmobile—N. S. O’Neill, Kansas 
City; Packard—J. A. Albrecht, St. 
Louis; Pontiac—Lansing Thoms, St. 
Louis; Studebaker—C. C. Vandiver, 
Columbia, and Willys — William 
Stolz, St. Louis. 
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Dealers tell me 


By John O. Munn 





registrations than its nearest 
competitor, as of Oct. 12, 1953; 
Buick which, year after year, 
outsells all but the lowest priced 
three; and Cadillac, the “most 
wanted” car in the world. 

IT’S THE TRUTH! 

That these 1953 Chevrolets, 
Buicks and Cadillacs are, by a 
wide margin, the finest products 
ever offered by -General Motors 
and feature the very latest de- 
velopments in high compression, 
valve-in-head engines with re- 
markable gasoline and oil 
economy and marvelous _per- 
formance; the smoothest oper- 
ating, finest engineered auto- 
matic transmissions, Power Glide 
and Twin Turbine Dynaflow; and 
the acknowledged style - leading 
“Bodies by Fisher” with the 
highest standard of craftsman- 
ship and unexcelled quality of 
materials. 

IT’S THE TRUTH! 

That a limited number of these 
popular 1953 models are available 
at the Minnesota Motor Co. for 
immediate delivery on the most 
attractive price and trade-in 
basis ever offered in Fergus Falls 
for such high-grade merchandise. 


IT’S THE TRUTH! 

That available “after service” is 
an important factor in the 
ownership of any car or truck, 
and Chevrolet, Buick and Cadil- 
lac owners enjoy the convenience 
of the local dealership’s most 
complete and modern service 
facilities where experienced, 
factory-trained personnel are 
ready, willing and able to keep 
these fine GM products perform- 
ing at their best. 

IT’S THE TRUTH! 

That there is a difference in 
“investment” value of the various 
makes of cars and trucks. Chev- 
rolets, Buicks and Cadillacs are 
leaders in popularity as tradeins. 

So ... It will be well worth 
your time to investigate the un- 
usual bargain opportunities in 
the purchase now of a new car 
or truck at the 


MINNESOTA MOTOR CO. 
115-123 South Court Street 
Phone 545 
Fergus Falls 


Virginia Dealers 
Name Directors 
For 10 Districts 


RICHMOND, Va.—Names of its 
new board of directors have been 
announced by the Automotive Trade 
Assn. of Virginia. Each of the 10 
districts is represented by two 
directors, one for two years, the 
other for one year. 


Their names and length of terms 
are as follows: 


W. L. Person, Williamsburg (two 
years), and J. L. Tysinger, Hamp- 
ton (one year). 

Irving B. Kline, Norfolk (2), and 
W. T. Goode jr., Portsmouth (1). 


Eldridge Reams, Richmond (2), 
and J. Roland Chapman, Richmond 
(1). 


J. E. Pittman, Wakefield 
and W. D. Dunnington (1). . 

E. J. Wyatt, South Boston (2), 
and H. Lee Turpin, Wytheville (1). 

James A. Meador, Roanoke (2), 
and P. C. Duckworth, Lynchburg 
(1). 

William T. Robey 
Vista (2), 
Royal (1). 

Bradley Peyton III, Charlottes- 
ville (2), and Charles H. Beck, 
Fredericksburg (1). 


(2), 


jr., Buena 
and E. J. Kerfoot, Front 


I. F. Holt, Pulaski (2), and 
Harold W. Smith (1). 
Harry W. Bendall, Alexandria 


(2), and Walter H. Eyles, Arling- 
ton (1). 

A new at-large member, who will 
be an exclusive truck dealer, will 
be elected soon under a recently 
adopted amendment. 






|factories and customers, they also 
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‘Unless ...,’ Bell Warns Va. Parley... 


High Mortality 


RICHMOND, Va.— Frederick J. 
Bell, executive vice-president of 
NADA, warned members of the 
Automotive Trade Assn. of Virginia 





| @ tremendous task for dealers to 
take on and still maintain a 
sound financial structure. 
Bell pointed out that there must 


here last week that many dealers|be a change in customer buying | 
|was named president of the VATA 


habits if this number of cars is to 
be absorbed in the next year. But 


may be forced out of business dur- 
ing the next year. 

Bell said that, if 1954 auto pro- 
duction reaches an estimated 5,- 
750,000 cars, this would represent 


habits, the dealer will be in trouble. 
; More than a thousand dealers at- 





if there is no change in buying | 








Colonial Motors Stages Fall Festival— 

Celebrating the arrival of 1954 models, Colonial Motors (Chrysler-Plymouth), Burling- 
ton, Vt., staged a three-day fall auto festival in Memorial Auditorium. More than 
5,000 visitors were attracted to the show, the third arranged by the firm. 





‘Dealers Destined to Lead’ 


No Easy Road to Progress, Armacost 
Tells Ohio Convention . 


was moderated by Birkett L. Wil- 
liams, Cleveland. Discussion leaders 
were William E. Smith, Byrne 
Marcellus Co., Chicago, and Dr. 
George Crane, newspaper colum- 
nist. 


Robert H. Eddy, Toledo, was 
elected association president. 
Dave C. Corbin, Akron, was 
elected vice-president; H, K. 
Raney, Dayton, second vice-presi- 
dent; Edgar G. Planck, Colum- 
bus, secretary, and E, A. 
Molenske, Youngstown, treasurer. 


The convention was kicked off 
by the president’s reception, held 
in honor of John T. Glackin, Mount 
Vernon, retiring president. 

Luncheon speaker on the second 
day of the convention was W. Van 
Murchie, St. Joseph (Mo.) humorist 
and businessman. 

The Toledo dealers presented a/| 
dramatized forum, “Hellza Poppin’,” | 
staged by Eddy, Matt Tank, David | 
Rittenhouse and D. Nelson Ban-| 
ham. A fun revue, “The Toledo) 

(See OHIO PARLEY, Page 64, Col, 5) 


On the House . . 






TOLEDO.—Although dealers are 
beset by problems in regard to 


have responsibilities to both, 
Robert S. Armacost, NADA presi- 
dent, told the Ohio Automobile 
Dealers Assn, at its convention 
here last week. 

And despite everything, he said 
in his keynote address, opportuni- 
ties are unlimited. 

“There is no automatic easy 
road for any industry today,” he 
said, “but the automobile in- 
dustry and its dealers always 
have been equipped to recognize 
situations and cope with them. 

“Once more, our industry and 
its farflung members seem destined 
to lead the way along the road of 
American progress.” 

The convention was held Nov. 
9-11 at the Commodore Perry Hotel 
here. The convention’s theme was 
the “new era” in presenting autos 

to the public. 

One of the major convention 
sessions was a forum on dealer- 
employer-employe relations. Dis- 
cussion leader was Guy B. Arthur 
jr. of the NADA employer-em- 
ploye relations committee. 





Moderator was Walter J. 
Mackey, of Columbus, labor re- 
lations counsel of OADA. The 


forum was followed by a question- 
and-answer period. 
Another session covered the 

















licensing law for dealers and 
salesmen. It was conducted by J. 
W. Watson, Columbus; W. A. 
Brandenburg, Mansfield, and R. E. 
Foley, Columbus, All are members 
of the dealers’ and _ salesmens’ 
licensing board, while Foley is 
registrar of the Ohio Bureau of 
Motor Vehicles. 

A forum on auto and truck sales 










noted that “this 
ring 
Demet .. < 
















decision which 
sponsibility for 
sells; 








insurance rates, 


ff 
— looking forward 


Jimmy Durante Signs 
For Frisco Auto Show 


SAN FRANCISCO. — Dates of 
the 1954 San Francisco auto show 
have been changed to Feb. 13-21, 
according to Don Gilmore, show 
chairman. The show originally 
had been scheduled for Feb, 6-14. 

Heading the entertainment will 
be Jimmy Durante, who will give 
18 performances, Other features 
are planned, said Roger Boas, 
chairman of entertainment and 
decorations. 








cent boost in social security levy 


























In these days of unrest, not only are dealers getting mad at the 
factories (and vice versa), but dealer associations seem to be getting 
peeved at each other. Michigan group last week wired NADA’s Fred 
Bell that “we are very unhappy the way your tele- 
gram indicated that the hub of (new-car) boot- 
legging was from Michigan dealers.” Bell’s recent 
appeal for aid in tracking down bootlegged cars 


in areas near to as well as remote from 


Kentucky dealers are fighting Court of Appeals 


fear opinion, awarding $11,489 judgment, 
will have far-reaching effects on all dealers, 


Jan. 1, NADA points out, are in for a shock because of the % per- 


day. Warning dealers to make sure their employes understand this 
“unpleasant business” in advance, 
(with a wife and two children) who earns $71 per week, will save 
$18.10 per year under the new income levies. But the new social 
security deductions will take back. $18 a year... 
Philadelphia dealers will hold annual dinner Dec. 8... 
like the Willow Run deal was a good one all the way around: RFC 
got its money back; GM saved several million and got a bigger plant 
than Livonia, and Kaiser got out from under a difficult situation. 


Feared 


| tended the annual convention here 
‘to discuss business conditions, hear 
a full roster of speakers, and elect 


| officers for the coming year. 


W. T. Robey jr., of Buena Vista, 


for 1954. P. C. Duckworth, Lynch- 
burg, was named first vice-presi- 
dent; John Swanson, Danville, 
second vice-president; W. D. Dun- 
nington, Hopewell, third vice-presi- 
dent, and J. Roland Chapman, 
Richmond, secretary-treasurer. 

Bell recommended a two-point 
approach to the current problem of 

finding a realistic level of produc- 
tion for the maker and sales poten- 
tial for the dealer body. 

He called for ’the elimination of 
“undue pressure on the dealer to 
buy cars he doesn’t need,” and 
“more dynamic salesmanship on 
the part of the dealer.” 

J. B. Van Tassel, Automotive 
News columnist, warned the deal- 
ers that there is much “hard, 
cold, fast selling” to be done. 
“Salesmen,” Van Tassel declared, 
“have become lazy and forgotten 
how to sell.” 

Calvin Dean Johnson, director of 
public relations for Remington 
Rand Inc., told one of the luncheon 
meetings that he didn’t believe 
there would be a third world war. 

“Russia could seize Europe,” 
Johnson said, “but in a matter of 
hours we could wipe out her gains 
with an atom bomb. 

Other talks at the three-day con- 
vention were delivered by Dr. 
James L. Brakefield, director of 
public relations for Liberty Na- 
tional Life Insurance Co.; Harold 
J. Moye, auto dealer at Newton, 
Mass.; Fred Smith, vice-president 
of Gruen Watch Co., and Thomas 
H. Richardson, president of the 
Eastern League of Professional 
Baseball Clubs. 

The annual banquet address was 
delivered by William M. Tuck, 
former governor of Virginia, and 
presently fifth district congressman. 

Dr. Emmett F. Reese, jr., 76- 
year-old auto dealer frem Court- 
land, Va., was honored as the 
oldest active auto dealer in the 
state at the oldtimers breakfast. 
Dr. Reese has been an auto 

dealer for 43 years. Tom Frost, 
Ford dealer at Warrenton, served 
as toastmaster at the breakfast. 


New Organization 
Being Formed for 


Virginia Dealers 
RICHMOND, Va.—A new dealer 


group, the Virginia Automotive 
Assn., is in the process of for- 
mation in this state with head- 


quarters at 823 N. Robinson St. 

Guiding the activity of the new 
group is John E. Raine, former 
|managing director of the Automo- 
tive Trade Assn. of Virginia, which 
| fired Raine about a year ago. 






































practice of bootlegging is occur- 


defines a used-car dealer’s re- 
the condition of the vehicle he 


etc. . . . Many dealer employes 
to the 10 percent income tax cut 
which goes into effect the same 


NADA points out that a worker 


Looks 


-Pete Wemuorr, Editor, 
Automotive News 
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contracts between manufacturers | 


AUTOMOTIVE OUR PLATFORM: |. Fair and equitabi 

and dealers in motor vehicles, parts and accessories. J 2. A fair profit to 
° ™ the dealers on every used vehicle accepted in partial payment for a new | 
a A car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
t vernments applied te the building and maintenance of highways. 
€ 5 i The elimination of government and bureaucratic controls over this 
® a a ¥ 5. A return to the precepts of independence and the rewards of 

applied energy and ability, which made America and gave more of her 








Capsule Comment 


Pointing to similar conditions in the mid-Thirties, execu-| 


tives of the leading independent auto makers scoff at reports 
that their firms could not survive Big Three competition 
without mergers. 


But all emphasize that much could be accomplished by 
“close cooperation” among the independents, short of 
actual merger. 


The nation’s Used Car Row — Detroit’s Livernois Ave.| 


—is taking on a new look in the face of growing competition 
in the auto industry. Some veteran used-car dealers are 


giving up the ghost; others are tieing up with new-car | 


dealers. 
Livernois has always been a fluid street. 


NADA’s annual convention in Miami will be geared to 
help dealers solve their retailing problems, according to 
Alton M. Costley, chairman of the parley committee. 

Need more be said? 


Investment houses now declare that fears of a recession 
next year have been allayed to a great extent. 


a these financial people never can make up their 
mind. 


Crowell-Collier’s survey of the automotive market, which 
has always been considered remarkably accurate, shows 
that 5,763,000 persons plan to buy new cars in 1954. 


Even if the survey is only 80 percent accurate this 
time, it would be a big market next year. 


Sears-Roebuck has finally abandoned its Allstate auto, 
explaining that “costs were too high to give customers a 
bargain.” 


May it R. I. P. 


Advertising Manager—Edward Kruspak | 





citizens more of the better things of life than anywhere else in the world. 





Diagnosis 
Dr. Theodore G. Klumpp, med- 
ical expert, told a _ scientific 
meeting: 
“The major causes of heart 
attacks are lack of physical 


exercise and overeating.” 
* o * 


No I fs, and, Buts 

No depression, and no “ifs, 
and no buts,” is predicted by 
Dr. Wm. A, Irwin, economist 
for the American Bankers As- 
sociation. Huge accumulated 
business earnings and private 
savings provide “the biggest 
cushion in history against de- 
pression.” Farm incomes are 
in no real danger of collapse; 
the law requires the Govern- 
ment to see to that, and so 
does the farmer’s vote.”— 


Time. 
“ * * 


We Must Stay Strong 


I have found the Communist 
a treacherous, evil foe, seeking 
world domination. You can’t 
trust him—there is no decency, 
no honesty in his makeup. 
Knowing his treachery, we must 
keep our guard up. We must 
keep strong, and we must have 
the courage and determination 
to use that strength if aggres- 
sion comes our way again.— 
General Mark W. Clark. 


x * x 


New Models Coming 


Unless you’re driving an 
automobile with automatic 
transmission, power steering, 
dual range, solex glass, power 
brakes, white sidewall tires, 
power seats, electric wind - 
shield wipers, air condition- 
ing, and a host of other extra 
improvements, you’re just not 
up to date. I purchased a new 
car a year ago before we’d 


. SHE CAN GET AT 

(OKING AGAIN WITH 
GPREMLINS QUT OF 
THE HWSE 





OGGIE LOOKS at_4 
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SLADIO BIS-WIG SEZ 
AUTO /NEUSTRY WILL. PLAY 
SECOND FIDPLE TO ELECTRON: 
INDUSTRY IN A FEW YEAS 








heard about power steering 
and power brakes. Today, my 
wife is practically ashamed to 
drive it—Warren Perry, clas- 
sified ad manager, Minneapolis 
Star-Tribune. 


* * *® 


What Lies Ahead? 


The marketing revolution is 
still the biggest factor in our 
economy and its scope, future 
and power-for-good are only 
now beginning to be realized or 
appreciated by business leaders. 
—Reginald Clough, publisher of 
Tide. 


Letterbox 


used, if you so request. 


Small Dealer Complains 

Business is very bad, sales are 
zero. 

The manufacturers are bent on, 
or so it seems, breaking all of their 
small dealers, and seem willing to 
fight the battle of volume so long 
as the dealers take the punishment. 


* x * 


‘gueente Is Om... ... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsign 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 


Motorist’s Pipe Dream 


What the motorist wants is 
@ six-passenger car that will 
do 90 miles an hour, get 30 
miles to a gallon of gas and 
can be bought for about $1,000. 
When he finds one, I wish he’d 
let me know.—Benson Ford. 

~ * ~ 


Land of Plenty 
Moscow, a city of five mil- 
lion inhabitants, has only five 
filling stations, and cars must 
wait in line for gas.—AMERICAN 
PETROLEUM INSTITUTE. 


10 Years Ago... 


They want a club over our heads 
for sales and threaten cancellation 
for cause and, in the same breath, 
tell us, through the finance di- 
vision, that used-car floor plan fi- 
nancing is restricted to current and 
two-year models of our corporation 
only. 

Frankly, I can’t see how any of 
us, even the big boys, can continue 
to keep the volume they expect 
without support from the various 
finance companies. I have a $75,000 
investment in service and sales 
facilities and cannot invest in used 


The Big Story 


Huge, multiple-engine cargo-passenger planes of unique design will 
be manufactured at Willow Run after the war if Henry Ford’s 
present plans work out ... A tremendous car-racing boom after the 
war was predicted by Sir Malcolm Campbell, onetime holder of the 
world’s land speed record and, at 141 miles per hour, still the fastest 
man on the water. He indicated belief that America would lead the 
field because new racing cars were unlikely to be built in Britain for 


some time ... 


A prediction that the military jeep will have a 


profound influence on the size, cost and performance of the car of the 
future was advanced by Elmer Thompson, secretary of the American 


Automobile Assn. . 


. . The National Safety Council cited four reasons 


why history’s biggest traffic headache will develop after the war: 
(1) Several million fighting men, accustomed to danger, will be back 
behind the wheel; (2) civilian motorists will have enough gas to “step 
on it;” (3) cars, tires and highways will be worn to the point of 
danger, and (4) many drivers will have grown rusty from lack of 


driving. 


—From the Files of Automotive News. 








2 


ed 





cars at the present market trends. 
—SMALL-Town DEALER. 
* * 7 


Bogus Checks 


Would greatly appreciate any- 
thing you might do in helping me 
find two cars which I delivered for 
bogus checks. 

One of the buyers was imperson- 
ating a businessman of this city 
who has the same name as he, 
Gerald Lloyd Barnes. The sale was 
made on Saturday afternoon, and 
I was unable to call his bank. He 
informed me at the time of the 
sale that his account was not suf- 
ficient to cover the full amount of 
the. check but he had made ar- 
rangements with the bank to bor- 
row some money on the car so 


that the check would be good when . 


presented for payment. 


I checked his identification, the 
name and address given me with 
the city directory, found them to 
be in order and delivered the car. 
On the following Monday the 
bank with whom I do business 
called the bank on which the 
check was drawn and found that 
G. L. Barnes had no account 
there. The check was then turned 
over to the police department 
where they found Barnes had 
served prison sentences at Ohio 
and Louisiana State Prisons for 
similar convictions. 

The description of the car is as 
follows: 

Make and Model: 1948 Pontiac 
Streamliner Sedan Coupe “6”; Mo- 
tor No.: K6PB1286; ’53 Okla. Tag 
No.: 41-2140; Color: Blue. 

On another occasion, a man 
whom I had known for approxi- 
mately 18 months, called me about 
six o’clock in the evening (Sept. 
25, 1953), and told me a friend of 

(Continued on Page 49, Col. 1) 
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‘T have found Commercial Credit will 


cooperate in any way possible” 








Serer es 


nerepeeee sa erste 


66 pct the assistance and cooperation sales force posted on the Plan, we find CoOMMER- 


of CommercIAL CrebIT, we could not c1aL Crepit always ready to be helpful. 
y 7 | f° ° . 
have made the same progress. Whether it’s a “(COMMERCIAL CREDIT’S automatic customer 
matter of sitting down to discuss a specific follow-up helps us maintain contact with the 
financing problem, handling collections so as customer, gives us first crack at selling him 
to avoid expensive repossessions or keeping our another car. Repair work brought to us by 


adjusters for the Calvert Fire Insurance runs 
into thousands monthly. We make it a point to 
try and finance every deal through COMMERCIAL 
Crepit PLAN.” 






Quoting WILLIAM L. THOMAS, 
Cleveland’s largest Ford Dealer. 









4 4 4 


Why not borrow a leaf from Mr. Thomas’s 





success story and start using the COMMERCIAL 
Crepit Pian. For complete facts, just call 
the CommerciAL Crepit office nearest you. 
Be sure and ask to see “The Salesman’s 









Angle” when you do. 
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A service offered through subsidiaries of 
Commercial Credit Company, Baltimore 
. «» Capital and Surplus over $135,000,000 
. . » Offices in principal cities of the United 
States and Canada. 






COMMERCIAL CREDIT DEALERS ARE Success fi ul DEALERS 
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Humphrey Flays Critics of ‘Sound-Money’ Policy .. . 


Dealer Plaints Called ‘Baloney’ 


By Bob Sheldon 


Associate Editor 


DETROIT. — Auto dealers who 
blame the Administration’s “sound- 
money” policy for their business 
difficulties are resorting to “100 
percent baloney,” in the opinion of 
George M. Humphrey, secretary of 
the Treasury. 

“They’ve got to find somebody 

to blame,” Humphrey said. 
“Ninety percent of the time, if 
you trace the trouble, you'll find 
that the dealer isn’t working 
hard enough selling his cars.” 

Humphrey made the statement in 
response to an AUTOMOTIVE News 
query following his address last 
week before more than _ 1,100 
members and guests of the 
Economic Club of Detroit. In the 
speech, he sketched the Govern- 
ment’s program for balancing the 
budget, establishing a stable 
economy, controlling the national 
debt and creating “honest money— 
the dollar that buys a dollar's 
worth of goods.” 

Criticism of Government policy 
in recent weeks has come particu- 
larly from used-car dealers, who 
say that tightening up of the 
money supply has caused banks 
and finance companies to stop 


Orlando Dealers Elect 
Holler, Simpson, Zoller 

ORLANDO, Fla. — The Orlando 
Automobile & Truck Dealers Assn. 
has elected the following officers: 

President, Roger W. Holler, Holler 
Chevrolet Co. (Chevrolet - Oldsmo- 
bile); vice-president, R. W. Simp- 
son, Simpson Motors (DeSoto- 
Plymouth); executive secretary, L. 
W. Zoller; and directors, W. D. 
Ray, Orange Belt Truck & Tractor 
Co. (International); Thomas G. 
Bird, Heintzelman’s, Inc. (Ford); 
Elmer Erickson, Leppere Pontiac, 
Inc., and Frank E. Wright, Wright 
Willys, Inc. 





handling loans on many used-car 
deals. 

Dealers say the situation has re- 
sulted in used-car sales declines. 

Humphrey indicated that 
consumer installment credit was 
not a problem. He said the out- 
standing consumer debt now was 
about $20 billion, but that savings 
—money paid into insurance and 
pension funds, as well as bonds 
and cash _ actually 


figure. 


Humphrey, in his speech, urged | 


confidence in America’s economic 
future despite adjustments that are 
“constantly going on.” Citing great 
gains in productivity, he remarked: 

“Lower percentage levels of oper- 
ation in some lines will develop 
more material than we have ever 
had, and it may well be that in 
some cases this output may be all 
that the country needs for a while. 
But does this mean catastrophe? 

“High volume but good supply 
means competition, efficiency and 
more value for the consumer’s 
dollar. Surely we haven’t reached 
the point in this country so that 
all we can see is calamity if the 

day of allocations and the order 
taker is passing,” Humphrey de- 
clared. 

“It cannot be that Americans 
fear a free competitive economy. 
It is in such an economy that 
we grew great. A little more sell- 
ing, a little more effort and in- 
genuity have given us higher and 
higher standards of living. Sure 
we are not fearful that we can- 
not do it again.” 

Humphrey said the Government’s 
aim was “a sound economy sus- 
taining a sturdy defense against 
the enemies of freedom — inspired 
by a -political leadership that is 
spiritually strong and honest.” 

“In the final sense, the, health 
of our economy counts for much 
more than profits or wages,” he 
said. “We assess it not merely in 


Pa. Shop Fees Analyzed 


Customer Labor Rates Range from Low of $1.50 
To $4.50 and Over, Survey Reveals 


HARRISBURG, Pa. — Sixty-three 
percent of dealerships in Pennsyl- 
vania cities of 25,000 population or 
over are charging $3.50 or more 
per hour for shop services, accord- 
ing to the eighth annual wage and 
hour survey conducted by the 
Pennsylvania Automotive Assn. 

Of the remainder, 28 percent 
have a customer labor rate of $3. 

Pittsburgh and Philadelphia, 
the state’s two largest cities, have 
the highest labor rate, with 67 
percent of the dealerships receiv- 
ing $4 or more per hour. Another 
26 percent, however, are charging 
only $3.50 per hour, the survey 
revealed. 

Cities under 25,000 population 
generally are charging $3 or more 
per hour for customer labor service 
—59 percent being in this bracket. 
Twenty-six percent of the dealers 
in the state’s smaller communities, 
however, are charging only $3 per 
hour. 

The overall rates range from a 
low of $1.50 per hour to $4.50 and 
over. Only one percent, however, 
charge the low, and that being in 
the 25,000 - population - and - under 
class. The high is in effect in Pitts- 
burgh and Philadelphia, with 9 per- 
cent being classed in this bracket. 

Pittsburgh and Philadelphia 
dealerships employ 11 or more 
mechanics per dealer, while cities 
having over 25,000 population em- 
ploy seven mechanics or more. 
Smaller communities reported an 
average of five mechanics per 
dealership. 

Of the 1,748 dealers answering, 40 
percent indicated they worked their 
employes 44 hours per week. Five 
percent said they worked employes 
40 hours and 15 percent worked a 
48-hour week. Looking at it an- 
other way, 46 percent worked 44 
hours or less per week and 54 per- 
cent worked 45 hours or more per 
week; or 88 percent worked 50 
hours or less and 12 percent 


worked 50 hours or more per week. 

Fifty-seven percent of the dealers 

reporting indicated they pay over- 
time, with the percentage ranging 
from 55 percent in the smaller 
communities to 80 percent in the 
larger cities. 

The survey also showed that 
more mechanics are paid on 
straight time than on flat rate, 
especially in the rural areas, with 
the overall state picture showing 
that 72 percent of the dealers 
paid mechanics on straight time. 

In regard to holidays, 87 percent 
(See PA. LABOR RATES, Page 8, Col. 5) 


in bank | 
accounts—totaled 10 times that | 


terms of gross national income, 
| balanced budgets equitable taxes, 
fair interest rates. We look to it 
for more than homes and cars, 
washing machines and _ television 
sets. 

“We see our economy as the first 
line of defense for every freedom 
| that we cherish. No other purpose 
| is worthy of us at this time in 


history.” 

Humphrey hailed as a success 
the Eisenhower Administration’s 
| removal of economic controls, 
Proof of this success, he said, is 
that over the period of a year, 
the cost of living “moved less 
than one-half of 1 percent.” 

He said that the Government’s 
prospective deficit for the current 
fiscal year had been cut from 
more than $11 billion to less than 
$4 billion. 

If Government spending con- 
tinues at the present rate, however, 
it will exceed income by $8 billion 
to $9 billion after termination of 
the excess-profits tax and _  re- 
duction of individual taxes Dec. 31, 
Humphrey estimated. 

There are only four alternatives, 
he said—accepting the deficit, cut- 
ting expenses, raising additional 
taxes, or a combination of these 
three measures. 

But reduction of taxes “is a 
determined purpose of this Ad- 
ministration,” Humphrey said, 
(See DEALER ‘PLAINTS’, Page 12, Col. 5) 


Pittsburgh Unit 
Calls for End of 
Misleading Ads 


PITTSBURGH. — Misleading ad- 
vertising “not only borders on the 
unethical, but serves to create in 
the mind of the buying public a 
question as to the actual merit of 
the merchandise so offered,” the 
Pittsburgh Automobile Dealers 
Assn. has warned all factory zone 
managers. 

In a letter to the managers, the 
board of directors stated it was 
“concerned with the unhealthy 
situation resulting from the type 
of advertising which is now ap- 
pearing in greater and greater 
volume.” 

The board directed its fire spe- 
cifically at “Something for Nothing 
Sales,” “Fire Sales Ads,” and 
“Panic Pleas for Purchase,” and 
noted that such “cheapening of the 
product can only result in di- 
minished prosperity and overall 
market demoralization.” 


The letter requested the man- 
agers’ help in joining the as- 
sociation “to discourage and disap- 
prove this type of selling,” and 
stated that the directors believe 
that both the manufacturer and 
dealer acknowledge their dual re- 
sponsibility to public and product.” 


Oldsmobile Dealer Council Holds Meeting in Lansing— 


Members of the Oldsmobile Dealer Council recently met with factory executives in Lansing. Each of the 24 sales zones was 
represented. The members are (front row, from left) E. H. Tucker, Minneapolis; H. P. Montgomery, Lebanon, Mo.; C. R. Garner 
ir, Amarillo, Tex.; H. H. Utschig, San Diego, Calif.; G. R. Jones, general sales manager; T. C. Downey, works manager; K. A. 
Hoskins, Akron; J. F. Wolfram, general manager; H. N. Metzel, chief engineer; A. D. Murphy, Brooklyn; R. J. Collins, Fort 
Wayne, Ind.; B. N. Barber, assistant sales manager. 

Second row: J. E. Straud, assistant sales manager; Floyd Akers, Washington; H. H. Streng, Buffalo; W. A. Jaeger, Mil- 
waukee; R. H. Campbell, Fort Worth; D. G. Reese, Philadelphia; L. B. Vidal, Rapid City, S. D.; H. G. Hollingshead, Chicago; G. 
G. Foulks, Sacramento, Calif.; M. E. Holmes, Des Moines; J. R. Barton, Spokane, Wash. 

Top row: R. E. Griffin, executive assistant to general manager; J. F. Rippy jr., Wilmington, N. C.; Paul Cooper, Coral Gables, 
Fla.; J. F. Canepari, Memphis; L. R. Smith, Quincy, Ill; J. E. Patkin, Malden, Mass.; E. F. Brant, Westview, Pa.; E. W. Schuon,| truck engineering and manufactur- 


comptroller; George Joseph, Cincinnati, 


and lL. 





Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyrighted, 1953, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday ) 


Nov. 11 


(102 cars sold out of 134 offerings.) 

BUICK—’52 Special 4-dr., $1,435*. °51 
Special 4-dr., $1,085*, $1,050*. ‘50 
Special 2-dr., $650; 4-dr., $815, $805, 
$670*. °49 Special 2-dr., $505. ‘48 
RM 4-dr., $245. '47 RM conv., $200; 
2-dr., $215. 

CADILLAC—'47 (62) 4-dr., $620*. 

CHEVROLET — '52 SL Special 2-dr., 
$840; SL Deluxe 2-dr., $975, $970, 
$920. ‘51 SL Deluxe 4-dr., $840* 
$800, $700. '50 SL Deluxe 4-dr., $580; 
2-dr., $585, $560. ‘49 FL Deluxe 
2-dr., $480. '48 SM 2-dr., $290. ‘47 
SM 4-dr., $285. 

CHRYSLER—'51 Windsor 4-dr. 
’48 Royal 4-dr., $405. 

DeSOTO—’51 Deluxe 4-dr., $860*, $865. 
’50 Deluxe club coupe, $545; 4-dr., 
$655. 

DODGE — °53 Meadowbrook 4-dr., $1,- 
550*, $1,430. '52 Coronet club coupe, 


$875". 


$1,005; 2-dr., $850. '51 Coronet 4-dr., 
$710, $700; 2-dr., $725. '49 Wayfarer 
2-dr., $375; coupe, $480; roadster, 
$330. 

FORD — '52 (8) 2-dr., $1,115, $1,050. 
"51 (8) 2-dr., $870*, 2 at $750, 2 at 
$735, $600; (6) 2-dr., $670, $615; (8) 
station wagon, $730. '50 (6) 2-dr., 
$450; 4-dr., $525; (8) 2-dr., $600, 
$565. '49 (8) 2-dr., $415, $340; coupe, 
$365; (6) 2-dr., $105. '47 (8) 4-dr., 
$300. '46 (8) 2-dr., $105. 

HENRY J—’51 2-dr., $360. 

KAISER — °52 4-dr., $950. 
$655. '49 4-dr., $130. 

MERCURY —’50 2-dr., 2 at $610. 

NASH—'49 (600) 4-dr., $250, $200. 
(600) 4-dr., $150. 

OLDSMOBILE—’51 (88) 2-dr., $1,305*; 
4-dr., $1,090. °49 (98) 2-dr., $665*; 
4-dr., $490; (88) 2-dr., $420*. ‘48 
(66) coupe, $235. °47 (68) 2-dr., 
$135*. 

PACKARD—'51 (200) 4-dr., $950*. 

PLYMOUTH ‘51 Cambridge 4-dr., 
$760, $750, $730, $710. '50 Deluxe 
4-dr., $480, $235; 
$545. '48 Deluxe 2-dr., $240. 
luxe 2-dr., $310. 

PONTIAC—’51 (6) 2-dr., $860. 
4-dr., $665*; 2-dr., $785*. 
2-dr., $560*; club coupe, 
(8) club coupe, $560, $275. 

STUDEBAKER —- '51 Champion 2-dr., 
$525, $440. '50 Champion 2-dr., $425; 
4-dr., $350. '49 Champion 4-dr., $205. 


"51 2-dr., 


"48 


club coupe, $625, 
"47 De- 


"50 (8) 
"49 (8) 
$430. ‘48 


Nov. 4 


(Sold 106 cars out of 135 entries.) 

BUICK—’49 RM 4-dr., $560. '47 Super 
2-dr., $405; conv., $250. 

CHEVROLET—’52 SL Deluxe 2-dr., $1,- 
080*, $950; SL Special 4-dr., $775. 
’51 SL Deluxe Bel Air, $1,045*; conv., 
$780; 4-dr., $780*; 2-dr., $800*, $775, 
$760, $755*, $750*; SL Special 2-dr., 
$700. °50 SL Deluxe Bel Air, $740; 
4-dr., $720, $550*; 2-dr., $650, $640, 
$575; SL Special 4-dr., $530. '49 FL 
Deluxe 2-dr., $330; FL Special 2-dr., 
$440, '47 aerosedan, $280; SM 2-dr., 
$290. 

CHRYSLER — '50 Windsor 4-dr., $680. 
‘49 Windsor club coupe, $555. ‘48 
Royal 4-dr., $450. 

DeSOTO—'52 Fire Dome 4-dr., $1,025*. 
"51 Custom club coupe, $880*; 4-dr., 
$920*, $825. ’50 Custom 4-dr., $660, 
$600*. '49 Custom 4-dr., 2 at $500. 

DODGE—’&2 Coronet 4-dr., $1,020*. '51 
Meadowbrook 4-dr., $690*, $630. '50 
Coronet 4-dr., $570; 2-dr.. $505; 
coupe, $630*, °49 Wayfarer 2-dr., 
$405. ’48 Deluxe 4-dr., $165. 

FORD—’53 (8) 2-dr., $1,410; Main (6) 
2-dr., $1,230. ’°52 Main (8) Ranch 
Wagon, $1,285. ’51 (8) 2-dr., $775*; 
(6) 2-dr., $640, $635. °50 (8) 2-dr., 
$505, $585; 4-dr., $630, $570; (6) 
2-dr., $505, $425. '49 (8) 2-dr., $365; 
4-dr., $350; (6) 2-dr., $350, $250. 

HUDSON — ’52 Hornet club coupe, §$1,- 
080*. ’50 Pacemaker 4-dr., $530. ‘49 
4-dr., $410. 

KAISER—’51 2-dr., $560. 

MERCURY—’51 conv., $780*. '50 club 
coupe, $525. °49 2-dr., $525. °47 club 
coupe, $300. 

NASH—’53 Rambler club coupe, $1,225. 
’52 Rambler club coupe, $870. ‘50 
Statesman 2-dr., $350. 

OLDSMOBILE—’52 (98) 4-dr., $1,675*. 
"51 (98) 4-dr., $1,175*; (88) 4-dr., 
$1,000*. ’50 (98) 4-dr., $805*; 2-dr., 
$865*; (88) club coupe, $875*; 2-dr., 
$690*. '47 (66) 2-dr., $330. 

PACKARD—’51 (200) 4-dr., $1,040*. 

PLYMOUTH — ’52 club coupe, $895, 
$875; 4-dr., $575. °51 Belvedere, $805; 
2-dr., $660; 4-dr., $840, $635. ’'50 
4-dr., $620, $560. 

PONTIAC—’50 (8) 4-dr., $735*; 2-dr., 
$700*, $680; (6) 2-dr., $780. '49 (8) 
2-dr., $355. °48 (8) 2-dr., $400. 

STUDEBAKER — ’'51 (8) 4-dr., $350, 
$560*. "50 Commander (6) 4-dr., $500. 
"49 Champion 4-dr., $300. '48 Cham- 
pion coupe, $250; 4-dr., $250; 2-dr., 
$200, 


*Indicates automatic transmission or overdrive, and (ps), -power steering 


Other Auction reports are on Pages 54, 55, 56 


Louisville Dealers Unite, 
Map Ad Cleanup Drive 


LOUISVILLE.—tThirty-two of the 
36 franchised dealers in Louisville 
and Jefferson County formed the 
Greater Louisville Automobile 
Dealers Assn. last week. 


The group plans to combat sales 
of new cars to used-car dealers and 
to re-establish annual auto shows 
here. A code of ethics has been 
adopted. 

The organization hopes to clean 
up some of the current unethical 
advertising, wherein used-car 
dealers advertise new cars for up 
to $500 under regular dealer prices. 

William H. MacLean, of George 
Byers & Sons (Chrysler-Plymouth), 
was elected president; Darrell 
Swope, of Koster-Swope Buick Co., 
vice-president, and G. Breau Bal- 
lard jr. of Breau Ballard Co. 


F. Carlson, general merchandising manager. 


(Dodge), secretary-treasurer. 

Directors include MacLean; 
Swope; Ballard; Ben Long, of Uni- 
versal Car Co, (Chevrolet); Rum- 
sey Weir, of Weir Motor Co. 
(Chrysler); James Paddock of 
Falls City Pontiac Co.; J. A. Dish- 
man, of Tri City Oldsmobile Co., 
and Clifford Byerly, of Byerly 
Motor Co. (Ford). 


The association said it hoped the 
code of ethics would protect the 
public, foster fair competition and 
prevent misleading advertising. 


IH Plans Trips 
To Ohio F actory 
For Its Dealers 


CHICAGO. — Several thousand 
International Harvester truck 
dealers and sales personnel from 
all parts of the U. S. will visit 
Harvester’s Springfield (O.) truck 
plant in a series of especially 
planned tours, according to W. K. 
Perkins, manager of truck sales. 

The first in the series was held 
last Tuesday (Nov. 10) and the 
tour schedule will be completed in 
May, 1954. 

Perkins said that, in addition to 
the tours through the Springfield 
plant, a large number of the groups 
also will visit the company’s Ft. 
Wayne and Indianapolis plants. 

In explaining the purpose of the 
plant visits, Perkins said: 

“We want every Internationa! 
motor truck dealer to have the op- 
portunity to observe, first hand, the 
engineering and manufacturing 
processes that make up the quality 
built into our motor truck products 

“This is a ‘product - knowledge’ 
project, one designed to assist our 
motor truck dealer organization in 
its efforts to serve our customers 
better. 


“We are confident that this op- 
portunity for on-the-spot inquiry 
into every phase of our motor 


ing will do that job.” 
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Still more exciting 
new-car news Is coming ~ 
soon from 
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Studebaker 


the sigle seller 
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Market Potential Estimated at a Million... 


60,000 Handicapped Buy Cars 


By Joe Callahan 
Staff Writer 

DETROIT.—Approximately 60,000 
amputees and paraplegics, both 
military and civilian, have bought 
cars with handicap controls since 
World War II. 

With new-car sales slowing 
down, dealers and manufacturers 
are showing marked interest in 

this potential market which, 
medical men estimate, may ex- 
ceed a million handicapped 
persons, including 650,000 am- 
putees. 

Price has been the biggest 
stumbling block for automobile- 
minded handicapped persons, who, 
on the whole, have a low income. 

But many are now realizing that 
the purchase of a car could im- 
measurably increase their income 
and would be a most worthwhile 
investment. 

O. N. Denny, a Veterans Ad- 
ministration prosthetic represent- 


tation of amputees) and a double- 
amputee himself, said: 

“The Government recognized 

the fact that a car is a major 
contributor to the independence 
of a handicapped person when 
Congress passed the 1946 law 
granting $1,600 to amputees and 
paraplegics for the purchase of a 
car.” 
He said that the legislation 
specifically justified the expenditure 
on the grounds that it “would be 
a boost toward . employment.” 


While sales to handicapped 
persons are not great at present, 
several manufacturers, partly from 
patriotic motives, are developing 
new handicap controls which are 
cheaper and more efficient. 

Oldsmobile, with its “Valiant” 
driving controls, was a pioneer in 
this field and, to date, has been 
responsible for motorizing about 
30,000 handicapped veterans. 

Because they had one of the only 
two cars then equipped with an 


ative (concerned with the rehabili-| automatic transmission — an im- 


UNITY MANUFACTURING CO. 


f 


2909 


| 





portant aid to handicapped drivers 
—Oldsmobile engineers began, 
shortly after war, to work with 
the Army and the Navy toward de- 
velopment of the program. 


At an early stage, rehabilitation 
officers at Army and Navy hospi- 
tals were training disabled veterans 
in the use of Valiant cars. 


Oldsmobile is currently lending 
cars to Walter Reed Hospital in 
Washington; the Veterans Ad- 
ministration in Framingham, 
Mass.; Oak Knoll Naval Hospital 
in Oakland, Calif., and two other 
veterans’ agencies. 

Early this year Oldsmobile an- 
nounced a cheaper and more 
simplified Valiant control which 
costs $75 to $82.50, depending on 
the extent to which the user is 
handicapped. 

Plymouth also has been a leader 
in this field, specializing in con- 
trols for cheaper cars and controls 
for cars with standard trans- 
missions. 


In 1952 Plymouth introduced a 


@ UNITY Sealed Beam SAFETYLIGHT 


The world's leading Mirror Spotlight! 
Chromium plated... rust proof. 


@ UNITY Emergency UNILITES 


Adjustable wire hanger for vertical or 
horizontal use. Thumb switch. A QUALITY 


light. 


@ UNITY Sealed Beam FOG and 


DRIVING LIGHTS 


Amber . . . Crystal . . . Red Emergency... 
Blue Fireman's. Millions in use. 


@ UNITY BACK-UP LIGHTS 


Greatest value on the market! Brass 
chromium plated shell. 32 c.p. bulb. 
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“Simplified Driving Control” which 
sells for $54.50 and is suitable, with 
adaptations, for other 
Corp. cars and some competitive 
makes as well. 

This unit replaced an earlier 
vacuum unit which was installed 





to 90 days and will cost “in the 
vicinity of $100,” according t» 


Chrysler | factory officials. 


At the close of World War Ii, 
Studebaker designed handicap con- 
trols for 1946 and 1947 Champions 
When the demand fell*off, in th: 


on Plymouth P-15 cars. It cost $160|1ate ‘40s, the available equipmen' 


to $180 and required 25 hours for 
installation. 

The new kit is completely me- 
chanical and can be installed in 
1% hours. It provides control of 
the clutch, brake and accelerator 
in a single lever. 

Pontiac has equipped 1,651. cars 
with handicap controls since 1945. 
Like other manufacturers, Pontiac 
found the need greatest shortly 
after the end of the World War II, 
gradually slackening off in the late 
’40s and then receiving additional 
impetus from the Korean War. 


Pontiac also has a new set of 
manually operated controls this 
year which are installed at the 
factory for $82.65, compared to the 
old vacuum type which cost $225. 

While Hudson has done little in 
this field to date, a system of 
handicap controls is under de- 
velopment now for installation on 
the Hudson Jet, 


This unit will be available in 60 


EMERGEN 


Hlinois 


was sold. 

Ford Motor Co. also develope: 
controls for 1946-48 Fords an 
Mercurys. But the’ supply has not 
been replenished in recent years. 

Some car manufacturers con- 
structed a number of special cars 
for handicapped persons in the 
early postwar years. These in- 
cluded Chevrolet, Packard, De- 
Soto, Willys and Cadillac. 

Prodded by a congressional com- 
mittee, the handicapped driver con- 
trol program got under way in 1945 
when the auto firms were asked 
to develop and demonstrate vehi- 
cles which could be driven by the 
disabled veterans. Later that year 
demonstrations were held in Wash- 
ington, Chicago and Trenton, N. J. 

A bill sponsored by Rep. Edith 
Nourse Rogers, Massachusetts Re- 
publican, was passed in 1946, pro- 
viding $1,600 for a car for any 
veteran who suffered amputation 
or loss of use of his legs. 

This law was liberalized in 1951 
to include Korean veterans, arm 
amputees, the blind and other 
veterans, even though they them- 
selves could not drive. 

Since the original passage, this 
law has cost the Government $61,- 
750,562 and has resulted in the 
motorizing of 38,927 disabled 
servicemen. 

There were 14,096 veterans 
furnished with cars in fiscal 1946- 
47, 5,846 in 1948, 4,102 in 1949, 1,- 
241 in 1950, 392 in 1951, 1,072 in 
1952 and 11,960 in 1953. 

Handicap controls are now made 
to compensate for (1) loss of left 
arm, (2) loss of right arm, (3) loss 
of left leg, (4) loss of right leg, (5) 
loss of both legs and (6) loss of 
both hands. 

Besides brake, clutch and ac- 
celerator levers, some units are 
equipped with dashboard starters, 
light dimmers and various steering 
wheel knobs and rings. 

Many manufacturers, when 
asked to provide handicap con- 
trols today, recommend one of the 
numerous commercial firms 
specializing in these devices. 

These companies usually main- 
tain a supply of units for in- 
stallation on low and medium- 
priced cars. Prices range from 
$75 to $150 installed, 

Research Report No. 38 published 
by the traffic engineering and 
safety department of the American 
Automobile Assn. contains a partial 
list of these firms. 

Many states rigidly control and 
inspect cars equipped for disabled 
persons, but most firms will give 
the driver a refund for their con- 
trols if he is unable to get a license. 


Pa. Labor Rates 


(Continued from Page 6) 


of the dealers reported they give 
six holidays annually, with 6 per- 
cent giving seven holidays. Eighty- 
one percent give six or seven holi- 
days annually with pay. 

Other facts ascertained from the 
1,795 dealers reporting on the above 
question were: 46 percent paid 
straight time for overtime on holi- 
days; 19 percent paid time and a 
half time; 9 percent paid double 
time, and 26 percent failed to 
answer. Ninety-one percent also 
reported giving paid vacations. 

Seventy-eight percent of the 
dealers reported they furnish 
coveralls for their mechanics, 
with 29 percent paying the entire 

cost. Thirty-seven percent pay 50 

percent of the cost, seven percent 

pay various percentages, and 27 

percent pay nothing. 

Other facts ascertained 
survey were: 

Sixty-three percent furnish group 
insurance for their employes; 52 
percent have Christmas parties; 39 
percent have other parties; 30 per- 
cent give benefits; 35 percent have 
annual picnics; 70 percent pay 
bonuses, and 46 percent respect 
seniority. 


in the 


Emmons Takes Chamber Post 

Earle Emmons, Weirs Beach 
(N. H.) auto dealer, has been 
named president of the Weirs 
Beach Area Chamber of Commerce. 
He was formerly vice-president of 
the organization, 








NEW HUDSON DEALERS SIGN UP! 
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OLD HUDSON DEALERS EXPAND! 


... 8 Operation Big Swing” 


to the all-new 


HUDSONS FOR’54- 


NEW BUILDING! 





Woolverton Motors 


North Hollywood, California 


NEW DEALER! 





Southern Hudson, Inc. 
New Orleans, Louisiana 


NEW DEALER! 





Wilmington, California 


NEW DEALER! 





Purdom Motor Co. 
Lexington, Kentucky 





movoc: 








NEW BUILDING! 





UDSONS ARE all-new for 1954: new power, new performance, 
H new styling, new luxury, new power brakes*, new power 
steering*. What’s more, with the Hornet, the Wasp and the Jet, 
Hudson dealers offer a Hudson series in almost every price field, 
including the lowest—a 94% coverage of the entire new-car 
market; a sales potential that is practically unlimited. 


That’s why present Hudson dealers are expanding their facilities. 
That’s why more and more well-qualified, well-financed, well- 
established dealers are swinging over to Hudson. 


If you’re looking for an outstanding opportunity for 1954, there 
are still a few Hudson franchises available in choice territories. 
For details, contact C. A. J. Hadley, Sales Manager, Hudson 
Motor Car Company, Detroit 15, Michigan. Optional at extra cost. 


HUDSON 


HORNET « WASP + JET 








Pasadena Hudson, Inc. 
Pasadena, California 


Rieger Motors, Inc. 
Dayton, Ohio 


NEW DEALER! 


NEW BUILDING! 


Hudson of South Florida, Inc. 
Miami, Florida 


M & T Garage 
Angola, New York 
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Rector Motor Plans Outdoor Display— 


Among the plans of Rector Motor Co., new Cadillac-Oldsmobile dealership in San 
Mateo, Calif., is a specially designed paved outdoor car display area. The building 
also will incorporate extensive glass windows and off-street customer parking. Rector 
also has a Cadillac-Oldsmobile dealership in Burlingame, Calif. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 





SAFER Winter Diving 


SOLEX Heat-Absorbing GLASS 


with 





Bright sunlight on white SNOW —what driver doesn’t dread an auto- 
mobile trip under weather conditions like that! But when a car is equipped 
with a green-tint Solex windshield—either shaded or plain—as well as 
Solex in the windows and rear vision panel, the intensity of snow glare is 


greatly reduced; eyestrain and driving fatigue are minimized. 


SoLex Heat Absorbing Safety Glass—the best glass to 
have in a car for summer driving—has important advan- 
tages, too, when it comes to operating a car during winter 
weather. It cuts down on snow glare . . . lets the driver 
see better .. . adds to the comfort of car passengers by 
reducing the intensity of bright sunlight on snow. 

Through Pittsburgh’s country-wide advertising 
schedule, car-owners have been reading about Solex . . . 
learning how Solex reduces sun glare, keeps out heat, 
assures greater safety in driving. More and more they 


GLASS CHEMICALS 


PAINTS 
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BRUSHES 


Letter to Salesmen 


By John O. Munn 


Dear Son: 


I AM INDEBTED to 
Jack Nemeck, manager of 
the used car department of 

NO. 25 Murray Motor 


In A Co. Chevrolet 
SERIES dealer at Butte, 
Mont., for the 


following creed which ably 
presents thoughts I have 
been attempting to get 
across in my letters to you. 
I know you will enjoy and 
be inspired by it as I have 
been: 


MY CREED 
B: 


JACK NEMECK 

Butte, Montana 
I AM A SALESMAN. I 
belong to probably the next 
oldest profession in the 
world. My profession is TO 
SELL. Neither time nor 
tide, good times nor bad, 
slow me down. My product 
creates in me inspiration 
and enthusiasm, the 
MARK of a salesman. I 

AM a SALESMAN. 


I SELL AUTOMOBILES, 
good automobiles, for a good 









will be asking for green-tint Solex windshields and win- 
dows, whether as optional equipment on new cars or for 


replacement. 


When you equip your cars with green-tint Solex 
Safety Glass—whether Solex Duplate, Solex Duolite, or 
Solex Herculite—you render your customers a real serv- 
ice. Why not consult with our Safety Glass specialists 
regarding your particular requirements? Write Pitts- 
burgh Plate Glass Company, Room 3387, 632 Fort 
Duquesne Blvd., Pittsburgh 22, Pa. 
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IN CANADA: CANADIAN PITTS 


INDUSTRIES LIMITED 





firm. TO SELL, I must see 
and talk to people. I must tell 
my story to PEOPLE. I must 
not only talk to people, I must 
demonstrate my product to 
PEOPLE. 


PEOPLE WANT BET- 
TER THINGS. I have a 
better automobile, better 
than competition offers or 
that people now have. I can 
SELL to people if I con- 
vince them of this fact. 


I AM NOT AFRAID OF 
COMPETITION. Competi- 
tors are PEOPLE, of the 
same make and mold as I 
am. They have nothing I 
don’t have except a product 
second to mine, and I AM 
A BETTER SALESMAN. 


* oa - 
I BELIEVE IN MY 
PRODUCT. for a 


moment I thought my com- 
petitor’s product was bet- 
ter, I would be selling it. I 
can and do sell my product 
BECAUSE I KNOW IT IS 
BEST. 

I MUST TELL MY STORY 
TO PEOPLE. Unless they 
hear my story from me, they 
won’t know it nor of the 
product I am to sell them. I 
can’t get to see my people by 
sitting at my desk; I must 
CONTACT them where and 
when [I find them and tell 
them my story. When I TELL 
them, Yll SELL them. [Pll 
TELL them and will demon- 
strate to them that my 
product is best, and I WILL 
SELL THEM. 


I MUST KEEP EVER- 
LASTINGLY AT THE 
JOB of telling people, tell- 
ing them my story. If at 
first they do not under- 
stand me, I'll tell them 
again. I'll tell them again 
and again that they may 
know my product is best. 
I'll GO BACK and see 
them AGAIN, I’ll 
FOLLOW - THROUGH; 
I'll SELL THEM. 


* * * 


I MUST TELL MY 
STORY TO PEOPLE, and 
RETELL it to them. I 
must demonstrate my 
product that PEOPLE 
may see for themselves my 
product is as I have said it 
is, that it is the best 
product, that it is WORTH 
more than my competitors. 

I AM A SALESMAN. I 

know my product, and the 
other fellow’s, too, If my com- 
petitor’s product was better 
than mine, then, BY 
GEORGE, Id be selling it. I 
work for a firm in which I 
have confidence, and I'll tell 
PEOPLE my product is 
backed by a firm as good as it 
is. 

I’'LL KEEP SEEING 
PEOPLE and telling them 
my story, on the highways 
and byways. until 
PEOPLE buy my product 
from ME, A SALESMAN. 


Cordially yours, 


Dad 
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Keeping the finest cars “lastingly lovely” has been BLUE 


CORALS job for over twenty-five years! 


Leading manufacturers, proud owners and progres- 
sive dealers all agree that there is no better way to 
protect, prolong and enhance the beauty of any 


car’s finish! 


Recommend periodic BLUE CORAL TREATMENTS to 
your customers. They'll show their appreciation by 


many return visits to your service department! 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment 


© 1953—H.D.1. COMPANY FACTORS, ING 
WHITE PLAINS, NEW YORK 
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Midwest Auto Show Officials Meet— 


Regional vice-presidents of the Midwest Automotive Trade Show, to be held Apr. 
8-11 in St. Louis’ Kiel Auditorium, meet in St. Louis to draft plans for the wholesalers 
who are sponsoring the show. Seated in the outer circle are (from left) Earl McAtee, 
St. Lovis; Boots Hartley, Indianapolis; Bill Waldeck, Chicago; Don Mapes, Centralia, 
il.; Carl Eck, Springfield, IIl.; Karl Harwood, Springfield, Ill.; Milford Soffer, St. Louis; 
Dan Hyland, St. Louis; Tom Mills, St. Louis; John D'Agostino, St. Louis; Lynn Woolman, 
Kalamazoo, Mich.; Joseph 1. Haenny, general manager; Ralph Silverman, East St. 
Lovis, lll., president; Bob Dolan, St. Lovis; John Lodwig, St. Louis; Bill Hudgins jr., 
St. Louis; C. W. Corcoran, St. Louis; Paul Cottrill, St. Louis; Al Kreutzer, St. Louis, and 
Fred Keller, St. Louis. 

Inner circle: William’ Dycke, Springfield, Mo.; Ray Eckles, Moberly, Mo.; J. B. Bushy- 
* head, St. Lovis; John Renner, St. Louis; Ralph Neal, Kansas City; Ray Willard, Kansas 
City; Ruben Campbell, St. Louis; Jim Templin, Chicago; George Scheufler, Great Bend, 
Kans.; Doc Brase, Cape Girardeau, Mo.; Lee Blakemore, St. Lovis, and Eddie Edwards, 
Kansas City. 






INDIANAPOLIS.—The mass-pro- 
duction industries of the United 
States, which three times within a 
generation have defended the free 
world, are far from being as ef- 
ficient as they think they are, ac- 
cording to Tell Berna, general man- 


Canadian Parts Plant 
Of GM Lays Off 800 

ST. CATHARINES, Ont.—McKin- 
non Industries, a General Motors 
subsidiary, has laid off nearly 800 
persons and the work week has 
been reduced in some departments. 

The firm makes axles, transmis- 
sion assemblies and other parts for 
GM division in Canada. E. H. 
Walker, McKinnon president, said 
the reason for the layoffs and 
shorter hours was reduced automo- 
tive schedules, Inventory will be 
taken during the first week of No- 
vember and preparations made for 
the changeover to 1954 models, he 
added. 
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Tools Called Fossils 


21 Pct. of U. S. Equipment More Than 
20 Years Old, Engineers Told 


ager of national Machine Tool 


Builders Assn. 


Berna, who spoke before the 
American Society of Tool Engi- 
neers, said that more than 20 
percent of machine tools on U. S. 
production lines are more than 20 
years old. 

“A machine tool built that long 
ago is a fossil today,” Berna said. 

A survey of American Machinist 
in 1950, he said, showed that 21 
percent of the 1,762,000 machine 
tools on the production floors are in 
the fossil category. At the 1952 tool- 
production rate, he said, it would 
take four years merely to replace 
these obsolete tools. 

Berna termed the reliance upon 
obsolete tool equipment one of 
America’s greatest threats to sur- 
vival. 

“Only the industries in Ger- 
many, which profited by replac- 
ing machine tools taken from 
them by the Russians, and the 
French with the newest Ameri- 
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How would you like 
a customer like this? 


"P’ve used WOLF’S HEAD for a year-and-a- 
half, driving 77,000 miles — half of it on 
dirt roads. My car is still in A-1 condition.” 





This man, like millions of motorists from coast to coast, is sold 
on Wotr’s HEap Motor Oil for superior engine protection. 
This kind of brand loyalty builds big, steady repeat business 
for WoLF’s HEap dealers. 







Freel 





a copy. 


to the Weather” 
Folder tells how 
to forecast weath- 
er by cloud form- 
ations. Write for 


“Guide 





WOLF’S HEAD O1L REFINING CO., INC. 


WOLF'S HEAD 


Wotr’s Heap, 100% Pure Pennsylvania, Specially Refined 
and Scientifically Fortified—keeps customers sold because it 
provides richer, tougher, longer lasting lubrication, and com- 
plete protection against power-robbing sludge, corrosive acids 
and other harmful contaminants. 


When you sell Wo.tF’s HEap, you sell a motor oil that meets 
all requirements of all makes of cars in all types of service . . . 
ML, MM and MS. Sell WotFr’s HEap, and no one can outsell 
you on quality! 


GIL CITY, PA. - NEW YORK 10, W. Y. 


100% Pure Pennsylvania 
Scientifically Fortified 


MOTOR OIL AND LUBES 


Member, Penna. Grade 
Crude Oil Associgtion 





can machines bought with Ameri- 
can dollars, are well tooled to- 
day,” Berna said. 

“These industries will be serious 
competitors to American mass pro- 
duction industries for the years 
ahead,” he said. 

New tools, Berna said, which 
work to far closer limits than ever 
before and result in greater ef- 
ficiency, provide the nation’s best 
insurance of success, 


Standard Oil Aide 
To Address Truck 


Owners’ Par 


WASHINGTON .—Dr. R. E. Wil- 
son, chairman of the board of 
Standard Oil Co, of Indiana, will 
address the opening luncheon of 
the annual meeting of the National 
Council of Private Motor Truck 
Owners, to be held Jan, 28-29 at the 
Conrad Hilton Hotel, Chicago. Dr. 
Wilson’s subject will be “Strategy 
for True Liberals.” 

Clem D. Johnston, vice-president 
of the U. S. Chamber of Commerce 
and chairman of the national com- 
mittee for Project—Adequate 
Roads, will be the speaker Jan. 29. 

Members of the committee on 
program and arrangements are: 

R. B. Rodgers, Standard Oil Co. 
of Indiana, chairman; Z. C. R. Han- 
sen, Diamond T Motor Car Co., 
vice-chairman; O. A. Brouer, Swift 
& Co.; M. E. Cowden, American 
Bakeries Corp. A. H. Kreuder, 
Wilson & Co.; H. O. Mathews, 
Armour & Co.; W. H. Ott, Kraft 
Foods Co., and G. H. Sibley, Jewel 
Tea Co., Inc. 


Chrysler Pays 
$250,000 for 
Giant Ad in Life 


DETROIT.—Entitled “Won’t You 
Come In?,” a four-color, nine-page 
presentation of Chrysler Corp.’s 
new models appears today (Nov. 
16) in Life magazine. 

The presentation is the largest 
automotive ad ever carried by Life, 
a spokesman for the magazine said. 
It cost Chrysler approximately 
$250,000, the spokesman added. 

The layout features fabrics and 
paints, the PowerF lite trans- 
mission, power steering, engines 
and power brakes. 

High-fashion photographs by 
John Rawlings are used. Ensembles 
were created by Ceil Chapman and 
Ben Zuckerman. Theme for the 
entire section is “Beauty on the 
Move.” 

The ad was handled by the Mc- 
Cann-Erickson agency. 


Dealer ‘Plaints’ 


(Continued from Page 6) 
suggesting that the most im- 
portant economies would come 
through careful screening of de- 
fense expenditures. 

“Neither American business nor 
American labor needs war to be 
prosperous,” Humphrey said. 

“Our population is increasing, by 
thousands of newborn each day, at 
a rate of close to 15 percent in a 
decade. 

“The needs and wants of Ameri- 
cans are increasing no less swiftly. 
Every American family wants 
more opportunity and a better and 
fuller life for each succeeding 
generation.” 

The simple truth, he added, is 
that “America is the world’s 
greatest unfinished business.” 












1953 Chevrolets Top 


Houston U. C. Sales 


HOUSTON. — For October, the 
second straight month, the 1953 
Chevrolet was best-seller on the 
Houston used-car market. 

A survey of sales of 1948-53 
models showed total dealer sales 
of 3,240. Of that number, 217 
were 1953 Chevrolets. The survey 
covered Harris County. 
| Second most popular used car 
| was the 1950 Chevrolet, with 183 

sales. The 1950 Ford, 180 sales, 
was third, and the °49 Ford was 
fourth, with 179 sales. Others in 
the top 10 used cars were: ’51 
Ford, 141; 49 Chevrolet, 124; ’51 
Chevrolet, 117; °53 Ford, 107; ’50 
Buick, 86, and ’48 Chevrolet, 86. 
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SEE YOUR BUICK DEALER 
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Automation Progress 
Gaining Momentum 


UTOMATION, which has already resulted in the re- 
placement of several billions of dollars worth of build- 
ings and equipment in the nation’s auto plants, now seems 
destined to roll on still further and faster — if possible. 


All signs point to more® 


rather than less automation 
in automobile factories. How- 
ever, the so-called automatic 
factory is still a number of years 
in the future, according to Detroit 
tooling experts. 

Perhaps the most interesting fact 
about automation is its spread to 
so many departments. Automatic 
processing got its first big chance, 
of course, in machine tools. 

By replacing two, three or even 
eight separate, man-operated ma- 
chine tools with a single multi- 
purpose tool, manual handling 
was eliminated and production 
rates were stepped up. 


Originally, it was largely a 


a new, amazing seat cover fabric 
that won’t melt, scuff or spot! 


question of the ability of mainte- 
nance men to keep the equipment 
running without interruption. This 
milestone has long been passed. 

* + * 


Machines More Rugged 


ODAY’S machine tools are much 

more rugged and trouble-free. 
The machines are heavier. Spindles 
and bearings have been beefed up. 
Tooling is improved. Most im- 
portant, improved hydraulic and 
electronic equipment, plus better 
maintenance, have largely elimi- 
nated big production losses. 

The trend toward automation is 
moving steadily forward in ma- 
chine tools. Simultaneously, auto- 





mation in the foundry, in the press 
shop and even in assembly of small 
parts is advancing with amazing 
rapidity. 

It is doubtful, for example, if 
automotive foundries have ever 
seen so much study of automatic 
processing. A few years ago, core 
blowing looked like one of the 
notable advances of the past 
decade. 

In a few weeks one of the large 
auto plants will begin to blow its 
biggest molds. And this seems only 
the beginning. 

Even more important technical 
advances have come out of the 
work being done on shell molding. 
Ford is already making crank- 
shafts, camshafts and valves, using 
the shell molding method. 

Chevrolet is expected to produce 
its new camshafts at Buffalo by 


|using a process that has been de- 


veloped from the shell molding 
technique. 

Several of the new foundry proc- 
esses that may evolve from shell 
molding, all of which can be highly 
automated, may eventually turn 
out to be more important than the 


present shell molding method. 
+. * * 


500 Hood Tops an Hour 


1‘ story in the automobile 
press shop is much the same, 





llines that will be used in an auto 





Nash Sales Winners Hold Frolic— 


Dealers and salesmen of the Los Angeles zone who won awards in the recent Nash 
“Millionaire Holiday” sales contest attend a moonlight barbecue, as one of the 
features provided for the winners under supervision of .L. T. Kouns, western sales 
manager. 

now that mechanical and hydraulicof course, without fully mechanized 
devices have made it possible to| handling of blanks and the use of 
handle big stampings in split|Iron Hands to remove completed 
seconds, stampings from the press. 

For example, one of the big press These newer and faster presses 

can be operated up to 16 strokes 
per minute. A few years ago, 
such a production rate in the 
press metal shop was impossible. 
New press designs and the new 
clutches have made these amaz- 
ing press speeds possible, 

A similar development is taking 
place in the forge shop. By sub- 
stituting forging presses for forge 
hammers, it has been possible to 
increase production rates 
enormously. 


Also, the use of faster heating 
methods, either gas or electric in- 
duction, have made a substantial 
contribution to the increased use 
of automatic handling of parts in 
the forge plant. 

* 


plant now under construction will 
be capable of producing as many 
as 500 hood tops an hour. 

This rate would be impossible, 


* * 


Water-Soluble Coolant 


Introduced by Dynamic 


DANBURY, Conn.—Dynamic In- 
dustrial Products, Inc., has intro- 
duced Dypral, a new general pur- 
pose coolant, which it says makes 
possible increased speeds and feeds 
in machine tool operation as well 
as longer tool life. 

This new coolant is a chemical, 
aqueous true solution which is cold 
blue and transparent. It is water 
soluble and free from oil, but meets 
most requirements for cutting, saw- 
ing and grinding, the company says. 

” * * 


Scientific Test Battery 
Offered for Job Analysis 


CHICAGO.—A test battery for job 
analysis has been announced by 
Science Research Associates, Inc., 
publishers of guidance and testing 
materials. 

Called Flanagan Aptitude Classi- 
fication Tests, the device consists 
of 14 critical job elements found to 
be necessary skills for 18 different 
occupations. 

To assist personnel directors in 
their tests, Science Research has 
prepared a Job Test Chart for in- 
dustrial selection and placement. 


* * * 





Speedup for Washers— 


C. Stoner (right), president of Stoner 
Engineering Co., Los Angeles, explains to 
K. E. Thornburgh, general sales manager 
of Kenco Mfg. Co., Los Angeles, the 
features of the roll feed for thin rubber, 
which is able to produce in volume .019- 
inch neoprene rubber washers. Stoner is 
now in the process of completing three 
additional units stationed in a circle so 
that scrap materials will be ejected into 
a central container. This will permit one 
man to operate all four presses and 
produce 96,000 washers per hour. 
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is as Easy as 2ecolvrating 
















it is no longer necessary to lift the foot and exert leg 
power pressure to bring your car to a stop. With the 
Bendix Low Pedal Power Brake on about the same level 
as the accelerator, an easy ankle movement, much like 
working the accelerator, is all the physical effort re- 
quired for braking. And by merely pivoting the foot 
on the heel, shifts from “go” to “stop” controls are 
made in far less time. 





keesult / MORE DRIVING COMFORT, 
LESS FATIGUE AND GREATER SAFETY 











Specified by More Car Manufacturers 


Than Any Other Make 


Since the earliest days of the industry, car manufacturers have entered each 
model year with a host of new improvements that represent added value 
for the motoring public. ‘ 


While all of these advancements have contributed to greater motoring 
enjoyment, the “new car features” that have basically altered previous 
motor car standards of performance are relatively few in number. For 
example, four-wheel brakes, a Bendix development, brought new safety 
to the highways; automatic transmissions materially increased driving 
ease; and today another great new feature, Bendix* Low Pedal Power 
Brake, is recognized as a revolutionary advancement in motor car control. 


It is the only low pedal power brake that has met the test of millions of 
miles. In fact, Bendix Low Pedal Power Brake is specified by more manu- 
facturers than any other make. It is the product of Bendix —world’s largest 
producer of power brakes and leader in braking developments since the 
earliest days of the industry. 


To make your line more popular, it pays to equip with the performance 
proven Bendix Low Pedal Power Brake. 


*REG. U.S.PAT. OFF. 


BENDIX civ:::c. SOUTH BEND 
Bendix 


AVIATION CORPORATION 












Export Sales: Bendix International Division, 205 East 
42nd St., New York 17, N. Y. © Canadian Sales: 
Bendix-Eclipse of Canada, Ltd., Windsor, Ontario, Canada 
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Lightweight Metals Used by Chrysler— 


The 1954 Chrysler sedan represents weight savings of 183 pounds accomplished 


through utilization of light metals. Shown here are the more than 64 pounds of 
aluminum and magnesium castings that go into the auto. The aluminum torque con- 
verter is light enough to be held by a girl. Among the other parts shown are 
pistons, oil filter housing, fuel pump, torque converter parts, automatic transmission 
parts, steering column shroud, parts of the carburetor assembly, power steering 
housing and power brake «omponents, door sill plates and wheel brake pistons. 


50 YEARS OF SPECIA 
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Old Friends Linger 


The 30-day car—like the purple 
cow—is a mythical beast on the 


With the Staff... 


cars. But some of these dealers 
are taking a $100 loss on a no- 
trade deal just to get rid of their 





ALONG DETROIT'S AUTO ROW 


paint job. Then I sell to the limit.” 
Brandenberg said he picked up 
the customer-appraisal trick from 


used-car lots of Detroit’s side 588 and hold down on used cars. 


streets. = |S 
Some ’40s and ’41s, with a few - 

thousand miles still to be Size Them Up 

squeezed out of them, are moving 

as well as an occasional “new 


three had been there more than 60 
days. He’d sell the entire front 
row he says, if he could figure on 
not losing more than $3,000 

+ a - 


Competition Hurts 
“Talk about your crazy deals,” 
moans a Detroit-area dealer 
handling an independent line. 
“I'd be happy to make deals 
and break even, just to move the 


praisals,” 


Brandenberg says the smart 
car salesman will always figure 
the maximum of amount of car 
he can sell. The only way to do 
that, he says, is to appraise the 
customer. 


Brandenberg said. 


LIZING GIVE DITZLER 


ITS EXCLUSIVE 








DITZLER RIP-RAP 
OFFERS YOU THESE 


3 GREAT FEATURES 


Unusually high solid content with more 
film-forming materials gives maximum 
filling—fewer coats are needed. 


Unequalled adhesion contributes to 
durability of finish and keeps paint 
jobs looking better longer. 


Superior hold-out assures the uniform 
appearance and maximum lustre of 
finishing coat. 
Available in dark gray, neutral gray, 
red oxide and white. 
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VERY DITZLER PRODUCT is the best that more than 
half a century devoted exclusively to the making 
of fine automotive finishes can produce. 


@ Ditzler began by making fine japan colors for carriages. 
These finishes were used on many of the earliest auto- 
mobiles. As these vehicles evolved into the modern 
motorcar, Ditzler contributed to its improvement by 
developing and perfecting more attractive and longer- 
lived finishes. These coatings are now used in varying 
quantities by most of today’s manufacturers of motor 
cars, trucks and buses. This acceptance was earned the 
hard way—by consistently dependable performance. 


® Today, Ditzler’s complete line includes everything 
needed to make an automotive vehicle look better 
longer.’ That’s why so many paint shops use Ditzler 
Finishes exclusively. They know these superior finishes 
do the job more efficiently, more economically and with 
greater satisfaction to the car owner. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 
Detroit a Michigan 


DITZLER 


PAINTS + GLASS + CHEMICALS « * PLASTICS + FIBER GLASS 






Unless a salesman can make ac- 
curate appraisais, he isn’t making 


Brandenberg hastens to 
add. “I mean customer appraisals.” 


“I do it by making house calls,” 
“Look at the 
furniture, the rugs, the kids, the 


the years he spent selling cemetery 
lots, 

“A piano?” he asks, then answers 
his own question: “Good for auto- 
matic transmission. Need _ wall- 
paper? Stick to a stripped model. 
If you try to oversell, you may lose 


jece,” but generally dealers long |the most of his potential, says . 
for a dines scenery = their Harry Brandenberg, of George|the whole deal. — 
lots, Motor Sales (Studebaker), Ham- B Vanish 
One dealer, with 15 late-model|tramck, Mich. ree 
cars on the front row said all but} “And I don’t mean car ap-|, 4 Detroit-area dealer, handling 


two independent lines, can’t re- 
member when he’s had less show- 
room traffic and fewer sales. 

“I haven't sold a new car in 
the one line in two months,” he 
said. 

He aims to trade at a margin of 
$700 per model year, he said. 

* * a 


What Makes a Salesman 


Having a good sense of humor 
and the ability to put himself on 
the same level with his customer 
are two assets a salesman must 
have if he is going to sell cars in 
| today’s market, says Richard Mon- 
|tanaro, sales manager for Hunt 
|Motor Sales, Inc. (Packard), in 
suburban East Detroit. 

“Those two attributes, plus the 
initiative to pound the bushes and 
weed out potential customers, are 

| the three things any salesman 
must have if he is going to be of 
any use to either the dealership 
| or himself,” says the former 
| Packard district manager. 

“People for the most part are 
afraid to buy now. Too many news- 
paper headlines have told them 
|dealers are in trouble; that some- 
|thing is bound to happen; that 
overloaded dealers are going to 
have to cut prices to unload cars, 
and the thing to do is to wait for 
the big price slash. 

“That’s the reason you have to 
go after the customer. You’ve got 
to make him understand that now 
_is the time to buy.” 
| And Montanaro’s philosophy 
|}seems to be paying off. For in the 
four months he has been with the 
| dealership, Hunt has ranked first, 
{second or third in sales among 17 
Detroit-area Packard dealers. 

Another sales slant that has 
| paid off for Hunt is its emphasis 

on service, according to Mon- 
tanaro. “One thing we do here 
before any deal is closed is to 
take the customer on a tour of 
our service department,” he says. 
“And many a customer has told 
| us that it’s the first time any 
dealer has taken the time or ef- 
fort to show them the shop.” 

To strengthen used-car sales, 
| Montanaro, whenever possible, has 
| the potential used-car buyer come 
to the dealership at the same time 
as the new-car buyer comes to pick 
|}up his new Packard. “That way,” 
Montanaro says, “we can call the 
|new-car buyer over and let him 
tell the other customer in his own 
| words just what kind of shape his 
| tradein is in.” 

Montanaro also requires each 
| salesman to know the *name of the 
| customer who has traded in a car. 
“That way we can have the po- 
tential used-car buyer call the old 
owner and learn something about 
the car,” says Montanaro. That 
system is used, however, only when 
|the former owner isn’t able to be 
at the dealership. 

- * * 
Financing Flummoxed 


Finance terms hurting? 

| A Detroit-area used-car dealer 
figures he’s hit rock bottom on that 
score. He reports accepting a $425 
downpayment—more than a third— 
on a 1951 Ford selling for $1,145 
(“a little high, maybe, but a real 
clean piece’). 

The prospective buyer works 
in a Detroit auto factory at top 
wages. He is 22, single and has 
been in Detroit for 18 months. 

The finance company nixed the 
deal—not because the customer had 
|a bad credit record, but because he 
had no credit record of any sort. 

“He never had to borrow money,” 
the dealer says sadly, “so now he 

isn’t able to. 

| “That was one of the shortest 
| deals I'd made in a long time. And 
| there the car sets.” 
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Tough sales talk 
Or 
real sellin 1g 


And here's an advertisement tha 
— offering factual proof that “‘y 
for your money in any General 


This dramatic example of the lengths 


— usually in double Pages in four colors. 
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Owl’s-Eye View of GM Proving Ground 


road surface. Military Proving Ground 
also at Milford and Arizona Desert 
Proving Ground furnish GM engi- 
neers with total of 4,787 acres of 
outdoor testing facilities. 


Night photo of cars, undergoing en- 
durance test, gives glimpse of just one 
sector of our 24-square-mile Milford, 
Michigan Proving Ground with its 
25 miles of every imaginable kind of 






Tune in ~ General Motors TV College Football Game of the Week — Every Saturday. 


Worlds toughest engineering tests 
tell us how good our cars are 





t's right in the swing 
ou get more 
Motors Car you buy.” 


GM engi 
Sineers Zo to test out their product is the latest 


of the new seri “Key” 
bata series of Key” campaign advertisements 
& monthly in leading national Magazines 
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tc automotive business is Swinging back 
into i 
good, old-fashioned competitive selling 















So Repo 
Beosaggeeees 


TS gleaming streaks of light in this photograph are 
the head and tail lights of cars—Chevrolets, Pontiacs, 
Oldsmobiles, Buicks, Cadillacs and their leading competi- 
tors in each price class. 

They are being pushed round the clock in a 25,000-mile 
night-and-day endurance test, so that our General Motors 
engineers can see just how well other makes stack up with 
ours. 

For, in a competitive business like the motorcar industry, 
you have to know all the facts. 

And one of the best ways to find them is to give cars an 
intensified version of the wear and tear they’d get in 
normal usage—then dismantle them and subject each part 
to precise laboratory analysis to see how well it has with- 
stood the test. 


Of course, this competitive endurance run is only one of 


“Your Key to Greater Value—the Key to a General Motors Car” 





GENERAL Motors gs 


CHEVROLET - PONTIAC - OLDSMOBILE - BUICK + CADILLAC - All with Body by Fisher + GMC TRUCK & COACH 


the many tests we are constantly running off on our huge 
Michigan Proving Ground. 


With all kinds of facilities, from 60 percent grades to 
Belgian block roads, we can test cars and trucks for spring- 
ing, handling ease, hill climbing ability — anything we 
want to find out about. In addition, our Arizona Proving 
Ground provides high temperature and dust tests. 


So—when our engineers say you get a lot for your money in 
a General Motors car—they’re talking road-proved facts. 


Yes — in the last quarter century these tests have added 
up to 140,000,000 miles of experience, contributing to 
the technological improvements in every Chevrolet, 
Pontiac, Oldsmobile, Buick and Cadillac. That’s why the 
key to a General Motors car is bound to be your key to 
greater value. 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





How about those ads in which car dealer in advertising, he is 
new-car dealers warn buyers to hurting his own business. Everyone 
get used cars only from a new-/| in the auto business is interested in 
car dealer, intimating that a buyer| moving used cars. They must be 
may get clipped by a used-car moved to keep the way open for 
dealer? new-car sales. ; 

Obviously, they reflect the Actually, every good merchant of 


rivalry between new and used-car 
Dalton Gets Holt Deal 


dealers, and in some cases, re- 
sentment over used-car dealers 
Jim: Dalton, formerly retail sales 
handling new cars. manager for Holt Motor Co. 
Minneapolis, has been named a 


Got to talking about them the 
other day with a serious student of Chrysler-Plymouth dealer in Man- 
kato, Minn., taking over the dealer- 


the used-car business, Yale Simons, 
ship which Holt operated there. 


who recently consumated an un- 
usual tieup with & new-car dealer. The firm will be known as Dalton 
H Busi Motors. Holt Motor Co., Minne- 
urts Business apolis, recently was sold to Sidney 
— pointed out that when a/| Kline, of River Lake Motor Co. 
new-car dealer knocks a used-| (Chrysler-Plymouth), Minneapolis. 





used cars is an asset to new-car 
dealers. By the same token, the gyp 
dealers hurt everyone, since they 
run down the trade. 

This isn’t meant to imply that 
new-car dealers shouldn’t play up 
their own assets in used-car ad- 
vertising. They must make the 
most of what they’ve got. 

But it doesn’t pay to go out of 
the way to knock the used-car 

dealer down the street. Two can 
play that game. The other day we 
ran across an ad from the other 
side of the street. 


It went something like this: “No 


plate glass show windows ... No 
expensive showrooms. . . No over- 
stuffed cushion chairs ... No 
dictating of our prices . No 


wonder we undersell . . .” 

A new-car dealer can boast of 
his overhead. A used-car dealer can 
tear it down. 

* * * 

Tieup 
New for that unusual tieup we 

mentioned. Yale Simons and his 
partner, Louis Grand, built up the 
reputation of Pappy’s used-car lot | 
through years of fair trading and 
a flair for publicity. 

After a year of declining prices, 
they found that they had made 
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Sain Turns Dealer— 


Ex-baseball star John Sain (right), a 
major league pitcher since 1942 and one 
of the New York Yankees’ winning hurlers 
in the last World Series, has retired from 
baseball and opened a Chevrolet dealer- 
ship in Walnut Ridge, Ark. In his 16 years 
in organized baseball, Sain's pitching 
record stood at 189 games won and 146 
lost. With him is Marvin Hoffman, 
Memphis zone manager. 





money in 11 out of 12 months, 
but with winter coming on it be- 
came harder than ever to make 
the nut. 

So they made a deal with Hi 





SATISFACTION 


SS —_>~ 
—— 


<= 





It is satisfied customers who build your business. 
Not only do they come back for all your services, 
but it is they who spread your reputation. That’s 
why it pays to sell Quaker State Motor Oil and 
Superfine Lubricants. For a half century, Quaker 
: State has been giving complete satisfaction, with 
products continually improved in quality and 
performance. Today’s Quaker State products are 
better than ever—the very finest you can sell! 
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Ask about the 
Quaker State 
Remind-O-Matic System 


—a proven 
business builder! 
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QUAKER STATE 


Motor Oil 
and Superfine 
Lubricants 


QUAKER STATE OIL REFINING CORP., OIL CITY, PA. MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


Dawson, a Detroit Ford dealer 
Pappy’s becomes Hi Dawson 
Motors lot “Operated by Pappy’s.’ 
Seems like quite a tribute to a used 
car name. 


Nod to Rival 


| pen speaking of tributes, one of 
our favorite auto philosophers, 
M. H. Bury, Philadelphia Buick 
dealer, paid an unusual tribute the 
other day to a rival. 

Bury pointed out that with the 
return of competition, a number 
of dealers have adopted deplorable 
advertising practices — sometimes 
ludicrous, frequently misleading 
and often untrue. 

“An outstanding exception to 
this practice in recent months,” 
he said in his advertising column, 
“is the advertising of Foss 
Hughes Co., Ford dealers at 2ist 
and Market Sts. ... 

“If you’re thinking of buying a 
used car, we hope you will do 
business with us, of course. But if 
we don’t have the car you want or 
if you don’t like the way we part 
our hair, or something, by all 
means try Foss Hughes. We know 
you'll be treated well and we’re 
positive that you'll receive full 
value for your money.” 

* + * 


Behind the Story 
JOHN F. DUDLEY, who is with 
the Jay I. Dugan agency, which 
handles advertising for Foss- 
Hughes, told us something about 
how the dealer’s ad series came 
about. Dugan said that some weeks 
ago the client and counsel decided 
that advertising was getting out of 
hand. The classified pages presented 
a garish spectacle of claims and 
counter-claims, confusing the 
reader rather than selling him. 

So Foss-Hughes adopted a “let’s- 
clear-the-air” approach, A down-to- 
earth theme was adopted. Layout 
was made purposely devoid of any 
stark display. Easy to read copy 
blocks sought to give the readers 
honest answers to questions in 
every car-buyer’s mind. 

Dudley said that the results have 
been very favorable in the sale of 
both new and used cars. 

= + = 
Typical Ad 
—- how a typical ad in this 
series reads: 

WE’RE NOT CONVINCED 

ce 

big bold type and claims of sen- 

sationally low prices sell many 

used cars. After all, what can 
you tell about a car by reading 
the price in a newspaper? 

WE DO THINK ... 

a dealer’s well-earned reputation 

for selling dependable cars at fair 

prices is more of an attraction to 
sensible buyers. 

Our cars range in price from 
$245 for a used ’48 Austin to $3,000 
for a handsome new ’53 Ford 
Crestliner completely equipped. 
And back of every one is our 48- 
year reputation for honesty and 
reliability. 

FOSS-HUGHES Co. 
. * = 


Wheel ’Em 


THE other side of the fence 

is the wheel-and-deal thinking 

of DeFoe Motors and Marshall 

Motors, Ford dealers in Baltimore, 

in their current advertising series. 

P. W. DeFoe claims that he 

taught the Hull-Dobbs boys how 
to deal. 

DeFoe says that his ads featuring 
$295 down and $55 a month resulted 
in orders being taken for 100 units 
the following day. 

Marshall Motors advertises $295 
down and $66.95 a month. 

DeFoe argues this way: 

“I am making it easy for people 
to buy Ford cars. There is no 
recession. There is no lag in our 
sales. We have a fine product, 
and I am simply telling the public 
about it.” 

Yet the farsighted dealer will 
wonder how this will work out in 
the long run. Will it demoralize 
a market with easy credit, taking 
people out of the market for years? 


GM Tools Going Home 

KEENE, N. H.—(UTPS)—Kings- 
bury Machine Tool Corp. here has 
announced that 21 machine tools 
damaged in the Aug. 14 fire at 
General Motors’ Hydra-Matic plant 
in Livonia, Mich., are scheduled to 
be repaired and on their way back 
to the production line by the end 
of November. Six of the units 
already have been returned. 


+ * 
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Rollin g ‘Toda U | new slab mill at work for the car makers 


Flexibility meant no dependence on other sup- 
pliers. We start with ore, and take it through our 
own blast furnaces, bessemers, open hearths, 
slabbing mills, hot and cold rolling mills and 
merchant mills, right down to the finished forms. 
That lets Great Lakes do a real job. 


Completed now—two months ahead of schedule— 
is the new mill at Great Lakes Steel. Right now, it 
is one more unit in full operation— passing white- 
hot ingots back and forth through its giant rolls, 
squeezing them down into slabs to feed our roll- 
ing mills. 


This mill is great news for the automotive industry. 
It makes bigger slabs, letting us roll out longer, 
heavier coils of sheet steel, cutting loss of time and 
material for the car makers. Good news, too, is 
the fact that by December of this year, a month 


ahead of schedule, we’ll have an annual capacity 
of four million ingot tons. That tonnage is about 
25% of the car makers’ total needs for steel, and 
about 40% of their needs in the kinds of steel we 
make. So Great Lakes is now more than ever a 
dependable first source of steel for automobiles. 


It was because motorcar makers need a steel 
company that’s both available and flexible that 
Great Lakes Steel was set up in the first place, 
many years ago. Availability meant, for one thing, 
easy reach ... right in the heart of the industry. 


You can count on great things from Great Lakes. 
For we’re aiming to serve our customers well, in 
many fields ... and especially in the mighty auto- 
motive industry. Great Lakes Steel Corporation, 
Detroit 29, Michigan. 


Great Lakes Steel 


NATIONAL STEEL PE, 


GREAT THINGS HAPPEN AT GREAT LANRES STEEL 









CAMBRIDGE, Mass.—The United 
States Government is the biggest 
competitor of private business, in 
the opinion of Richard L. Bowditch, 
president of the U. S. Chamber of 


Commerce and former fuel ad- 
ministrator. 
Addressing the Cambridge 





Chemical Plant Opens 


STERLINGTON, La.—More than 
70,000 tons of nitrogen-bearing am- 
monia and 15 million gallons of 
methanol per year have begun to 
flow from the new Sterlington (La.) 
facilities of Commercial Solvents 
Corp. 


Two Jaguars Break Speed Records— 


Staff men of Jaguar Cars, Lid., surround two XK-120 Jaguar stock cars which set 
speed records in Belgium. The car on the left averaged 172.412 miles per hour 
over a flying mile, and the car on the right, o new competition model, 178.383 
m.p.h. 





BUT OH SO 





-PUMPING - GENTLE 


TOUGH ON 





It’s gentle because Steel-Vent’s two 
wall-contacting steel sections have 
rounded edges which provide hairline 
contact and reduce drag to a minimum. 


It’s gentle because the Steel-Vent 
spacer has extra wide vents that let oil 
flow through freely for extra cylinder 


wall lubrication. them 
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Result: maximum life, minimum wear. Count 
on Hastings for complete coverage—in regular 
and chrome sets, Motor Engineered for each 
make and type of engine, for each engine con- 
dition and operating need. 
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U. S. Encroachment Hit 


Chamber Chief Asks End to Government Activities 
Conflicting with Private Business 


Chamber of Commerce, Bowditch 
called for the U. S. to withdraw 
from competition with private 
business. 

“We must ‘reprivatize public 
enterprise,’ as we say at the 
national chamber,” Bowditch 
continued, “if we expect greater 
things from private enterprise. 

“If we take the Federal Govern- 
ment out of competition with 
private business, a billion dollars a 
year might be a small beginning on 
savings to the taxpayers. The 
Government’s direct competition 
with private enterprise is done at 
the expense of the private in- 








YLINDER WALLS 


It’s gentle because Steel-Vent’s flex- 
ible, low-tension inner-spring works 
only against the steel sections—holds 


on the cylinder wall with soft 


pressure. 


Pra oe 
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d Tractors 






vestor, the private wage earner— 
and the taxpayer.” 

Bowditch said that the Govern- 
ment is the largest electric power 
producer in the country, the 
largest insurer, the largest lender, 
the largest landlord, the largest 
tenant, the largest holder of graz- 
ing land and timber land, the 
largest owner of grain, the largest 
warehouse operator, the largest 
ship owner and the largest fleet 
truck owner. 


“None of the competition is 
fair,” he said. “It may be legiti- 
mate because prevailing law con- 
dones it, but it’s not ethical. It 
violates moral law. It’s all un- 
fair competition. There’s no 
such thing as fair competition 
from Government, because 
Federal commercial activities 
are not taxed—and are frequent- 
ly subsidized.” 

He said that Government business 
adventures must be hauled to the 
auction block “before they under- 
mine the tax base beyond relief. 

“Private business is willing to 
pay good money for most of them, 
so the taxpayers will have some 
chance of recouping their losing 
investments,” he said. “The op- 
portunity to accomplish these. sav- 
ings is now within our grasp, with 
Congress having established a Com- 
mission on Organization of the 
Executive Branch.” 

Senator Leverett Saltonstall, 
Massachusetts Republican, who 
also spoke, said that the removal 
of business from Government con- 
trol was the general policy of the 
President and the present Ad- 
ministration. 


AF L, Contractors 
‘Lay Claim to Auto 


| * e,@ « 

Air Conditioning 
CHICAGO.—By means of a reso- 
| lution, contractors and union repre- 
sentatives have claimed sole juris- 
diction over installation and 
|maintenance of air - conditioning 
/units in automobiles. 

| The resolution, approved jointly 
|by the Refrigeration & Air Con- 
| ditioning Contractors Assn, and 
AFL plumbers and pipe fitters, 
makes the following points: 

1. Air conditioning work in its 
most minor detail comes within the 
jurisdiction of the AFL group. In 
order to avoid “jurisdictional con- 
troversies,” auto air conditioning 
should be handled in all its phases 
by bona fide contractors employing 
AFL workers. 

2. The contractors’ group and the 
union mutually recognize each 
other as the only bona fide agents 
in the air-conditioning field. 

3. The two groups should provide 
an apprentice program “to assure 
the highest uniform quality of 
refrigeration and air conditioning 
of passenger car and truck 
equipment.” 

4. Both groups will “resist any 
attempt on the part of the auto in- 
dustry and/or others to remove or 
modify the protective provisions of 
the city or state refrigeration 
codes” as they apply to automotive 
equipment. 

The contractors association, in 
letters to the American Society of 
Refrigerating Engineers and to the 
American Standards Assn., has 
also protested the exemption of 
auto air conditioning from the 
safety code limiting the types of 
refrigerants which may be used. 


Two Truck Aides 
Add New Duties 


WASHINGTON —Recent de- 
velopments here in the nation’s two 
big trucking organizations included 
these: 

Waiter F. Carey, president of the 
American Trucking Assns., was 
elected vice-chairman of the Com- 
merce Department’s transportation 
council, George Faunce jr., vice- 
president of Continental Baking 
Co., was named chairman of the 
legislative committee of the Na- 
|tional Council of Private Motor 
| Truck Owners. 

The transportation council serves 
|as an advisory group to the secre- 
|tary of commerce on national prob- 
lems with respect to transportation. 
| Charles H. Beard, of Union Carbide 
& Carbon Corp., is chairman. 

A. B. Gorman, of Esso Standard 
Oil Co., is president of the private 
truck owners’ organization. 
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“ORLON” 
EVEN AFTER 


TOPS of sun-resistant, 


“ORLON” 
MAKES POSSIBLE TOPS TH 
THEIR SHAPE ae 


“ORLON” KEEPS ITS LusTROUS GOOD LOOKS 
FOR A LONG, LONG TIME 


“ORLON” 


ee TO Top NEATNESS 
PEATED RAISING AND LOWERING 


AST 
AKES possiBLe TOPS THAT Lt 
E 


“ORLON” M ER BEFORE 


LONGER THAN EV 


weather-resistant 


You’ll deal yourself in on a wonderful sales opportunity with 
tops of “‘Orlon’”’. For ‘‘Orlon”’ gives you selling points you’ve 
never had before . . . advantages your customers will want to 
hear about. 


There’s the remarkable resistance of “‘Orlon’’ to the weak- 
ening effects of the sun—chief cause of failure with ordinary 
tops. There’s the new ease of cleaning that your customers 
have always wanted. And there’s a sales-clinching story in 
the wear and weather resistance of ‘‘Orlon”, backed by suc- 
cessful exposure tests that proved tops of ‘‘Orlon’’ last longer. 


And you can talk about good looks, too! Tops of ‘‘Orlon’”’ 
acrylic fiber are as good in appearance as they are in per- 
formance. That sleek, lustrous beauty is there to stay. Even 


QPIND O 


REG. U.S. PAT.OFF. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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DuPont ORLON 


after repeated raising and lowering, tops of ‘‘Orlon” keep 
their smooth ‘‘just new’ look. 


Tops of “‘Orlon’’ are being featured on some makes of con- 
vertibles. Natural-color topping is available now. The supply 
of black topping is increasing. Ask your manufacturer about 
tops of “Orlon’’. . . tops that make convertibles so much 
easier to sell! 


Note: You can arrange to have tops of “‘Orlon”’ installed 
on convertibles now on the road. These replacement jobs 
carry a profitable mark-up all around—for you and your in- 
staller. Make sure your installation shop knows about tops 
of “Orlon’”. E. I. du Pont de Nemours & Co. (Inc.), Wil- 
mington 98, Delaware. 


RLON 


ACRYLIC FIBER 







ROM STRETCHING 


“ORLON” IS HIGHLY RESISTANT TO 
THE WEAKENING EFFECTS OF THE SUN 


ORLON is Du Pont’s trade-mark for its acrylic fiber. 











Speedier Modeling— 


tactics adapted to new- 
type extrusion machines have streamlined 
work for clay modelers who build the 
future cars of Ford Motor Co.'s engineer- 


“Cookie cutter” 


ing staff. The ‘cookie cutters’ are alumi- 
num discs through which slots of various 
designs are punched. Clay is forced 
through these discs in the preparation 
of simulated chrome strips, instrument 
panel trim, and door and window mold- 
ings. 
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Roundup from State Capitals... 





16, 1953 





ok egisla lion Affecting Mats Industry 


By Bethune Jones 


Legislative Correspondent 


[PCReasinG recognition in state capitals of the serious- | 


ness of the highway safety problem, accompanied by 
mounting pressure for more adequate regulatory laws and 
more stringent enforcement of existing statutes, is reflected 
in recent developments. One example of this trend was Gov. 
Walter J. Kohler’s revelation ?—4@£$—__———_- 
that he may call a special] ize a highway safety conference to 


session next year in Wiscon- evaluate the prob- 


i lem and devise a 
sin to consider highway safety ve 
measures. safety program. 


Meanwhile, 

In a message to the lawmakers, Gov. Frank 
the governor expressed disappoint- Clement of Ten- 
ment that the 1953 session had nessee was 


killed a number of safety bills, in- urged by his 
Emergency 
Traffic Safety 
Committee to 
call a special 
session within 


cluding measures to tighten driver’s | | 
license examining methods and to| | 
strengthen state traffic patrol en-| 
forcement. 


Kohler disclosed plans “to organ-| 





Bethune Jones 


90 days to consider “urgently 
needed traffic legislation.” 
Proposals likely to be brought up 
at the session, if one is called, in-| 
clude compulsory vehicle inspection, | 
speed limits, a uniform motor ve- 
hicle code, mandatory high-school 
driver training, and more stringent 
regulation of drivers, including 


period re-examination. 
s . s 


New Road Rules for N. Y. 


A BROAD program of moderniza- 
tion of the rules of the road 
| will be introduced in the 1954 New 
| York legislature by the Joint State 
| Legislative Committee on Motor 
Vehicles, The proposed legislation 
will deal mainly with Act V of the 
Uniform Traffic Code. 

A stricter program of medical} 
standards for drivers is sought in| 
Maryland by Paul E. Burke, chair- 
man of the Maryland Safety Com- 





| 








Gene Brackman 
Brackman & Company 
Chicago Heights, III, 


Brackman of Brackman and Company, Chicago 
Heights leading independent service repair shop 
for almost twenty-five years. Gene is “100% 
sold” on his “Head-On” Carbon Blaster and he 
.. But wait, 
“No doubt about it, Carbon Blast Tune-up Serv- 
ice really pays off! . . . and in more ways than 


KENT-Moore 


ORGANIZATION, 


5-105 GENERAL MOTORS BUILDING « 


Ki Engineers and Manufacturers of Special 
, Automotive Service Tools and Equipment 


says . 


597158" Net in 6 Months 


FROM CARBON BLAST TUNE-UP 


“That’s right! In just six 
months we’ve made a NET 
profit of $2,758 from our 
Carbon Blast Tune-up Serv- 
ice! And, what’s more, our 
Carbon Blaster paid for it- 
self the first two weeks we 
had it in operation!” 


labor sales. We carbon blast 


tors and fuel pumps... 
Those are the words of Gene 


for miles around bring their 


let him tell you himself... And get this! .. . 


Blast Tune-up. Send for your 


| 
| 
| 
INC. : 
| 


DETROIT 2, MICHIGAN 


he’s so pleased with the big improvement it makes 
that many times he asks us to give the car a 
complete check-up. As a result, we've relined 
brakes, aligned wheels, replaced plugs, carbure- 
and that’s all profitable 
business we might never have had otherwise. | 


“Then, too, there’s the repeat business angle and 
believe me, our Carbon Blast Tune-up is the best 
‘bring-’em-back’ service we have to offer. Peop]e 














SERVICE! 


one. Not only is the service itself a big money- 
maker, but it also leads to additional parts and 


Pacific Jobbers 


a man’s car and 


| mission, who said he was convincec 
|that many drivers who receivec 
licenses during periods of gooc 
health had since developed dis- 
| abilities ranging from weakenec 
| eyesight to heart disease that woulc 
| make them potential highway haz- 
| ards. 

New laws imposing stricter reg- 
ulation of drivers are being put 
into operation in Hlinois, Indiana, 
Michigan and South Dakota, 

A resolution adopted at the an- 
| nual meeting of the American Assn. 
|of Motor Vehicle Administrators 
called for removal of careless, reck- 
less and: unsafe drivers from the 
roads by increasing the authority of 
state officials to revoke licenses in 
the interests of public safety; re- 
| habilitation of accident-prone driv- 
|ers by systematic re-training, and 
| broadening and extension of high- 
school driver training to include 
both classroom and behind-the- 
wheel education, 

2 s s 

Proposals in Virginia 
"= Virginia Advisory Legisla- 

tive Council, an interim study 
| group, has recommended strength- 
| ening of the financial responsibility 
|act in several respects, including a 
proposal that courts be permitted 
to impound autos of persons con- 
victed of driving while their li- 
censes are under suspension. 

The Virginia council further 
recommended that it be made a 





|misdemeanor knowingly to lend a 
|ear to a person whose permit has 
| been revoked and that impound- 
|ment of the loaned auto be permit- 


ted under such circumstances. 
Also proposed were a provision 
permitting reciprocal action be- 


| tween states in enforcement of 


the security provisions of finan- 


* cial responsibility laws; making 


the security provision applicable 
to the owner of the motor vehicle 
involved as. well as the operator, 
and increasing the minimum in- 
jury liability coverage from $10,- 
000 to $20,000 for each accident, 
and from $5,000 to $10,000 for each 
person injured. 

More stringent Maryland insur- 


| ance laws were urged by former 


Judge Joseph Sherbow before a 
| subcommittee of the State Legisla- 
‘tive Council. As alternatives, he 
suggested a compulsory insurance 
\law similar to that of Massachu- 
setts, or a statute setting up an 
| unsatisfied judgment fund similar 
| to a New Jersey law. : 


\Pa. aie Plans 


ee. road developments are 
highlighted by an announcement 


that a $250 million northeast ex- 


tension of the Pennsylvania Turn- 
pike is scheduled for financing and 
construction to start early next 
year. 

Linking Wilkes-Barre and Scran- 
ton with Philadelphia via Allen- 
town-Bethlehem, the 125-mile high- 
way also will extend from Scranton 
to the state line near Binghamton 
for a connection with the New York 
State Thruway. 

Construction of the 33-mile $65 
million eastern extension of the 
Pennsylvania Turnpike to the Dela- 

(Continued on Page 50, Col. 3) 


Whipping March 
Show Into Shape 


LOS ANGELES. — A “fine” re- 
sponse has been received thus far 
from automotive manufacturers 
and wholesalers seeking exhibit 
space at the 1954 Pacific Automo- 





cars back to us. 


many of them have actually 
thanked us for selling them a Carbon Blast 
Tune-up! In this business that’s really something!” 


Pe ee oe ee ee ee 


KENT-MOORE ORGANIZATION, INC. 

5-105 General Motors Building « Detroit 2, Michigan 
Now available to all “Head-On” Carbon Siaster owners... 3 
coapicte remationsl poaran Godaned tein wil Cotes 


“Profits” Plan 


tive Show to be held in Seattle 
March 4-7, reports J. Leonard Gib- 
son, show manager. 

Declaring that the last Pacific 
Automotive Show, held in Seattle in 
1951, drew almost 100 percent 
support from wholesalers of 11 
states, Frank B. Smith, show presi- 
dent, added: 

“It is our aim to make the com- 
ing event even more successful 
than that of 1951, but to do so we 
must have prompt and enthusiastic 
response from the whole family of 


western and Pacific northwest 
wholesalers.” 
Urging wholesalers to return 


promptly their enrollment agree- 
ments and hotel reservation forms, 
Smith said that in this way they 
could plan their participation with 
more foresight, have ample time to 
advertise their part in the show 
and thus derive the greatest bene- 
fits for their firms. 


« 
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TRUE 
SCORES 
AGAIN?! 


Ranks among the 
top 5 magazines 
showing gains in 

Automotive Advertising 














Here’s the record: 
MAGAZINE PAGES GAINED | 


Life 92.7 
Sat. Eve. Post 61.0 
U. S. News 25.9 


& World Report 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| New Yorker 25.5 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 





p> | 


For the 9 months’ period ending September, as against 


a similar period last year, TRUE, 


TRUE 21.7 


Holiday I7.8 
Coronet 7.0 
Time KW. 
H. Beautiful 15.2 
Vogue 14.0 


Source: Publishers’ Information Bureau 


The Man‘s Magazine, rolled up a significant increase 
in automotive advertising. These are the facts: 

TRUE is first among all men’s magazines in 

total pages run — and fifth among all 


general magazines in pages gained! 


Automotive Advertisers using TRUE in 1953 


AP Parts Miracle Power . . . Bowes “Seal Fast” . . . 
Champion Spark Plugs . . . Chevrolet 

. .. Chrysler Institutional . . . Dodge . . . Ford Parts and 
Service ... Nash... Pontiac... Prestone... 

Pyroil . . . Redman Trailers . . . 

Spartan Aircraft House Trailers . . . and others 


T nF ae . the : magazine 


The Largest Selling Man’s Magazine on America’s Newsstands _ J 


a fawcett publication + new york « chicago « detroit « los angeles * san francisco 






* : ’ [i a 
& & cg 
4 ¥ a . 
Sie ; = 5 8 
whee. - BO ‘ ~ ere + > w iia’ wai ae aie ee 
- ee “ a lieminet ee oily Sa : ¢ wh . Te ee ant : Si aes ie sail 





24 








Betts Heads Charlotte Hudson— 


At its recent director's meeting, Charlotte Hudson Co., Charlotte, N. C., elected Ben 
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Dealer of the Month... 


Fribley Gains Award 
For Safety Initiative 


Staff Writer 


heaped upon him 
both duties and 
honors. 
AUTOMOTIVE NEws 
this month is add- 
ing another honor 
by naming Frib- 
ley as its safety- 
minded dealer of 
the month and 
presenting him 
with its plaque in 





By Gerhardt Neumann 





programs for a long time. 
During the war he was trans- 


OTH NADA and the New York | Portation administrator for the city 
B State Autoniobile Dealers Assn. |°f Norwich. His initiative in the 
have benefited from Carl E. Frib- \lending of driver-training cars and 


ley’s interest in safety and have 


his persistent campaign for period 
vehicle inspection caused the New 
York State association to name 
Fribley its dealer of the year at its 
30th annual convention last Sep- 
tember. 
a” + * 

At PRESENT, Fribley is chair- 

man of NADA’s public relations 
committee, and directs a campaign 
to arouse the organization’s 35,000 
members to spark the nation’s 
highway users’ interest in road and 





safety problems. 

“At the present,” Fribley re- 
ports, “our results are coming in 
from all over the country, and 
we are planning a continuing 
campaign on these problems. A 





M, Betts jr. (center) as president. With him are T. J. McCarty (left), district manager for 
Hudson Sales Corp., and J. F. Eckard, secretary of Charlotte Hudson. Betts formerly | 
was with Ford Motor Co. Herbert H. Tish was named used-car manager. The election | public. 
was held following the resignation of W. S. McCall as president and sales manager. 
McCall, who had been with Charlotte Hudson since 1929, has joined the staff of 
Langston-Moore, Inc. (DeSoto-Plymouth), Charlotte. 


recognition of his 


services to the C. E. Fribley 


A Cadillac-Pontiac-GMC dealer 
in Norwich, N. Y., for 22 years, 
Fribley has participated in safety 
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Millions of Messages 
Every Month are persuading 


car owners everywhere to 


ASK tor a brand of 
100% Pure 


ULM ALE IE 


the power 
you bought! 


Heavy TRAFFIC means 
stop-and-go driving; the 
More motorists than caiacsiheasmn Gils 
kinds of drivi h 

ever before are learn- nds of driving are tough on 


your engine. For extra pro- 


Cham elL 


ing the advantages of tection, switch to a brand of 
100% Pure Pennsylvania 


Motor Oil, made from 


Nature’s finest crude oil. 





consistently using 
100% Pure Pennsylvania motor oil. They are being 
rewarded with longer trouble-free engine perform- 


ASK tor a brand of 
100% Pure 


PENNSYLVANIA 
Motor Oil _| 


PENNSYLVANIA GRADE 
CRUDE O1L ASSOCIATION 
Oil City, 


THE PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION on iosnnesiaae 
Oil City, Pennsylvania 


ance and fewer expensive repair bills. 





special clinic on public relations 
| at the NADA convention next 
| January in Miami will be devoted 
| primarily to a presentation of the 
| highway, parking and safety 
| problems.” 

| The committee is in the process 
|of developing a dramatic skit to be 





gore . say 





presented for this purpose at the 


convention. 
* Ed 


* 
——- has very definite ideas 
on how the traffic toll could be 
cut down. They are summarized 
thus: 
1. An improved highway system; 
2. Periodic inspection of all 
motor vehicles; 
3. Increased teen-age and adult 
driver training, and 
4. Reasonable speed limits and 
adequate law enforcement. 
However, like all who are in this 
fight, he knows that it is a long 
and thorny road which leads to the 
| cherished goal. 


N. Y. Dealer 
Sets Up Annual 
Safety Award 


| An annual award to the indi- 
| vidual who, outside of his direct 
| responsibilities, has made the most 
|significant contribution to traffic 

safety has been established by 
|Ralph T. Horgan, president of 
|Ralph Horgan, Inc. (Ford), New 
| York, 

Horgan, who 1s active in many 
civic organizations, is president of 
the Automobile Merchants Assn. of 
New York and general chairman 
of the Greater New York Citizens 
Cleanup Committee. 

Agencies and organizations in 
New York City are asked to pre- 
pare recommendations for potential 
award winners. The recommen- 
dations must be mailed to Dr. 
Herbert J. Stack, director of the 
Center for Safety Education, New 
York University, Washington 
Square, New York 3, N. Y. Stack 
is chairman of the judges com- 
mittee. 


N.H. Police Lose 
Suspension Right 


The New Hampshire Motor 
Vehicle Department has abandoned 
its policy of automatically suspend- 
ing the licenses of drivers arrested 
for speeding, it has been revealed. 

The policy change resulted from 
a ruling by the attorney-general 
that even upon conviction of speed- 
ing, New Hampshire laws do not 
permit license suspensions without 
notice and a hearing into the 
circumstances of each case. 

Meanwhile, the department was 
| reported to be viewing with alarm 
a highway fatality toll of 65 as 
compared with 48 auto deaths at 
the same time a year ago. De- 
partment records attributed 13 of 
the deaths to speed and an equai 
number to reckless driving. 

Attorney General Louis C. Wy- 
man declared he had examined 
records on fatal auto accidents and 
found that “a good many had noth 
ing to do with speed”—that many 
were caused by poor driving. 

+ * * 


Glackin, Hamer Named 
To Ohio Safety Group 


Two ranking members of the 
Ohio Automobile Dealers Assn 
have been named to the Governor’s 
Highway Safety Committee to rep- 

(Continued on Page 25, Col, 1) 


* * 
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resent auto and truck dealers of 
the state. 

They are John T. Glackin, presi- 
dent, and Walt R. Hamer, executive 
secretary. 

Ohio dealers who have any sug- 
gestions in connection with safety 
measures are asked to communi- 
cate with Glackin or Hamer. 

* * . 


Free Lessons 
Ky. Dealer Offers Public 
Driver Training 


Free driving lessons with a 
former state trooper are offered by 
Walters & Keene Co., Inc. (Lincoln- 
Mercury), Pikeville, Ky., to persons 
over 16 years of age. 

Pointing out that 7,800 children 
were killed and 350,000 injured last 
year in traffic accidents, David A. 
duPont, general manager, said the 


Financing Methods 
For Machinery 
Purchases Aired 


NEW YORK. — Industry’s real 
problems in replacing machinery 
and equipment are when and how 
to buy, rather than what to buy, 
according to the president of one 
of the nation’s leading industrial 
finance firms. 

S. D. Maddock, president of C.LT. 
Corp., said replacement too long 
deferred creates too great a gap 
between installed capacity and 
capacity which would be possible 
with new machinery. However, he 
added, replacements made too soon 
are uneconomical since _ techno- 
logical advances in machinery over 
a short period of time may be 
minor. 

“When the decision is made to 
replace old machinery or to expand 
or modernize facilities and 
equipment,” Maddock said, “it is 
important that management decide 
how to finance the program with- 
out impairing working capital. 

“The most desirable solution is 
a funding plan which would leave 
working capital liquid and permit 
machinery to pay for itself out of 
increased earning capacity.” 

In general, Maddock said, in- 
dustry has available three sources 
of credit: A short-term bank loan, 
limited credit from several ma- 
chinery and equipment makers, 
and a term-loan from an industrial 
financing company. 


“Usually,” he said, “the first 
source is used for short-term work- 
ing capital loans rather than 


equipment loans. The second 
source, credit from manufacturers 
or distributors, is generally used 
when equipment purchases are 
made in limited amounts. 


“For major expenditures, the best 
arrangement is an equipment-fund- 
ing loan from a firm which special- 
izes in industry financing. Terms 
can be geared to the borrower’s in- 
come and tailored precisely to his 
needs.” 

An advantage in this arrange- 
ment, Maddock said, is that a firm 
can make a number of purchases 
from several different sources and 
combine them all into one obli- 
gation which can be retired 
through a series of monthly 
payments. 





Powerglide Chevrolets 


To Top 500,000 in °53 
DETROIT.—Chevrolet in 1953 
will be the first company in the 
auto industry to equip over half 
& million of its cars with auto- 
matic transmissions in a single 
year, T. H. Keating, Chevrolet 
general manager, said last week. 


Chevrolet's alltime Powerglide 
output, since it was introduced in 
ae 1,530,000 units through 


~~ 





Highways & Safety 


(Continued from Page 24) 
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William S. Lampe, editor-in-charge 
of the Hearst Newspaper Better 
Roads Campaign. 

The first Rhode Island Teen- 
Age Traffic Safety Conference 
will be held Nov. 2 in Providence 
- - . Chelsea (Mass.) police will 
be equipped to photograph every 
auto accident minutes after it 
happens in an attempt to cut 
down claims and reduce the high 
cost of insurance for Chelsea 


firm felt driver training should take 
a place as important as the teach- 
ing of three Rs. 

The ex-trooper, James R. Snapp, 
will direct the training and give 
talks to civic groups, clubs and 
school organizations on safety. motorists. 

pgs | Minnesota’s attorney general 
H & S Shorts | Tee that State Crime Bureau 
Washington State’s interest in 


agents = os only state employes, 

besides ghway patrolmen, who 
safety is paying rich dividends, | can be specifically empowered to 
Gov. Arthur B. Langlie told the! make traffic arrests ... The Au- 
fifth annual Governor’s Safety Con-| gust highway death toll in the 
ference in Olympia, adding that the nation was 3,700, according to the 
state’s accident rate is going down | National Safety Council. This was 
. . . Rehabilitation of the nation’s higher than in any other month of 
interstate highway system with, the year but 2 percent less than a 
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A strange auto, powered by a 
large wound-up spring, was de- 
vised in 1834. It resembled an 
alarm clock on wheels. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 


a 


Conveyor Group 
Elects Officers 


WASHINGTON. — The Conveyor 
Equipment Manufacturers Assn., at 
its 20th annual meeting, elected the 
following officers: 


President, R. F. Tomlinson, Oliver 
Corp., A. B. Farquhar division, 
York, Pa.; vice-president, Jervis C. 
Webb, Jervis B. Webb Co., Detroit; 
treasurer, E. E. Boberg, Standard 
Conveyor Co, North St. Paul, 
Minn., and secretary, Russell B. 
Maas, Screw Conveyor Corp., Ham- 
mond, Ind. 

Directors are the outgoing presi- 
dent, Harry C. Davis, Kanawha 
Mfg. Co., Charleston, W. Va.; Fred 
S. Wells, Stephens - Adamson Mfg. 
Co., Aurora, Ill, and D. E, David- 


Federal funds was demanded by year before when 3,780 were killed.’ tics, buyer information and personnel data.'son, Link-Belt Co., Chicago. 





ill be Tomorrow's 
Strongest Selling Point! 


ECLIPSE MACHINE DIVISION OF 
* Standard Equipment Sales: Elmira, N. Y. 


¢ Service Sales: South Bend, Ind. 













Today, more than ever, new car buyers are looking for features 
that assure long, satisfactory performance. Engine components 
that contribute to this accomplishment now assume even 
greater importance as they not only influence today’s sales, 
but become tomorrow’s strongest selling point. 


For owner loyalty as well as immediate-sales, it pays to specify 
Stromberg* —the carburetor built for lasting performance. 


*REG. U.S. PAT. OFF. 


Bendix 


QVIATION CORPORATION 


Export Sales: Bendix International Division, 205 East 42nd S$t., New York 17, N. Y. 





Sales Conditions in Various Areas... 





4; Willys, 4; Diamond T, 1; Mack, 
1, and Pontiac, 1—@Ruby Fenoglio.) 
* * s 


Houston 
New-car sales in Houston con- 
jitinued at a fast clip in October, 
totaling 3,604, compared to 3,643 in 
September. 


Truck sales increased from 704 
in September to 711 last month. 

Ford led in car sales, with 992. 
Chevrolet was second with 916 
and Plymouth, with 338, was 
third. Dodge vaulted into fourth 
place with 239, 

Other sales were: Buick, 230; 
Mercury, 221; Pontiac, 185; Olds- 
mobile, 142; Studebaker, 72; De- 
Soto, 54; Chrysler, 48; Kaiser, 45; 


Manhattan, Kans. 

A slump in new-car sales which 
lasted three months came to an 
end in October when a marked 
upturn in sales was recorded by 
the treasurer of Riley County 
(Manhattan), Kans, There were 119 
new-car sales in the county in 
October, compared with 80 in Sep- 
tember. 

Sales by make were: Ford, 38; 
Chevrolet, 19; Plymouth, 12; Mer- 
cury, 10; Dodge, 9; Pontiac, 7; 
Studebaker, 7; Buick, 6; Chrysler, 
8; Nash, 2; Oldsmobile, 2; De- 
Soto, 1; Packard, 1; Willys, 1, and 
Hudson, 1. 

Used-car turnover also took a 
jump in October. There were 279 
sales, compared with 253 in Sep- 
tember. 

New-truck sales held about 
steady, with 11 in October and 12 





Royal Motor Fan— 
The Duke of Edinburgh (left) is shown| Cadillac, 36; Nash, 18; Lineoln, 13; 


@ Hillman Minx convertible by Sir William | Packa 12; Hudson, 11; Willys, 
Rootes, chairman of Rootes Group, at the|10; Henry J, 6, and miscellaneous, 
London motor show. 16. 
ae eae eect Ford also led in truck sales, with 

The AUTOMOTIVE NEWS ALMANAC is| 313, followed by Chevrolet, 275; 
a year-long friend. Use it often for statis- | International, 36; Dodge, 30; White, 
tics, buyer information and personnel data. !21; GMC, 15; Studebaker, 10; Reo, 
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Auto Market Reports 


in September. Sales by make: Ford, 
5; Chevrolet, 4; International, 1, 
and Studebaker, 1. 

Used-truck sales declined in Oc- 
tober, with only 19 as against 29 
in September.— (George M. Hun- 
holz.) 


* * . 


Louisville 

New-car sales in Louisville in 
October fell only 30 cars below the 
record for the month, set in 1950, 
as 1,755 units were moved. A year 
ago, sales for the month were 1,273. 

Ford and Chevrolet were run- 
ning at a neck-and-neck pace, 

with Chevrolet ahead, 509 to 504. 

For the first 10 months of 1953, 
car sales totaled 15,394, compared 
with 10,053 in the same period last 
year. 

Truck sales for the month were 
231, compared with 230 for Oc- 
tober, 1952. For the first 10 months, 
truck sales were 2,172, compared 


TORTURE TRACK 255 ames Lone / 





PROFILE OF AMERICAN BRAKEBLOK TEST ROUTE NO. 1 
ON U. S. 30 FROM LAUREL SUMMIT TO BOTTOM OF GRANDVIEW. 


.»~ to develop the best brake lining for you 





American Brakeblok Test Trucks follow this 
course daily. Under all conditions of load the 
lining is put through every possible test —per- 
formance, fade, recovery, moisture sensitivity, 
wear, glaze, and maximum heat resistance. Accu- 
rate instrumentation records test data for inter- 
pretation by our research staff. 

The mountains of Pennsylvania were selected nee 
because of their sharp grades, long descents, hair- 
pin curves and dangerous intersections, giving 
the best opportunity for testing brake lining 
through a wide range of operating conditions. 





On this track... today’s brake linings 
are perfected—tomorrow’s proven... for 
maximum safety, performance and life. 


THE SAFETY BRAKE LINING 


Copyright 1953, American Brake Shoe Company 





with 1,579 last year. — (A. W. 


Williams.) 


San Antonio 
October new-vehicle sales in San 
Antonio and Bexar County totale: 
1,382, a gain of 16 over September’s 
figures. Of this total, 1,165 were 
cars—up 175 from September—and 
217 were commercial vehicles, 


Ford dealers sold 254 cars during 
the month, with one dealer alone 
moving 201, Chevrolet sales totaled 
181. Mercury, with 77 sales, was in 
third place. 


Ford was also first in commercial 
sales, with 75. Chevrolet was sec- 
ond, with 64, and White third, with 


24.—(J. H. Reed.) 
a 


Washington 


Sales of new cars in Washington 
during October totaled 1,921, as 
compared with 1,749 in the previous 
month and 2,019 for the same 
month last year, according to the 
District of Columbia motor vehicles 
department, 

The October report brought new 
car registrations here to 21,416 for 
the first 10 months, a gain of 13.6 
percent over 18,849 in the same 1952 


period. 
. 7 s 


Pittsburgh 

The used-car market has gained 
some strength, although prices are 
dropping. Financing is still difficult 
and there is some unemployment. 

With the State of Pennsylvania 
reporting it will require stiffer car 
inspections, the used-car market is 
expected to held at its present level 
until after Christmas.— (Leon M. 


Leffingwell.) 
* * * 


Birmingham, Ala. 

As a result of dealers’ efforts to 
clean up 1953 models, sales of new 
cars in Birmingham, Ala., showed 
a gain of 925 units in October over 
September. 

Sales by makes are: Austin, 1; 
Buick, 203; Cadillac, 23; Chevro- 
let, 570; Chrysler, 36; DeSoto, 26; 
Dodge, 50; Ford, 663; Henry J, 3; 
Hudson, 7; Kaiser, 6; Lincoln, 8; 
Mercury, 139; Oldsmobile, 71; 
Packard, 18; Plymouth, 167; Pon- 
tiac, 81; Studebaker, 48; Willys, 
6, and miscellaneous, 2. 

Total for October was 2,143 
against 1,218 for September.— 
(Stuart Riddle.) 


Clayton Markets 
2 New Engine 


Dynamometers 


EL MONTE, Calif.—aA new series 
of engine dynamometers, using a 
radically different type of power 
absorption unit, has been intro- 
duced by Clayton Mfg. Co. 

Termed Series 8, the dynamom- 
eters use a turbo-closed system to 
absorb power, with a ratio of size 
to power-absorbing efficiency which 
has never been approached, Clay- 
ton says. 

Utilizing the hydrokinetic prin- 
ciple of power absorption, the new 
unit maintains a constant torque 
load, uninfluenced by coolant pres- 
sure variations, external tempera- 
ture conditions, testing techniques 
and other extraneous factors, ac- 
cording to Clayton. 

The company says the new dy- 
namometers are fully practical for 
use in an auto service shop or en- 
gine rebuilding plant, as well as by 
engine manufacturers and engi- 
neering laboratories, 

Performance range of the two 
models in the new series is 1 to 125 
horsepower, and 1 to 200 horse- 
power. Within its respective limits, 
Clayton says, each model is capable 
of testing all engines and prime 
movers with complete accuracy. 


Battery Manufacturers 


Publish Service Manual 

AKRON. — Publication of a re- 
vised storage battery service 
manual has been announced by 
Robert L. Sommerville, president of 
the Assn. of American Battery 
Manufacturers. 

First issued in 1943, the publi- 
cation is now in its third edition. 

A copy of the 44-page publication, 
entitled “Storage Battery Technical 
Service Manual,” may be obtained 
by writing to the Assn. of American 
Battery Manufacturers, 2706 First 
National Tower, Akron, 0., enclos- 
ing 30 cents to cover printing and 
mating costs. 
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NEW YORK.—The latest “Bank- 
ers Commercial News” urges deal- 
ers to instruct new-car buyers care- 
fuily in the art of driving the 1953 
model—with respect for its chain- 
lightning acceleration and other un- 
familiar features. 

The lack of technical training 
will mean a substantial increase 
in rates soon to cover losses, the 
publication says, and the good 
driver is going to pay for the 
fellow who shouldn’t be on the 
highway. 

There is no doubt that the aver- 
age 1953 model can land the un- 


Oldsmobile Picks 


Zone Managers 
In Three Cities 


LANSING, Mich. — Frank Susla- 
vich has been appointed Oldsmobile 
zone manager in New York, G. R. 
Jones, Oldsmobile 
general sales 
manager, has an- 
nounced. George 
R. Clemeson, 
former Mil- 
waukee zone 
manager, suc- 
ceeds Suslavich 
as Chicago zone 
manager, and 
Clyde R. a 
moves from the 

a New York zone 
to manager of the Milwaukee zone. 

Suslavich is a native of Hudson, 
Mass., where he attended Beatley 
Business College. He worked as an 
accountant with United Fruit Co. 
in Guatemala and with Bendix 
Aviation until 1944, when he joined 











C. R. Swartz G. R. Clemeson 
the sales section of General Motors 
in Detroit as an aceountant. In 
1947, Suslavich transferred to Olds- 
mobile as a distict manager in 
Pittsburgh. He was advanced to 
Chicago zone manager in 1952. 

Clemeson is a native of Mil- 
waukee. After 14 years in the 
brokerage business he joined GM 
in 1941 as an adjuster with the 
Motors Insurance Corp. He joined 
Oldsmobile in 1945 as a district 
representative in Milwaukee. He 
was advanced to assistant zone 
manager in 1947 and zone manager 
in 1949. 

Swartz, born in Dwight, Kans., 
Was a mechanic and service man- 
ager at Oldsmobile dealerships in 
Salina and Topeka, Kans., for nine 
years, joining Oldsmobile in 1935 
as a service representative. Later 
he was service manager in Kansas 
City and Philadelphia, district 
manager in New York and zone 
manager in Oakland, Calif., and 
New York. 


NASCAR Event 
Set for Feb. 15-21 


DAYTONA BEACH, Fla.—Speed 
Week, climaxed by at least two 
days of stock-car racing on the 
Beach Rd. course, will be held here 
Feb. 15-21, it was announced last 
week by Bill France, president of 
the National Assn. for Stock Car 
Auto Racing. 

He also revealed that plans for 
& new speedway have passed the 
drawing-board stage and that it is 
expected to be ready for national 
and international championship 
racing in 1955. 

NASCAR’s victory dinner will be 
held here Feb. 17. 

A comprehensive program of ac- 
celeration trials as well as a series 
of events for sportsmen, modified 
and Grand National contestants 
also are planned, France said. 
Events will be held at both the 
Palm Beach eoonny and the 
Boca Raton air base 


Please Handle with Care! 


Dealers Urged to Instruct Owners Thoroughly 
In Power ful, Intricate New Cars 


AUTOMOTIVE NEWS, NOVEMBER 16, 1953 27 


skilled owner in the hospital more 
quickly than any of its predeces- 
sors, the item continues. 

“Its power is excessive for roads 
with even 70-mile speed limits and 
its acceleration stupefying to the 
slow-witted type of driver,” it says. 


The article maintains that power 
steering is also a hazard until the 
operator realizes how delicate it is 
and how little steering motion is 
required to make a turn. 


Many a crash involving new cars 
is due to high speed and a poorly 
mastered steering technique, the 
item suggests. 

Affirming that bankers are in 
favor of the NADA campaign to 
work for better driving, safer 
roads and adequate parking fa- 
cilities, the publication says that 
the dealer is closer to the driving 
problem than to either of the 
other problems. 

“One of the things that he should 
start to do yesterday is to kill off 
gratuitous demonstrations of accel- 






eration and top speed,” it says. eS Lee TT 

Demonstrations in which the em-| | “ 
phasis is placed wholly on accelera-| 
tion—how fast the speed can move 
up to an illegal peak, are criticized. 

“The 1953 cars are drivers’ 
dreams when you fully understand 
them, and safer than any of their 
predecessors when under control,” 
the article says. “But dealers owe 
it to themselves, to the public and 
to the future of the industry to 
see that every new owner under-| * 
stands them and handles them 
right from the start.” 

The article concludes: “This ques- 
tion of road safety is academic 
where the dealer is concerned. It 
is a big factor in his future busi- 
ness outlook and unless he does all 
in his power to promote it he is 
helping to build hurdles for 
himself.” 


No Tax Relief in Colo. 
DENVER. — Colorado owners of _— , . 
1949-model autos will not receive Pocterd for Dallas Women's Parade— 


the ownership tax reduction they 

may have been looking for, accord-| Charles W. Miller, special marketing representative of Packard in the Ballas zone, 
ing to John F. Healy, deputy State|is shown with the unusual display arranged in the Packard Caribbean as official car 
Revenue Department director, He|for women in the armed forces during a parade of the Business and Professional 
pointed out that the Legislature} Womens Club of Dallas. 

last winter doubled the usual five- 
year depreciation period in which 
the tax drops to a flat $1.50. 








The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 











Re approximately two weeks, GMC will 
make the first in a series of announcements 
that will revolutionize the business of truck- 
users and truck-sellers alike. 


Already rolling from the production lines 
are new GMC’s that will—in plain and 
simple fact — make hundreds of thousands 
of present haulers obsolescent. 


The capabilities of these °54 GMC’s speak 


for themselves: 


oney-Maker 


peration 





strength. Thus they will save time as well 
as effort. 


They will—in many models — offer spec- 
tacular advances in styling that will attract 
attention and enhance the prestige of their 
users. Yet they will retain all of GMC’s 
famed real-truck stamina. 


They will back up the 54 truck-selling efforts 
of every GMC dealer with more than 100 
new value features which assure truck- 
selling at a profit. 


They will operate at the peak of efficiency 
under ever-varying hauling conditions. And 
they will do it with less effort on the part of 
either truck or driver. 


They will offer far more power than ever 
before. Yet they will cost substantially less 
to run—less to maintain. 


They will be far more responsive to the 
driver’s command — far less taxing of his 


GMC Truck & Coach Division of General Motors 


Watch for the first of our announcements 
in two weeks. Consider the impact of 
Operation Money-Maker on your market— 
remembering many more announcements 
are to come. 


Then weigh the many advantages of holding 
a GMC franchise — especially in ’54. And — 
if you’re in an open territory — drop us a 
line. 


J 
Sell a real ruck :..... 


See The TV Football Game of the Week every Saturday—a General Motors Key Event 
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AUTOMOTIVE WASHINGTON 


Throw Out U.S. Tariff, 
Industrialists Urge 


By William Ullman 


Washington Correspondent 





use a tariff to subsidize that enter 
prise forever because it canno! 
meet competition.” 

Bernard Baruch, elder states- 
man and adviser to Presidents, 
told the commission the un- 
stable currencies in many 
nations are a far more serious 
obstacle to free trade than tariff 
barriers. 


Strong emphasis on the problem 

of currencies also was urged on the 
commission by the National Assn 
| 


| THE course of its two-day public meeting here, the ggg i alias 
: . * $ 4 ‘ rriers to internationa. r € 
Commission on Foreign Economic Policy was told that| . ace competition, create artificial! 
acceptance of a larger flow of goods from abroad offers U. S.| scarcities and increase consumer 
taxpayers their best hope of escape from the existing huge) prices, a spokesman for the U. S 
burden of foreign aid. Groups of business and industrial | Camber of Commerce declared. 


j j i -¢ “The economic health of the 
leaders, with wide interna Machine Co., who| United States depends on a large 
tional interests, testified. 


Ane headed a group| volume of imports as well as ex- 
The 17-man commission, 


comprising many | ports,” he said. a 
headed by Clarence Randall, presi- of the most prom- . 5 -* 

dent of Inland Steel Co., was inent industrial > | 
created by Congress at the request Who'll Hold Purse? 


leaders of the 
of President Eisenhower to prepare U.S.: ETHER U. S. taxpayers will 
recommendations on the _ entire “It is better to get better value for their mili- 
subsidize the|tary dollars under military comp- 
readjustment of|trollers or under civilian comp- 
an enterprise |trollers was still an open question 
during the lim-|as a Senate Armed Services sub- 


ited period of| committee concluded public hear- 





Postoffice Tests Willys Mail Van— 

A new Willys mail truck, with right-hand steering, is being studied by the Post- 
office Department in Arlington, Va., with further experiments planned for Milwaukee; 
Richmond, Va., and Miami. Features include sliding doors on both sides, with double foreign-aid and trade program. 


Gradual abandonment of remain- 
ing tariff restrictions, and aid to 
domestic industry which might be 

Wondering how new-car and truck production and sales are making out? AUTOMO- hurt by this, was urged. 

TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


doors at the rear. Postmaster General Arthur Summerfield recently issued instructions 
designed to eliminate traffic hazards for rural and suburban mail carriers. 








William Uliman c i 
Said John S. Coleman, Detroit, freee sang and be done with the|ings on the subject the other day. 


president of Burroughs Adding | problem once and for all than to Defense Secretary Charles E. 


Wilson told the senators he 
would like to have civilian comp- 


trollers, Army Secretary Robert 
F.N. (Pap) Kronz, Stevens took the opposite po- 


of 293 Corliss Street, Pittsburgh 20, Pa. says: sition. 


“a MM e a w & ose Wives Dr, ive mont Republican and chairman of 
Buy WEED CHAINS ” 


the subcommittee, indicated that he 
leaned to the side of civilian con- 
trol. He said he was “much en- 
“You just notice and you'll see I'm right. 
A man may gamble on ice and snow if he’s the only one 
who drives the family car. But if his wife drives, 






couraged” by Wilson’s view that 
civilians should head military fi- 
nances, 

Navy Secretary Robert Anderson 
indicated he agreed with Wilson, 
while Assistant Air Force Secre- 
tary Lee White took a stand with 
Stevens. 

It was opinion, and not real con- 
flict with the Pentagon chief, the 
opposition officials told reporters. 

7 * 


it’s easy to sell him WEED V-Bar Tire Chains. : 
He knows they give traction you can trust. 
And he doesn't have to worry about skidding 
or getting stuck, no matter who is driving.” 


Resources Conference Set 


T= Mid-Century Conference on 
Resources for the Future, to be 
conducted with the aid of a Ford 








































Foundation grant, will be held in 5 
° . Washington Dec. 2-4, with three | 
e Family pr otection makes good speakers discussing “How Much 
money for a lot of insurance men Should We Depend on Foreign 
—and you can cash in on the same MAA ARTA Tem all ielaa tee ALMA? Liles <a Lae ail | Resources ? 
kind of selling. Do it this winter ae Greens ws he Aadeen 
. a x | Fletcher, New York; Robert L. 
with WEED V-Bar Tire Chains. GIVE DOUBLE GRIP and REDUCE SIDE-SKID | Garner, Washington; and. Charles 
. . a 5 : |P. Taft, Cincinnati. Lewis W. 
e When you talk wEED V- Bar Chains, “a : , yea | Douglas will serve as moderator. 
point out that the V-Bars are slanted =, | cae 
left and right for balanced traction F oe Past o 
. . . | overnment - office upsets 
which reduces side skid. They have 288 | H come with startling suddenness 
or more steel gripping points that stop oo a — a a oe 
: : illiam D. Mitchell, on the las 
the vehicle shorter, straighter, safer. dog the ane teed ef the Sad 
These great chains—the finest ever Business Administration, outline 
made—give real protection when it is with great enthusiasm his program 
7 ‘ 4 for operating the agency. 
needed. But without chains (even with That was in the morning. In the 
the best tires) it’s dangerous drivin afternoon he was ex-head of the 
) 8 ‘ & , SBA. Pretty fast, wasn’t it? And 
on hard-packed snow and ice. When | surprising also —- to Mitchell, at 
you sell WEED V-Bar Tire Chains you —— iat se 
provide your customers with traction eidine de, —_ = ar ane 
‘they can trust. acting successor, Wendell Barnes, 
who was SBA general counsel 
OD sont Gre 9 Ste Spe te under Mitchell, reportedly has 
in Canada: Dominion Chain Company, Ltd. ordered an immediate “de- 
Niagara Falls, Ont. emphasis” of Mitchell’s pet 
i project, the stimulation of pri- 
ZIP-ON vately financed “lending pools” 
Don’t S’kid Yourself APPLIERS to make development loans to » 
ho St anal small business firms, and an im- 
STOPPING ON GLARE ICE AT 20 M.P.H. mane 5 canter mediate speedup in issuance of | 
or: to put on actual loans by the agency. 
" '7 @.| with Reinforced Tire Chains chains... SBA assumed its loan powers 
+ Sella pair with Sept. 29, but no loan had been 
os wtetes 5 a0 every pair of made up to last week. However, 
WEEDS several are in the final stages of 
processing in the Washington 
headquarters, an agency spokes- 
oe = man said. 
*For stopping or starting on ice or snow, synthetic rubber SBA’s loan policy under the law 
tires skid or spin 10% to 50% more than natural rubber is fixed by a three-member board 
(All figures in this panel are quoted from National Safety Council Tests) | comeases of nee Secretary 
eorge Humphrey, ommerce 
Secretary Sinclair Weeks and the 
e e SBA administrator. 
The Tire Chain that Doubles the Wear os 
d b | h B a | S Fears for Point IV 
D EAR that the Eisenhower Ad 
an oubies the Bite on ice or snow... ee Sek Gis Bomhewer Ad 
smothering the Point IV progran 
under the massive military aid 
program” was expressed by five 
Democratic members of the Senate = 


WEED W-BARS 


Foreign Relations committee last 
week in a letter to Harold Stassen, 


(Continued on Page 60, Col. 3) 
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By Marty Whitmyer 
Associate Editor 

If a survey conducted by the 
Assn. of National Advertisers is 
borne out, industries will spend 
more on advertising next year. 

A survey of 170 industries 
showed that 120 planned in- 
creases in advertising ex- 
penditures. Forty stated they 
would spend about the same 
amount in ’54 that they spent this 
year. The _ reported increases 
from 1952 to 1953 outnumbered 
the decreases 115 to 19. 


When advertising expenditures 
are expressed as percentages of net 
sales, the average for all industries 
combined shows a decline of 2.75 
percent in 1952 to 2.6 percent in 
1953. A number of companies failed 
to provide an estimate for 1954, 
so no comparable overall average 
was available for the coming year, 
the association said. 

* * * 


New Ad Firm Founded 


Magazine advertising repre- 
sentation now held by Schipper- 
Webb Associates for American 
Legion, Forbes, Junior League 
and Midwest Purchasing Agent 
will be taken over by Advertising 
Sales Associates, a new firm es- 
tablished by Ray Scolaro, former- 
ly of Lock, and Don Hutton, 
formerly of Schipper-Webb. 

Schipper-Webb Associates will 
continue in its own field of public 
relations and advertising counsel. 

* * * 


Omaha Paper Cuts Costs 

Reductions in rates for run-of- 
press color advertising have been 
announced by the Omaha World- 
Herald. 

The new color charges reduce the 
cost for color advertising as much 
as 42 percent for one extra color, 
said Ben H. Cowdery, publisher. 
The new rates are available in all 
space units, and for from one to 
three extra colors. 

& * * 


Mansfield Ups LaValley 


William A. LaValley has been 
appointed advertising and_ sales 
promotion manager of | 

Tire & Rubber! 
Co. He _ succeeds | 
the late Harry L. | 
Mahoney. 

LaValley joined | 
the company in| 
1949 as special | 
sales representa- | 
tive in the New 
York State area, | 
and in 1951 was 
made a district 
‘I manager in the 
W. A. LaValley New York State| 
and New England area. 

- ~ = 


Cole-Finder Awards Cars 
Cole-Finder, 2700 N. Cicero Ave 








Chicago, is giving away Mercurys 
on the “This Is Your Life” tele- 
vision program, 
cosmetics maker. 

The first recipient was John 
Robinson Cates, an 80-year-old 
druggist from Noonan, Ga., who 
appeared on the program last 
month. The dealership is planning 
to give away two more automobiles 
on future programs. More than 27 
million persons view the program 
weekly. 


sponsored by a 


* * 7 


Agency for Mobilgas 

General Petroleum Corp. has ap- 
pointed Stromberger, LaVene, Mc- 
Kenzie as its advertising agency, 
according to Frank C. Meunier, 
manager of advertising and sales 
promotion for General Petroleum. 

All media advertising, publicity 
and sales promotion for Mobilgas 
in seven western states; dealer 
house-organ editing, and field 
representation in the company’s di- 
vision headquarters are included 
= the agency’s duties, Meunier 
said. 

* s - 


Ross Roy Gets Oil Account 
Ross Roy, Inc., New York, has 
been appointed by California Texas 


Oil Co., Ltd., to develop merchan- 
dising and point-of-sale material as 


Affecting Factories and Dealers... 


Auto Advertising 


well as dealer training programs, 
including films, for its network of 
Caltex service stations in 67 
countries. 


E. F. Donovan, merchandising di- 
rector of Ross Roy, will supervise 
the agency’s activities on the ac- 


count. 
oe, 6 .& 


Companion Waxes Carol 


Women’s Home Companion has 
commissioned a Christmas carol to 
be written and recorded as a spe- 
cial service to its readers. 

The new carol, “The First 
Christmas,” was written by Di- 
mitri Tiomkin and Ned Washing- 
ton, whose music has won five 






Academy Awards, Sheet music 
will appear in the magazine’s De- 
cember editorial feature, “A 
Family Celebrates Christmas.” 


A record of “The First Christ- 
mas,” featuring the voice of Jill 
Cory, has been waxed by Columbia 
Recording Studios with “Silent 
Night, Holy Night” on the reverse 
side. The recard is being made 
available to Companion readers 
through an order form printed in 
the December issue plus 50 cents. 
Part of the proceeds will be do- 
nated to the Heart Fund of the 
American Heart Assn. 

+ + a 


Direct-Mail Volume Gains 


The estimated dollar volume of 
direct-mail advertising during the 
first eight months of 1953 was $806,- 
204,001, according to figures re- 
leased by the Direct Mail Advertis- 
ing Assn. This represents a gain 
of nearly 6% percent over the 


figures for the first eight months 
of 1952. 


a * * 
3-D Safety Films Shown 

What were billed as the first 
three-dimensional films made in the 
traffic safety field were shown at a 
special screening at the 41st 
National Safety Congress and Ex- 
position in Chicago. 

Produced by Academy Film Pro- 
ductions, Chicago, especially for 
the congress, the 3-D films depicted 
various traffic situations en- 
countered in driving. 

* * + 


‘Go’ Directory Pays Off 

Automobile dealers selling to the 
Negro market, according to Andrew 
F. Jackson & Associates, have good 
use for “Go—Guide to Pleasant 
Motoring,” the 120-page directory of 
information about places of public 
accommodation where Negro 
motorists are welcome, 

During the past summer, accord- 


ing to the Washington firm, users 
of the directory put over 30 million 
miles on their cars. This, says 
Jackson, was in addition to normal 
use, 

Tabulations were based on re- 
quests for hotel rates, reservations 
and best routes all over the United 
States, Canada and Mexico by 
Negro motorists who had obtained 
free copies from their dealers, Jack- 
son said. 

* * * 


Seattle Times Rolls Again 


The Seattle Times has resumed 
publication after being shut down 
for 13 weeks by labor disputes. 


The Times was closed July 16 
by a strike of 217 members of the 
CIO Seattle - Tacoma Newspaper 
Guild. The 80-day srike ended 
Oct. 3, but the newspaper re- 
mained closed another 15 days 
while the Times and Seattle 

(Continued on Page 67, Col. 1) 





Specify Timken-Detroit two-speed axles 








FINAL DRIVES WITH 


SPRING-FLEX POWER SHIFT 


These dependable final drives provide an instant choice of gear ratios 
to meet any speed, load or road conditions. Hypoid gearing is 
used for the first reduction and helical-spur gearing for the second. 


TWO-SPEED DOUBLE-REDUCTION 


The off eos pels oie i 
e offset Hy nion is 


and stronger. 
are bigger. More teeth are 
unit of contact area. Tor ~ 
alenes om = ae 


with HYPOID 
GEARING 


to combine versatile performance 
with -lorig- lasting dependability ! 


WORLD'S LARGEST MANUFACTURER OF AXLES 
FOR TRUCKS, BUSES AND TRAILERS 


Plants at: Detroit, Mich. ° 


Oshkosh, Wis. * Utica,N. Y. * 


Newark, Ohio © New Castle, Pa. 


Ashtabula, Kenton and 


If your operations call for the versatility of two-speed axles, you 
want to make sure your trucks are equipped with Timken-Detroit 
two-speed double-reduction axles. Here’s why! Timken-Detroit 
has combined all the benefits of a two-speed axle with the many 
practical advantages of Hypoid and helical gearing. Available on 
the complete line—single-speed single-reduction axles, single- 
speed double-reduction axles, two-speed double-reduction axles 
and tandem-drive rear axle units — Hypoid gearing has been 
proved by billions of ton-miles of actual operation. It has plenty 
of strength to stand up under the most rugged operating condi- 
tions. In fact, once you’ve experienced the low-cost operation, 
better performance and all-around dependability of Hypoid 
gearing, you'll specify it on every new truck you buy. 


TIMKEN 
ree 


TRADE MARK 





CY eecistereo 
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ogee?" JM 











How many young men who 
would like to become good 
salesmen know that the greatest 
and most instructive human inter- 
est story in American business lies 
in, between and behind the lines 
of the biography of John H. Patter- 
son, of National Cash Register Co., 
which recently appeared in the 
Saturday Evening Post? 


Since I was fired on the same 
day that the “old man” said good- 
by ‘to his general manager, Hugh 
Chalmers .. . and 93 other gentle- 
men... no one can accuse me of 





TTC 
Exchange Insert 
Connecting Rod Serv 


ae 
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sour grapes, especially after I con- 
fess that Patterson gave me two 
ideas ... one which has guided my 
whole subsequent life ... and an- 
other which made a million dollars 
for Jordan Motor Car Co. 

That incredible character, “John 
H.,” originator and first teacher 
of most of the modern sales and 
marketing techniques used in 
every business today, put the 
finger on a young guy named 
Ned Jordan, age 23, one day in 
August, 1907. 

But before that, in his talks to 
salesmen, he said at least two 
things which I have never for- 
gotten: First, “There is only one 
aristocracy and that is the aristoc- 
racy of capacity ... . the ability 
to do one thing, however simple 
it may be, a little better than any- 
body else.” And, second, “A man is 
only half sold until his wife is sold.” 

That last one was on the sign- 
board pointing to the success of 

the Jordan car. Can I help it if 

the big shots in automobile ad- 

vertising are just finding it out? 
s * * 


Discovered by Patterson 

ELL ... here’s the story. 

A few men still alive, like 
Charles Kettering and Thomas 


Watson, could do it better, but this| franchise. That lawyer never got 





‘88s’ for Pan-American Race— 


Five Oldsmobile Super 88 sedans are picked up in Lansing by Mexican stock-car 
race drivers who will represent their country in the Pan-American race over 1,938 
miles from Mexico's southern border to her northern boundaries. The race starts 
Thursday (Nov. 19). 





any farther than interviewing the 
ql pigeons on the cornice of the City 
I had written a story for the| Hall. All of the councilmen had 
Cleveland Press about a ee | ee the Press hit the 

who had been summoned from) Public Square. 
Louisville, presumably to bribe the Patterson, who was threaten- 
City Council to extend a streetcar; ing to move his plant from Day- 
| ton, saw that story and sent a 


is my story, and I’m goin’ to stick 
to it 


WwHIcH ROD IS 
OuT-OF-ROUND? 


visible thousandth! 


jobber! 


ice 
| 


FEDERAL-MOGUL 
SERVICE 


(Division of Federal-Mogu! Corporation) 
DETROIT 13, MICHIGAN 


Engine Bearings (Main, Connecting Rod and Camshaft) @ Bush- 
ings @ Connecting Rod Service—Exchange Insert Rods, Rebabbit- 
ted Reds @ Connecting Rod Bolts and Nuts @ V-Seam Piston Pin 
Bushings @ Shims and Shim Stock 


Who’s to say? You can’t tell by lookin’. . . and the average 
shop hasn’t the equipment for a good job of checking. 


Yet, you’re begging for trouble if you put the engine back 
together with rods out-of-round by as little as one extra in- 


In today’s high-horsepower engines, the 


bearings will soon be as badly out-of-round as the rod. 


Don’t take a chance—use Federal-Mogul exchange insert rods. 
They’re completely reconditioned and have true, round bores. 
You'll do an A-1 job... every time! Ask your Federal-Mogul 


PA a 


Fe 


Sepy ct 

















man to offer me twice as much 
as I was getting. 

My first day in Dayton was spent 
learning from a friend, Charles M. 
Steele, all of Patterson’s peculiari- 
ties and as many of his brilliant 
ideas as he could tell me in 24 
hours. 

The next morning I was placed 
on the front row in a meeting of 
the famous One Hundred Point 
Club, including scores of the best 
salesmen the world has ever 
produced. Patterson, on the plat- 
form with his customary black- 


s|board and chalk, pointed at me: 


“Now ...now...now,.. you 
stand up. What’s your name.”? 

“Edward S. Jordan, sir.” (Thanks 
to Charlie Steele, I have the re- 
quired polite response.) 

“What is advertising?” shouted 
the president. 

“Advertising is teaching, Mr. Pat- 
terson.” 

“aus « 
ship?” 

“Salesmanship is making the 
prospective buyer feel about your 
product as you do.” 

“Yes ... yes (looks around ob- 
viously surprised). Now, now, 
answer this question: Is there any 
color we should never use in ad- 
vertising?” 

“Yes, sir, we should never use 
brick-dust red.” 
“Sit down.” 

e 


. now, what is salesman- 


On Field of Gold Cloth 


pPattEeon went to Europe, 
and many peaceful weeks 
followed. 

On his return, it was announced 
that another grand Kentucky 
thoroughbred mounted conclave 
would be held at Far Hills, the 
baronial estate ... a daily must 
for all officers. (We called it the 
“Field of the Cloth of Gold.”) My 
job was to get out a special edition 
of the Dayton Journal. (Patterson 
had sued Jimmie Cox, editor of 
the Dayton News, for $373,000, 
charging libel.) 

Tah - Rah — Ta-Tahh — Tah- 
Rah - Ta, The Bugle . . . The pres- 
ident arrives with many retainers. 
He talks for an hour while the 
male stenographers take it down 

(no females had that job). The 
president sharply criticizes some 
of his executives, mentioning 
names, 

At 4 p. m.,, the special edition is 
ready on my desk. My superior, Mr. 
Minich, just fired, asked to see the 
president’s comments about him, at 
Far Hills; I showed him the whole 
works. 
ae that,” he ordered. I 

The minion from the executive 
office disappeared like a scared 
rabbit. Soon Mr. Pflum, the treas- 

urer, came down. He said there 
would be a meeting of the advertis- 
ing pyramid the next morning and 
he had been told by Patterson that 
perhaps I had better not attend. He 
said the president suspected there 
Was a conspiracy against him and 
I might be the press agent for it. 

I told Mr. Pflum that I under- 
stood if a man was discharged he 

was paid off in gold, covering one 
month. If he quit, I had heard, it 
was customary to pay him for two 
weeks 

Pflum disappeared toward the 
executive office, but in a few 
moments he called back to say that 
he had orders to pay all discharged 
employes in gold. 

P. S.: I took the next train for 
Kenosha, where my family was 


| spending the summer. It was awful 


hot that summer in Dayton, any- 
way. 


Carrazza Named 


By Travelers Aid 


NEW YORK.—C. N. Carrazza, of 
Park Motor Sales, Inc., has ac- 
cepted the chairmanship of the 
automotive division in the cam- 
paign of the Travelers Aid Society 
of New York to raise $364,000. 

Carrazza will encourage industry 
support for the organization, which 


|last year gave assistance to more 
| than 210,000 troubled wayfarers. 


Ford Group Picks Deeds 


Elmer Deeds, of Boyer-Gilfillan 
Motor Co., Minneapolis, was elected 
secretary of the Ford Merchandis- 
ing School Graduates Assn., dur- 
ing its meeting at Colorado Springs, 
Colo. Richard J. McFayden, Omaha, 
was named president. 
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By James D. Woolf 
Special Correspondent 
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Salesense in Advertising 
Tested Ideas for Small Business 


Many firms train their employes, 
rigidly, in how to talk courteously | 


THE advertising business, cer-| and persuasively over the telephone. 
tain vehicles of communication | Do you? 


with the consuming public are com- 
monly referred to as media. The 
most important of these are maga- 
zines, newspapers, radio, television, 
outdoor posters and bulletins, and 
direct mail. 

The trade journals, such as this 
one, constitute another very impor- 
tant branch of media, but they are 
read, as you know, by business and 
professional people who serve the 
consumer and not by the consumer 
himself. 


A useful but less important type | 
of media are the giveaways—cal- | 
endars, blotters, paper book | 


matches pencils and the like. 
These giveaways (a blotter, for 
example) have certain limitations 
as vehicles of communication, the 
most serious of which is the fact 
that the selling message must be 
very short; only a few words of 
copy are permissible. 

But, as against this limitation, is 
the long lite of these media. ‘he 
newspaper ad is looked at and the 
page quickly turned over, and the 
life of a broadcast is ended usuaily 
in a matter of minutes. ‘lhe direct- 
mail piece often goes into the waste 
basket even before it is read. 

+ * . 


Frequent Impact Important 

U't the giveaway, as I have said, 

has longer life. The blotter or 
calendar is kept for its functional 
value and is looked at again and 
again for days and weeks, or even 
months or a year. “Even a million- 
aire,” as Don Herold once said, 
doesn’t feel rich enough to throw 
away a blotter.” This is equally true 
of paper matches, calendars and 
other useful kinds of giveaway 
media. 


The effectiveness of any given 
advertisement depends, to a very 
great extent, on how lastingly its 
message is remembered. Frequency 
of impact is one of the surest ways 
to intensify the memorability of 
your message. 

The oftener we are told a thing, 
or see a thing, or experience a 
thing, the more likely we are to 
remember it and act on it. This 
principle is summed up in the 
oft-quoted maxim of N. W. Ayer 
& Son: “Repetition Is Reputa- 
tion.” 

Many of the giveaways, because 
they are kept, are “repeaters.” They 
provide frequency of impact be- 
cause their sales messages are 
noted, if only casually, a number 
of times before their usefulness is 
at an end. 


I do not believe, however, that 
these giveaways should be allowed 
to take money away from your reg- 
ular program of advertising in 
newspapers, radio or whatever 
form of major media you have been 
using. 

But I do believe that these give- 
aways, as a supporting medium, 
provide you with a good way of in- 
tensifying the memorability of your 
sales message. If you do use one 
or more of them, I urge that you 
print on them something more than 
merely the name of your firm. In- 
clude a selling thought if possible. 
Ideas sell merchandise; use your 
giveaways as communicators of 


ideas. 
7 * * 


Other Goodwill Media 


PRINTED publications and air 

waves, posters and direct mail, 
and also the giveaways, are not the 
only media you can use effectively 
to create goodwill and build your 
business. Any business activity that 
establishes contact between you and 
the public is, in a very real sense, 
a “vehicle of communication,” hence 
a form of media. 


Your telephone, for example, is a 
medium of advertising. Over a year 
you and your salespeople make hun- 
dreds—or possibly many thousands 
—of contacts with customers and 
prospective customers. What you 
and your personnel say to these 
people, and how it is said, can build 
goodwill for you—or destroy it. 





Those trucks of yours that run 
around the city streets—they are 
an advertising medium, too, Are 
the drivers trained and disciplined 
in the little “courtesies of the 
road?” I know of one firm that 
lost a $2,000 order because one of 
its drivers rudely cussed out a 
jaywalking pedestrian, The jay- 











walker was the man who had 
placed the $2,000 order! 

The exterior of your place—how 
it looks to the passersby—is also 
an advertising medium. When did 
it last have a coat of paint? Are 
|the windows washed once or twice 
|a week? Is the areaway allowed to 


candy bar wrappers, torn newspa- 
pers, and other such unattractive 





lighted? Your store front is a com- 


HEN a car owner asks for radiator anti-freeze, 
that’s the psychological moment to suggest a new 
Trico Arctic Wiper Blade for his windshield — and 


Trico Solvent for his Washer. 


Trico’s new Arctic de-ices itself as it wipes. Can't 
snow clog. When road splash hits the ‘shield in freez- 
ing temperature, nothing but a hooded Arctic Blade 
will take the driver through. Perfect. performance — 
when it’s snowing, when it's raining. Fits curved and 


flat windshields. 


You'll make your customer — and your cash register 


— happy when you sell this safe-vision team. 





31 





municator of ideas just as truly as 
the ads you run in your local 
papers. 


| Personnel Can Sell You 


Also a medium of advertising is 
the dress and deportment of 
your personnel. What ideas do they 
communicate to customers? Do they 
wear open-neck sport shirts, Ha- 
waiian style; 
around unshined shoes, and gaudy 
sport coats? Do they (the males) 
comb their hair before the cus- 
tomer’s very eyes, and do the fe- 
males overtly color their lips and 


be messed up with cigaret butts, wield a frequent compact? Do they 


chew toothpicks and wear pencils 
behind their ears? Such gaucheries 


|debris? Is the areaway brightly , @re conveyors of ideas—bad ones. 


Your wrapping paper—the way 


limp socks folded’ 


your salespeople do up packages— 
is an advertising medium of im- 
portance. Aren’t you annoyed 
when a package you are carrying 
breaks open almost before you 
are out of the store where you 
made your purchase? It has hap- 
pened to me a hundred times. 


Almost every business act is, in 
one way or another, a contact with 
people. It is not much of an exag- 
geration to say that your whole 
business operation is an advertising 
operation. Nearly all of the things 
you do are conveyors (media) of 
ideas to the people of your com- 
munity. All of them deserve the 
same careful thought you give to 
your program of advertising in 
your major media. 





Trico All-Season Wind- 
shield Washer Solvent 
helps the Two Little 
Squirts do a better job 
winter and summer. 
Helps to “cut” oily dirt 
and traffic film from the 
glass. Slows down freez- 
ing and prevents jar 
breakage. 





For a timiuted period, 
every carton of 24 
bottles of Trico Sol- 
vent entitles you to 
this new E-Z Fill fun- 
nel for Washer refill, 
winter and summer, 
Ask your jobber. 


We shield EG fe a 


Trico Products Corporation, Buffalo 3, N. Y. 
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Backshop 


. ++ by Jack Weed 





A§ DEALERS get further into 
this rough market, many are 
bound to wake up to the opportu- 
nity that exists in making some 
extra profits selling accessories on 
the new cars. 

I remember back in the late 
thirties when new and used-car 
selling was practically as rough 
as it is today, and one of the 
major makers used to give a cash 
bonus to the new-car salesman who 
sold the largest dollar volume of 
accessories on a new car in each 
zone. 

As I remember it, a salesman 
in Philadelphia one month sold 
approximately $750 worth of ac- 
cessories on a $795 car. The exact 
amount of dollars involved may 
be off a little, but the ratio of 
accessories to car isn’t too far 
wrong. 

Of course, it would be practically 
impossible to sell as high a dollar 

volume of accessories on present- 
day automobiles, because the cost 
of cars has gone up much more 
than that of accessories. But it 
might be possible for a good sales- 
man to sell air conditioning, a 
radio, heater, dual mufflers, high 
compression heads plus the normal 
run of “doll up” items on a moder- 
ate priced car today to a “hot rod” 
enthusiast who had the money. 
ca * ” 


No Easy Task 


F IT worked out today as it did 

in those days, the dealer would 
do his trading on the car and, after 
the deal was completed, much, if 
not all of the accessories, would be 
sold at list and show a fairly good 
overall profit for the deal. 

Recently, however, I have not 
been cognizant of any great sell- 
ing effort being put forth by 
either dealer or new-car salesmen 
on trying for that extra profit 
bonus that lies in accessory sales 
after the car deal has been set. 

Perhaps it is because there still 
remains a little sour taste from the 
castigation dealers received from 
the buying public when so many 
dealers loaded cars with gimcracks 
when autos were hard to get. If 
they are honest with themselves, 
however, these same dealers will 
realize it wasn’t the accessories 
that the public were objecting to. 
It was the fact that the dealer 
forced the customer to buy them 
to get the car. 

And no dealer, at least of my 


acquaintance, is a good enough 
salesman to sell any sharp buyer 
accessories today on the car, if the 


customer doesn’t want them, 
* > * 


Still Big Market 
UT “good dollar profit” accesso- 
ries are still being sold, and 
many a new-car buyer who will 
shop all over town to get the best 
possible deal on the car of his 
choice, will go to a “hot rod” shop 
and lay out a sizable sum of money, 
without any haggling over discount 
or tradein, to get his car hopped up 
to meet his idea of what he wants. 
I saw enough of this a couple of 
weeks ago in Los Angeles, the 
home of the most fervent “hot rod- 
ders,” to know that there is a class 
of buyer still in the new-car market 
who will spend $1,000 to $1,500 
without batting an eye to doll up a 
car that he fought like a tiger to 
buy at a discount. 

I know smart dealers who 
complete the car deal without 
even mentioning radio or heater. 
They do their dickering on the 
price of the car as it comes from 
the factory and then go to work 
on the new owner for the acces- 

(Continued on Page 42, Col. 1) 





At 1.75 Compared with 53 Low of 1.12... 





Items per Ticket Rise 


oo a the country over have 


been doing a much better serv- 
ice job the last half of the year, 


and reports indicate that at long 


last some degree of selling the cus- 
tomer the service he needs is be- 
ginning to be evident. 

An analysis of the monthly re- 
ports of repair orders from deal- 
ers all over the country shows 
that the number of items per re- 
pair order rose to 1.75 in Octo- 
ber. The items reached an all time 
low in January of 1.12 when little 
selling was being done by the 
average dealer. Items per RO 
rose to 1.25 by June. 

July figures showed that dealer 
service departments began to func- 
tion at least as well as they did in 
the days immediately following the 
war and hit an average of 1.76 
items per ticket. 

In August they only dropped off 
one tenth of a point to 1.75 items 
per repair order and in September 
dropped off slightly to 1.71. 

* * * 


vos may have been due to the 
extra push on new-car sales 
that required many service depart- 
ments to devote more time to new- 
car get-ready and used-car condi- 
tioning. 

With the last NADA figures 
showing the average dealer doing 
but 56.2 percent absorption, the 
increase in the number of items 
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sold per repair order indicates 
that dealers are beginning to re- 
alize that they must give their 
service department sales more 
attention. 

The absorption percentage should 
be brought up to around 80, That 
would aid materially in putting 
dealers in a better trading position 
in the competitive market. 

* « * 

THER indications that dealers 

are making more effort to bring 
more customers into the service de- 
partment are seen in the increase 
in lubrication sales. These hit a 
low of 23.35 percent appearance on 
repair orders in June, rose to 32.60 
percent in July and August, and 
dropped slightly to 32.25 percent in 
September. October lubrication ap- 
peared on 31.95 percent of tickets. 

The greater amount of driving 
during the normal vacation months 
of July and August may have been 
partly responsible for the increase 
in minor motor work (tune up), ap- 
pearing on 32.32 percent of all re- 
pair orders in June, increasing to 
45.60 percent in July and 45.20 per- 
cent in August. 

Tune up held up fairly well in 
September when this service ap- 
peared on 42.60 percent of all ROs 
and increased to 46.45 percent in 
October. 

Major motor work also has shown 
a slight improvement over the past 
few months. This highly profitable 
service appeared on but 6.25 percent 
of the ROs in June, rose to 8.65 
percent in July, to 8.40 percent in 
August, to 8.65 percent in Septem- 
ber. 

They hit a high for several years 
in October when major motor ap- 
peared on 9.20 percent of all service 
orders written by franchised deal- 
ers, according to John E. Wolf Co., 
who analyzes over a million repair 
orders each month. 

* 7 * 

OF of the most important serv- 

ices the dealer can give his 
customers, however, has not shown 
the upswing that it should. Brake 
service hit a real low in June when 
it appeared on but 10.25 percent of 
all orders. 

Preparation for summer driving 
and vacation travel had the effect of 
bringing this most important serv- 


Ford Mobile Units Take Training to Dealer— 


Playing an important part in the Ford division's service training program are 33 


ice up to appearing on 14.75 percent 
of all orders in July and continued 
at 14.20 percent through August. 
In September, however, it fell back 
to 13.60 percent and slipped fur- 
ther down in October to 12.80 per- 
cent. 

If adequate selling had been 


mobile units, one for each Ford district. According to the company, any of Ford's 
numerous courses may be taken to a host-dealer's shop, and mechanics from other 
Ford dealerships in the area are invited to attend. The cargo space in the rear of 
the Ranch Wagon is specially fitted with tracks to accommodate a “live” subject. The 
program, including men trained at the permanent schools located in each district, is 
reaching dealer —- ane at the rate of 2,800 to — = month. 








done at the service level in Oc- 
tober, brakes should have shown 
@ good increase in appearance on 
the average repair order, as deal- 
ers, especially in the northern 
states, should have been pushing 
pre-winter service, No item of 
that check is more important 
than brakes, 

The tremendous increase in mis- 
cellaneous services from the low of 
4.67 percent on orders for June to 
the 8.50 percent in October seems 


‘““‘Better”’ 


For the third month in a row, 
@ gain was shown in average 
items per repair order in fran- 
chised dealer shops across the 
nation, The October figure was— 


1.75 


items per ticket 


From a low in January of 1.12 
LP.R.O., business climbed to 1.25 
for May; to 1.76 in July, and to 
1.71 in September. Continued em- 
phasis should bring dealers up to 
the ideal two items per ticket. 

—Figures courtesy of John Wolf Co. 








to indicate that dealers have fallen 
into that old bug-a-boo of competi- 
tive selling, filling their customer 
labor department with new-car get- 
ready and used-car conditioning. 

This may have resulted in only 
doing for the casual customer the 
one thing he brought his car in the 
shop to have taken care of and not 
trying to sell or do the other things 
he should have. 

eZ 7 x 

OWEVER, the increase in the 

number of items per ticket may 
indicate perhaps not that a better 
selling job has been done at the 
service level but that only the reg- 
ular customers who depend upon 
the dealer for all their service was 
being taken care of. 

Another indication that this fac- 
tor may have a bearing on the 
improvement on the mentioned de- 
partmental increases as well as the 
number of items per ticket is seen 
in that oil changes, for instance, 
have remained practically static 
since July. They appeared on 24.70 
to 24.80 percent of all tickets, and 
body service remained at 12.90 per- 
cent during all those months with 
the exception of a slight rise in 

(Continued on Page 36, Col. 3) 


Ford Schools Train 2,800 Mechanics a Month in Field 


By Sam Sampson 
Staff Writer 
ORD division has established an 
impressive record of dealer serv- 
ice training since its program was 
put into operation Oct. 1, 1950. 
At the present time, according 
to George E. Brown, supervisor 
of the dealer services section of 
Ford’s service department, 2,300 
to 3,000 men are being trained 
every month in one or more of 
the available courses. As of May 
1, more than 87,000 men had been 
trained by the field installations. 
The program is being carried on 
at one permanent training school 
in each of Ford’s 33 districts, and 
with the aid of 33 training units. 
For the most part, Brown said, the 
schools are at the various parts 
depots, but in some cases, school 
space is leased at other locations. 
The training is done by 70 full- 
time instructors, who are divided 





| up between the district and mobile 
units as the need is felt. Most of 
the instructors stay within specified 
districts, Brown said, but there is 
some interchange between the dis- 
tricts. 


* * * 


BOUT 55 percent of the men 
trained so far have received 


|instruction at the district schools, 
|Brown continued. Forty-five per- 


cent were trained by the mobile 
units. 

At least 70 percent of the 
courses carried on by the mobile 
units last eight hours or more. 

The range of the all-over program 
is wide. Both mobile units and the 
district schools can present any 
course if necessary. Courses range 
from the refresher and introduc- 
tory courses of perhaps one day or 
less, through 16 to 24-hour new- 
model introductory and modified 





courses, to complete 40-hour pro- 
grams. 

Aside from fundamental training 
on car and truck engines, the Ford 
program is flexible enough to meet 
the need for timely, specialized 
subjects without great confusion. 
Courses on improved mechanisms 
or new equipment can be placed 
into the field as soon as, or even 
before, they are needed. 

<a . *~ 


FrorD has carried on a program 
of introducing the servicemen 
to the new model before it is shown 
at the dealership. Each year, man- 
uals are prepared, service schools 
are carried on and new equipment 
is shown to the mechanic force be- 
fore the car is shipped to the 
dealer. 

The company points with pride 
to its Fordomatic training pro- 
gram. courses have been 
offered, and more than 9,000 deal- 


er mechanics—or one out of ev- 
ery five—has received the full 40- 
hour course. In addition, more 
than 40,000 men have completed 
one or more of the three courses. 
Fordomatic courses include the 
16-hour introductory course, a com- 
plete 40-hour training program and 
refresher-review courses of vary- 
ing lengths. This year, Brown said, 
more than 1,200 men have been 
trained in 24-to-40-hour programs. 
A one-day complete service pro- 
gram on power steering has been 
attended by at least 6,600 dealer 
mechanics this year. 
® x * 

Most of the longer courses are 
presented at the district 


New Products 
Page 44 


schools, Brown said, but in case of 
| necessity, the same course may be 
carried by the mobile units as well. 
It is often easier for the dealer, 
however, to send a mechanic to the 
permanent location for a course of 
40 hours or more. 

Many feel that the significant 
feature of the Ford program is 
its flexibility. It is apparent that 
with the present setup, degrees 
of expansion or contraction to 
meet the needs of the times 
could be carried on at minimum 
cost. Dealer participation in the 
service training program has been 
good, Brown said, and further ex- 
pansion is contemplated in the 
near future. 

Dealer participation plays a large 
part in the mobile unit operations, 
in that they are presented under 
the “dealer host” plan. Testing 
equipment and other heavy ma- 

(Continued on Page 43, Col. 3) 
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Crysler Corp. Analyzes Buyer’s Motivations . . . 


Stylists Probe Color Mysteries 


By Bob Sheldon 
Associate Editor 


== CORP. engineers are 
4 probing a boundless new world 
of sales appeal—color. 


No longer does a stylist shuffle 
through a batch of paint samples 
and come up with a limited se- 
lection that will best suit the 
exigencies of the production line. 


Today he studies optical laws 
and psychological quirks. And he 
is attempting, by scientific means, 
to anticipate the car buyer’s 
preference before the buyer him- 
self knows what it is. 


The stylist wants to find out why 
certain colors delight and others 
repel. The answers can be found 
only through correlation of a vast 
amount of technical and historical 
data, it is said. 

* * * 


ho example, blue has long been 
a favorite color for cars. 
Peculiarities in the construction of 
the eyeball seem to favor blue, and 
maybe that’s the reason why a blue 
car will attract the prospect wan- 
dering across a showroom floor. 


But color preferences appear to 
run in cycles, and furniture 
makers find that, in their own 
line of business, green and gray 
are enjoying peak popularity 
while blue and red are in a 
slump. The furniture builders 
have graphs showing that blue 
and red are approaching a hey- 
day, though. 

Thus far, Chrysler engineers have 
been unable to map the cycle of 
car buyer preference, because the 
emphasis on color in the auto in- 
dustry is too new to have provided 
a large enough backlog of infor- 
mation. 

. * * 
7s engineering staff in Detroit 
is working on it, however, and 
has arranged a display for the 
benefit of top-level corporation of- 
ficials that brings to light some 
interesting facts. 

One exhibit discloses how a 
color with low appeal can, 
through careful planning, be built 
into a best-seller. In this case, it’s 
brown, which normally accounts 
for only 5 percent of auto pro- 
duction, 


Last year, two shades of brown 
were developed to keynote styling 
of the Chrysler division’s New 
Yorker hardtop model. Chrysler 
steered clear of the word “brown” 
—the hues were called “cinnamon” 
and “beige.” 

The cinnamon-and-beige hardtops 
accounted for 48.3 percent of pro- 
duction in that particular line. 

a = oo 

(Casta engineers have 

found, nevertheless, that because 
of psychological associations, there 
are limits beyond which you can’t 
go in popularizing a color. They 
know that a diner would lose his 
appetite if the butter placed be- 
fore him were any color but yellow. 

Motorists today show a distinct 
aversion to maroon, They had an 
unhappy experience with maroon 
finishes that were used on prewar 
cars, and they turn a deaf ear to 
assurances that maroon paints 
= are considerably more dur- 

le. 


Black becomes less popular each 
year. Blue, green and gray are 
among the current leaders, 


Colors tend to look different when 
applied to surfaces of varying sizes 
and shapes. That’s why Chrysler 
engineers have abandoned the use 
of tiny paint samples, or “chips,” 
in selecting colors for production- 
model cars. 


Nowadays an entire car is spray- 
painted over and over again before 
it is decided what color will look 
best. 

* 7” * 


WO-TONE combinations can 


make a car look longer and| 


lower. Mismated color schemes can 
distort an otherwise attractive de- 
sign, 

Colors such as red, which the 
public associates with “warmth,” 
can make a car look bigger. “Cool” 
olors, among them green and blue, 
will make it look smaller. 

The study is endless, and is 
made more complex by the 
necessity for developing a paint 





that will withstand the elements 
as well as provide a pleasing ap- 
pearance, 

And don’t forget the women. 
They like colorful cars, both inside 
and outside, but Chrysler stylists 
were not surprised when they were 
unable to discover any link between 
women’s color preferences in cloth- 
ing and in cars. 

For the 1954 buyer, Chrysler 
Corp. offers a selection of 58 colors 
and two-tone combinations — more 
than ever before. 

s * + 

AMES C. ZEDER, director of 

engineering and research for 
Chrysler Corp., says that styling 





Wheels, Brakes, Hubs and Drums. . 


in the auto industry is a science 
now, as basic as engineering. 

There was a time, he explains, 
when a lump of clay was trans- 
formed into the prototype for a 

car by intuition and personal 

prejudice. 

Today, he says, there must -first 
be a basic concept, with all other 
styling factors — colors, interiors, 
use of chrome — blended in as 
integral parts of the fundamental 
whole, rather than applied by rule 
of thumb. 

Zeder sees the current emphasis 
on styling as a major phase in 
automotive history. 

* ~ . 
EN the makers of the horse- 
less carriage started out, their 


first struggle, Zeder says, was to 
provide “dependability” (a term, he 
mentions, that was coined by the 
Dodge brothers). The idea was just 
to turn out a car that would take 
you there and bring you back. 

The next goal was performance 
—speed and fuel economy. Then 
came an era in which comfort 
and safety were stressed, result- 
ing in development of the en- 
closed body. 

Now we're in the midst of an era 
of “automaticity,” which has pro- 
duced automatic chokes, automatic 
transmissions, power brakes, power 
steering. 

The new revolution, Zeder says, is 
in styling. And one of its mos 
promising fields is color. : 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 





GM Honors Krotine— 


On the occasion of his 25th anniversary 
with General Motors, Edward M. Krotine 
(left), Pontiac's Charlotte (N. C.) zone 
manager, is presented with an engraved 
gold watch by H. Gordon Hersh, southern 
regional manager. 








. also Parts for Farm Implements and Aircraft 


KELSEY- HAYES WHEEL COMPANY 


DETROIT 32, MICHIGAN 


PLANTS IN DETROIT AND JACKSON, MICHIGAN; McKEESPORT, PA.; 
LOS ANGELES, CALIF.; DAVENPORT, IOWA; WINDSOR, ONTARIO, CANADA 
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Woodson Mofor's Outlet in Newport, Ore.— - 


This is the Newport (Ore.) branch of Woodson Motor Co. (Chevrolet), Toledo, Ore. 
The hut-type building on the right is the body and paint shop. O. H. Anderson is 
general manager of the branch. 









FRANK HELVEY, 


Vice-President and General 
Manager of McMillian’s believes 
in bringing in profitable 
alinement business by 
“telling the world” about his 
new ‘Bear’ Telaliner— 





By Leo T. Parker 
Attorney at Law 

LA month a higher court held 

that where an automobile 
dealer even remotely controls an 
employe, or has the right to control 
him, this dealer is directly responsi- 
ble and liable for injuries, or death 
of the employe. 

For example, in Aleckson vs. 
Kennedy Motor Sales Co., 55 N.W. 
(2d) 646, the testimony showed 
that a man named Aleckson oper- 
ated an automobile business in 
Chicago. Because of his wife’s 


Enthusiastic Operators Everywhere Keep Proving... 


the MORE “BEAR” you have... 
the MORE MONEY you make! 

























TYPICAL “BEAR” UNITS PROVIDING 
“BIG PROFIT’ SERVICE FOR McMILLIAN 


Dy-Namic Balancer “330” Famous "330" gives 
higher profit service by getting the wheel off the car 
and providing a quick check of static...and Dy-Namic 
un-balance. The trouble is quickly and easily located.. 
right on the Balancer... and profitably corrected 

to the complete satisfaction of the customer. 


Wheel Alinement Gauge ‘‘240'! 
Placed where the driver can see the 
slippage per mile when he drives over, 
this unit is an EXTRA PROFIT sales- 
man. Quickly indicates toe-in or 
toe-out condition of wheels. It 
demonstrates that the job is 

done right after job is finished. 


“BEAR” SIGNS BUILD YOUR BUSINESS! 


It pays to hang these ADDED PROFIT “Bear” Signs 


now being advertised regularly in 
Journal 


Farm 


—<-344AN 


BEAR & 
“Teloliner 


7 sae etd SERVICE 


MeMillian’s experience 
for high profit alinem 


With this Plan.. 
with “Bear’’. . .You use 
getters .. . and You use 


i 


Lawsuits Affecting Dealers... 
Court Decisions 
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poor health Aleckson moved to 
Minnesota, but he continued to 
operate his business in Chicago. 


The Kennedy Motor Sales Co. was 
| engaged in buying and selling auto- 
|mobiles in St. Paul, and various 

used cars were brought in from 
| Chicago. 


| Knowing that Aleckson visited 
|his family weekends in Minnesota 
'the Kennedy Motor Sales Co. ar- 
|ranged with Aleckson to drive a 
| used car each weekend from where 
| it was purchased in Chicago, to the 
|sales lot of the Kennedy Motor 
Sales Co. in St. Paul. Aleckson was 


with “‘Bear’’ as a go-getter 
ent business is typical of 


‘‘Bear’”’ equipped shops in every part of the country! 
Enthusiastic reports from ‘“‘Bear” operators agree 
unanimously that their ‘“‘Bear’’ attracts BIG Profit 
volume business—and the MORE “BEAR” they 
have...the MORE MONEY they make! You can 
join the “Bear” ranks with the popular ‘‘Bear”’ Plan. 
. You make MORE MONEY 


“Bear” Signs as business- 
‘‘Bear” Equipment to do 


the job right—quicker and easier! 


Write today for Big New “Bear” Catalog. 
Bear Mfg. Co., Dept. A-14, Rock Island, Illinois. 


This Popular “BEAR” eLoliner 


will make more money for you... 





PRESENTS DRAMATIC INDICATION OF STEER- 
ING TROUBLES ON BIG TELALINER SCREEN! 
CUSTOMERS ARE SOLD ON “3IGHT!” 


~ accurate ELECTRO-MAGNETIC 
CHECKING AND CORRECTION 


v cuecxs ALINEMENT FROM 
WHEEL SPINDLE OR RIM 


© saves Time! No GETTING OUT 
FROM UNDER TO CHECK 


© cHEcks MECHANICALLY AS 
WELL AS ELECTRICALLY 


paid $45.00, plus gasoline expense: 


per car. 
* * * 


Dies After Crash 


E weekend Aleckson was driv 

ing a Cadillac convertible tc 
|the Kennedy lot in St. Paul wher 
| he collided with a truck, He was 
| hospitalized and incurred hospital, 
doctor, and ambulance bills. Later 
Aleckson died as result of injuries 
received in the accident. 


It is interesting to note that al- 
though Aleckson was only a casua! 
employe, the higher court held the 
Kennedy Motor Sales Co. liable to 
Aleckson’s dependents for payment 
of a compensation award of $30 
weekly, and a further sum of $1,- 
658 for medical, hospital, nursing 
services and burial expenses. This 
court said: 


“It is well established that the 
right of control, and not neces- 
sarily the exercise of that right, 
is the test of the relationship of 
master and servant.” 


Therefore, if the testimony shows 
that an employer has any remote, 
or otherwise, control over an em- 
ploye, the relation of employer and 
|}employe is established and the em- 
ployer is liable for compensation 
| payable to the employe for injury 
or death, 


* » * 


Dealer to Blame 


[MODERN higher courts consist- 
ently hold that a negligent 
automobile dealer must pay the 
final financial loss resulting from 
his own negligence. 


Therefore, an automobile dealer 
must stand a loss if he neglects to 
properly record and file a condi- 
tional contract or otherwise notify 
the general public that an automo- 
bile is encumbered. 


For example, in Industrial 
Credit Co, vs. Billion Motors, Inc., 
57 N.W. (2d) 523, the testimony 
showed that an automobile dealer 
sold an automobile under a con- 
ditional sales contract and gave 
the buyer a certificate of title 
representing that the automobile 
was free and clear of encum- 
brances, 


The buyer resold the automobile 
to an innocent buyer who had no 
notice or knowledge of the past 
transactions. 

In subsequent litigation, the 
higher court held that the automo- 
bile dealer could not repossess the 
automobile from the innocent 
buyer, saying: 

“Where one of two innocent 
persons must suffer from the 
wrongful act of a third, the one 
making the wrongful act possible 

| must bear the loss.” 
All relevant higher court cases 
jon this subject can be found by 
referring to General Motors Ac- 
|ceptance Corp. vs. Davis, 169 Kan. 
220, 218 P. (2d) 181, 18 A.L.R. (2d) 
808. 





* * * 


St. Louis Dealers 
Warned of Risk in 
Sales to Minors 


ST. LOUIS.—A growing number 
of purchases of motor cars by 
minors in the St. Louis area, many 
of whom have repudiated con- 
| tracts, has resulted in the Greater 
St. Louis Automotive Assn. issuing 
a reminder on the law. 

The organization’s counsel has 
held that “the contract of an ‘in- 
fant’ (anyone under 21 years of 
age) to purchase a motor vehicle 
is not absolutely void—such a con- 
tract is at most avoidable at the 
election of the infant.” 

In Missouri, the opinion states, 
courts have held that an infant 
may disaffirm or disavow his con- 
tract for the purchase of a motor 
vehicle and recover the money paid 
therefor. 

He must, however, return the 
vehicle, if it is in his possession, 
but if not he may nevertheless re- 
pudiate the contract, and the seller 
must suffer the loss. Moreover, the 
seller cannot recover for the use 
and depreciation of the vehicle 
while in the infant’s possession. 


Randall Opens Building 
Randall Motors, Inc. (Cadillac), 
Hempstead, N. Y., has opened its 
new building, which contains 27,000 
square feet: of floor space. The 
structure combines a showroom and 
ser ice department. 
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Cadillac Office— 


Wilbert H. Fuller sr., president of a 
large service company, conducts much of 
his business from the back seat of his 
1953 Cadillac, which was purchased from 
Butts-Cadillac, Inc., Wichita. The car is 
equipped with a portable typewriter and 
a dictating machine. 


Ad Council Airs 
Ideas for Building 


Confidence in Shop| 


CHICAGO.—Steps to build public 
confidence in automotive repair 
shops was a major topic of the 
Automotive Advertisers Council at 
its fall meeting here. 


Other topics included the _ in- 
dustrywide “Get It from Your Job- 
ber” and “Care Will Save Your 
Car” programs. 


The discussion on building con- 
fidence in repair shops was led by 
W. A. Kirkpatrick, sales promotion 
manager of Wilkening Mfg. Co., 
Philadelphia. He outlined  sug- 
gestions compiled from views of 
industry leaders. Among them were 
the following: 


“Do. more shop advertising and 
promote the personalized service 
offered,” “Get better shop house- 
keeping,” “Organize and promote 
time finance plan developed by 
Automotive Engine Rebuilders 
Assn.,” “Better selection and train- 
ing of service personnel,” and “Do 
a better job of delivering a clean 
auto back to the public.” 


A discussion on the use of tele- 
vision in selling service products 
was led by Don Collins, advertis- 
ing director, Hastings Mfg. Co., 
Hastings, Mich. 

“Free Enterprise—What Compa- 
nies in Our Industry Are Doing to 
Preserve It,” was the title of a dis- 
cussion in charge of Herman 
Teetor, Perfect Circle Corp., 
Hagerstown, Ind. 


Other subjects during the three-| 


day session were: “Developing a 
Sound Public Relations Program,” 
led by Ross French, Black & 
Decker Mfg. Co., Towson, Md.; “Ad- 
vertising Techniques That Have 
Saved Us Money,” Noble Hale, 
Sunnen Products Co., St. Louis; 
“Sports Car Magazines,” David E. 


Cunningham, Raybestos-Manhattan, 
Inc., Bridgeport, Conn.; “Value of | 


Field Contacts to Advertising Man- 
agers,” R. K. McConnell, Federal- 
Mogul Corp., Detroit, and 
fective Ways to Use Highway 
Signs,” Al Joseph, AP Parts Corp., 
Toledo. 


Firestone Expands | 


Des Moines Plant 


DES MOINES. — An expansion 
program is under way at the tire 
plant of Firestone Tire & Rubber 
Co. here at a cost of more than 
$6 million. 


Company officials say the plant 
will be expanded into one of the 
top tire producers in the Firestone 


system, with approximately 17 acres | 


under roof. 


Construction plans call for more 
than 100,000 square feet of manu- 
facturing area, 10,800 square feet 
of office space, three electric sub- 
Stations, an addition to the women’s 
locker room, a new canteen in the 
warehouse and a road around the 
west side of the plant. 


_The new factory building is 
virtually completed, and it is ex- 
pected that there will be some pro- 
duction from the new area some- 
time in November. The entire ex- 
pansion program is scheduled to be 
completed by May 1. 


“Bf- | 





















—Coming Events 


Jan. 15-24—Southern California Auto Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 23-30 — Baltimore Automobile Show, 
me 5th Regiment Armory, Baltimore, 

d 











Dealer Conventions 

Nov. 18—Automobile Trade Association of 
Maryland annual meeting, Lord Balti- 
more Hotel, Baltimore, Md. 

Nov. 18-19— Oklahoma Automobile Deal- 
ers Assn., Mayo Hotel »Tulsa. 

Nov. 30- Dec. 2—idaho Automobile Deal- 
ers Assn., Boise Hotel, Boise, Id. 

Dec. 3— Utah Automobile Dealers Assn., | 
Newhouse Hotel Salt Lake City. | 

Dec. 4—Oregon Automobile Dealers Assn. 
Convention, Multnomah Hotel, Portland. 

Jan. 9-13 — NADA convention, Miami 
Beach, Florida. 

May 10-11—Missouri Automobile Dealers’ 
Association Convention, Muehlebach 
Hotel, Kansas City, Missouri. 

Sept. 12-14—New York State Automobile 


Jan. 30- Feb. 7—Greater St. Louis Auto- 
motive Assn., Inc., Exposition Hall, Kiel 
Auditorium, St. Louis. 

Jan. 31-Feb. 6—Syracuse Auto Show, | 
Syracuse War Memorial Bidg., Syracuse. 

Feb. 6-13 — Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Feb. 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium, Milwaukee. | 

Feb. 9-13— Elmira Auto Show, New York | 
State Armory, Elmira, New York. 

Feb. 6-14—San Francisco Auto Show, San 


' : . Francisco. 
a a Seranac Inn, Ser Feb. 13-21—Indianapolis Auto Show, Man- 
, * * ufacturers Bidg., State Fair Grounds, 


Indianapolis. 
Feb. 20-27 — Pittsburgh Auto Show, Hunt | 
Armory, Pittsburgh. 
Feb. 20-28—4Ist Detroit Auto Dealers Asso- 


Dealer Auto Shows 
Nov. 24-30—Sioux Falls Auto Show, Coli- 
seum, Sioux Falls. 
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SPEEDS OIL 
TO FRICTION ZONES! 









PREVENTS STICKING OF 
HYDRAULIC VALVE LIFTERS! 


Rings, Spark Plugs, Oil Filters) 





GETS RID OF 
GUM AND GOO! 


ciation Auto Show, State Fair Grounds, 
Detroit. 

Feb. 20-28—Washington, D. C. Auto Show, 
D. C. National Guard Armory, Wash- 
ington, D. C. 

March 13-20—Rochester Auto Show, State 
Armory, Rochester. 

March 13-2I—Chicago Auto Show, 
national Amphitheater. 

March 26-28—Lewiston Auto Show, Lewis- 
ton, Idaho. 

April 3-7 — Canton City Auto Show, Can- 
ton Memorial Auditorium, Canton, 


Inter- 


Ohio. 
April 17-25 — Seattle Auto Show, Seattle 
Civic Auditorium. 
April—Denver Auto Show, Denver Munici- 
pal Building, Denver. 
a 


General 


Nov. 16-18—American Finance Conference, 
20th Annual Convention, Palmer House, 
Chicago. 

Dec. 7 and 10— Motor & Equipment 
Wholesalers Assn. Convention, Conrad 
Hilton Hotel, Chicago. 

Dec. 8-9— Automotive Service Industries 
Executive Booth Conferences, Navy Pier, 
Chicaao, IIfinois. 










STARTS IN COLD 
WEATHER! 


| 1954 


Jan. 9-13—7th Annual NADA Shop Equip- 
ment Exposition, Portico Annex, Munici- 
pal Auditorium, Miami Beach, Florida. 

Jan. 9-13— NADA Truck Equipment Ex- 
position, Miami Beach, Florida. (Held 
in connection with NADA convention.) 

Jan. 10-13—American Road Builders Assn. 
Annual Meeting, Chalfonte - Hadden 
Hall, Atlantic City, New Jersey. 


Jan. 11-13—Truck Trailer Mfgs. Assn. An- 
nual Convention, Boca Raton Hotel, 
Boca Raton, Fla. 

Jan. 11-15 — Society of Automotive Engi- 


neers (Annual Meeting and Engineering 
Display), Sheraton-Cadillac and Statler 
Hotels, Detroif. 


Feb. 8-11—Automotive Accessories Manu- 
facturers of America Exposition, Navy 
Pier, Chicago. 

Feb. 20-28—Second Annual World Motor 
Sports Show, Madison Square Garden, 
New York City. 

March 2-4—Society of Automotive Engi- 
neers (National Passenger Car, Body, 
and Materials Meeting), Statler Hotel, 
Detroit. 

March 4-7— Pacific Automotive Show, 
Seattle Civic Auditorium. 


America’s Newest, Finest Upper Cylinder Lubricant! 


Here’s a brand new, easy to use plus-profits item—ideal for both new and old cars and for all 
top oilers. Just add Caslube to the gasoline. Retails profitably at only 25¢. Casite Division, 
Hastings Manufacturing Co., Hastings, Michigan (Casite, Caslube, Drout, Hastings Piston 
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Ford Sales Graduates Pick Officers— 


At a meeting of the midwest region alumni of the Ford Merchandising School 
Graduates Assn. in Colorado Springs, Colo., new officers were elected. They are (from 
left), Elmer Deeds, Minneapolis, secretary; T. W. Chapman, Danville, Ill., treasurer; 
Richard J. McFayden, Omaha, president, and Roscoe E. Klinger, Waterloo, la., vice- 
President. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


Items per Ticket Up to 1.75... 


Service Survey Shows 
Selling Improvement 


(Continued from Page 32) 


October when it hit 13.25 percent. 

If the indications that the pres- 
sure of new and used-car sales 
during the past four months has 
resulted in the average franchised 
dealer driving paid customer la- 
bor out of the service department 
and to the independent service 
station, such an oversight on the 
part of those dealers can only 
result in a serious situation like 
that of 1928 and 1941, 

In those two high selling years, 
dealers neglected their service cus- 


tomers and used paid labor to do 
|the conditioning that should have 
|been done by men outside of the 
|customer labor department. Deal- 
ers had a tough time getting that 
lost 1928 customer back until the 
middle thirties and the war brought 
back the paid labor customers lost 
in the 1941 and 1942 sales drives. 
* + * 

EALERS have not had to con- 

tend with the number of inde- 
pendent service stations the dealers 
of those days had as active service 














replaces the shallow glance...and pays off big! 


In only 9 seconds a prospective customer can walk 
right by the average store. The more you can show 
him in that 9 seconds, the better your chances of 
pulling him in (before he reaches your competition). 
That’s why many alert merchants have put their 
whole store on display—through an L:O-F Visual 
Front. They’re giving passersby a deep look at every- 


1 


TUF-FLEX DOORS 


for maximum display 


sup 





For a modern VISUA Te 
ig RONT see your nearest 


LIBBEY: OWENS: FORD 
GLASS DISTRIBUTOR 


thing, instead of just a shallow glance at a few dis- 
play-window items. 


Ask your local Libbey‘Owens‘Ford Glass Distrib- 


- L-O:F Polished Plate Glass. 


and frost on windows in winter. 


chandise. 


and brighten your store. 


Mail the coupon for your free copy of our booklet on 
Visual Fronts, and for the name of your nearest L-O-F 


plier. 


Libbey-Owens:Ford Glass Co. 
76113 Nicholas Building 
Toledo 3, Ohio 


Send me your booklet on Visual Fronts and the name of the nearest L-O-F Distributor 


Name 
(Please Print Plainly) 


Address 





City 


utor or Dealer to give you an estimate on a Visual 
Front. He can put you in touch with local architects 
and contractors who specialize in storefront work. 
And he knows local codes and conditions. 


He has this complete line of storefront materials: 


2. Thermopane* insulating glass to reduce steam 


Tuf-flex* Doors for unobstructed visibility. 


Golden Plate to reduce fading of displayed mer- 


Vitrolite* glass paneling for exterior beauty. 
Mirrors of L-O-F Polished Plate Glass to enlarge 


*® 


Zone——_—_——— State ——_____— 


work competitors, but neglect o 
the customers today could well pu 
many competitive independents in 
to business in spite of the high cos 
of tools and necessary equipmen' 
that has slowed the growth of th: 
independent since the war. 

The dealer who thinks this 
would not happen has only to 
note the rapid and continuous 
growth of the specialty shops who 
work solely on automatic trans- 
missions today. 

Such competitive shops can only 
come into being and grow if the 
dealers as a body are so lax ir 
taking care of their service cus- 
tomers that they drive them to 
some other source for their service 
work. 


New England Plans 
Parts, Equipment 
Show May 20-23 


BOSTON. — The 1954 New Eng- 
land regional automotive parts and 
equipment show will be held here 
May 20-23 in the Mechanics Build- 
ing, according to Paul R. LaVine, 
president of New England Regional 
Automotive Show, Inc. 

The show, held previously in 1950 
and 1952, is sponsored and sup- 
ported by 140 jobber members 
representing 275 stores located in 
all the New England states. 

LaVine said the show will give 
manufacturers, manufacturers’ 
representatives; jobbers and dealers 
an opportunity to exchange infor- 
mation on products and sales 
methods. 


Moretti Car Due 
At Sports Show 


SAN FRANCISCO.—The Moretti 
automobile will make its American 
debut at the San Francisco Motor 
Sports Show, opening Nov. 21. 

The entry of the Italian manu- 
facturer will be shown by Gerald 
Colombi, its owner, who plans to 
enter it in U. S. sports-car com- 
petition. 

The car is a two-seat coupe, with 
a body custom-built by Pinin 
Farina. Painted black with red 
sides, it has leather upholstery, 
torsion bar suspension, a double- 
overhead-cam engine and wire 
wheels. 

Moretti cars have long been 
famous in Europe but have never 
been exported to the United States. 

Mary Slonaker, show manager, 
said that 150 cars would be dis- 
played, including sports cars, 
classic cars of early American and 
European vintage, special designs 
from individual hobby designers, 
hotrods, motorcycles with cham- 
pionship records, custom-designed 
luxury cars and speedboats. 

The show, to be held at the Civic 
Auditorium, is described as the first 
of its type to be seen in northern 
California. An attendance of more 
than 100,000 is expected during the 
nine-day run. 


Toronto Packard Deal 


Placed in Receivership 


Packard Toronto Motors, Ltd. 
(Packard - Austin), Toronto, has 
been placed in the hands of re- 
ceivers, following information that 
its liabilities exceeded its assets by 
$192,823. 

The company’s failure was 
blamed by Reg Harding, vice-presi- 
dent, on the drop in the -used-car 
market in the past year. 





Ohio Transfer— 


Cliff Zuhars (right), a Cadillac dealer in 
Portsmouth, O., for 20 years, turns over 
the keys of Zuhars Motor Co. to Fred C. 
Brown, of Fred C. Brown, Inc., which re- 
cently purchased the dealership. 
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}-akers Exporting 50 Pet. of Production... 
German Auto Industry Booming 


MJEW YORK. — Western Ger- 
LN many’s automobile industry— 
consisting of 15 independent com- 
panies with 27 plants—is speeding 
ahead at well above prewar pro- 
duction levels. 

While the British, French and 
Italians are struggling to hold 
their foreign markets, German 
manufacturers say they are mak- 
ing progress because they have 
more steel, better organization 
and are making prompter deliv- 
eries. 

Approximately 50 percent of the 
auto production is being exported 
to some 30 countries on five conti- 
nents. 

This comeback is surprising, con- 
sidering that at war’s end, all but 
two major factories were in rubble. 
Ten of the most important plants 
are still in the hands of the Rus-| 
sians. 

* * * | 

ST GERMANY’S automotive) 
comeback dates from 1948 when | 

the currency reform was effected. | 
Until then, productive capacity was 
mainly in the service of the occu- 
pation powers. Since 1948, auto 
production has increased fifteen-| 
fold. | 

The steel industry, a major fac- | 
tor in the German upsurge, has 
already outproduced Italy and is 
currently driving bumper-to- 
bumper with France, It is antici- 
pated that Germany will scon be 
the world’s third- ranking steel 
producer, behind the United 
States and Russia. 

While British car production has 
been cutback, German sales are 
still advancing. In some sections of | 
Europe, Asia and Latin America, 
German sales are ahead of both 
American and English deliveries, 
German manufacturers report. 

. * : 

LEADER of the industry is one 

of the oldest automobile fac-| 
tories in the world, Daimler-Benz, | 
manufacturer of diesels and the 
world-famed Mercedes, the most 
luxurious car in postwar Germany. 

Mercedes factories, almost to- 
tally destroyed in the war, have 
been completely rebuilt with new 
machinery secured through Mar- 
shall Plan aid. In five plants em- 
ploying 36,000 persons, the com- 
pany is now producing more cars 
than ever before in its history. 
The average is 60,000 cars an- 
nually—an impressive figure for 
Europe. 

Mercedes sales, ranking first in 
Germany in dollar value, are third 
in unit production. Cars range from 
a four-cylinder Model 170-V (50 
percent of production), selling for 
$1,950, and a diesel passenger car 
(30 percent of production), to the 
120-mile-per-hour 300 Series sports 
car, price $12,000—highest-priced 
car on the market next to the Brit- 
ish Rolls-Royce. 

Approximately 40 percent of Mer- 
cedes production is exported, with | 
export sales totaling $156 million 
in 1951, and more than $200 million 
in 1952. 

* * * 

Tu factory regained its position 

as a leader in the world’s road- 
racing fraternity when it reentered 
international competition in 1952. 
On the basis of a victory in the 
Mexican Pan-American race alone, 
Mercedes promptly received orders 
for 48 cars from Morocco, 400 or- 
ders from Mexico and a letter from 
the United States which included 
a blank check to be filled out up to 
$50,000 for quick delivery of a 
model of the winning car. 

Another of Germany’s leading 
producers is the Adam Opel 
Works, controlled by General 
Motors. Of the 76,955 cars and 
trucks produced in its plant near 
Frankfurt in 1951, more than half 
were sold abroad. 

Ford’s German subsidiary, with 
headquarters at Cologne, produced 
35,000 vehicles in 1951, About 5,000 
workers are employed and a sub- 
stantial portion of the output is 
exported to Brazil. 

Top producer in Germany and 
continental Europe is the Volks- 
wagen factory. Output of the low- 
slung, low-priced ($1,300) sedans 
totaled 200,000 cars in 1952. More 
than 45,000 of these were exported, 
an increase of 50 percent over 1951. 


pee Volkswagen, a light car with 

engine in the rear, is the 
people’s car Adolf Hitler promised 
but never delivered. Members of 
the Nazi trade union organization, 
the Labor Front, contributed 
millions of reichsmarks to Hitler’s 
coffers on his promise of a Volks 
car for every working-class family. 

The Labor Front bank is now 
under Soviet custodianship. The 
336,000 investors, grouped into 
associations, have sued the 
factory to no avail for the cars 
for which they paid. 


chrome plated oil 


The mile-long plant, staffed by 
17,000 employes, is run by Director- 
General Heinz Nordhoff, one of the 
top executives in Germany. A 
Volkswagen assembly plant has 
been started in Canada; Brazil is 
being eyed as a potentially big 
market; Japan and Indonesia are 
being opened up; and plans are 
under way to increase U. S. sales 
by a whopping percentage in 1954. 

* + * 


A@e UNION, formerly one of 
Germany’s largest manufactur- 
ers, is now reduced to two small 


Multiple pieces handle like a one-piece 
ring. Rails and spacer are correctly 
assembled and “Unitized” with ad- 
hesive cement. 


plants in Bavaria and Duesseldorf. 
Loss of its plants in the Russian 
zone totaled at least $85 million. 
Surprise of the Geneva Auto 
Show of 1951 was two competitive 
versions of Auto Union cars, one 
produced by the West German 
company, the other by the Com- 
munist-run works in the east. 
Auto Union has sued to prevent 
Communist use of its trademark. 
Porsche, the rear-engine sports 
car made by the Porsche company 
of Frankfurt and Stuttgart, is now 
owned by the sons of Dr. Ferdinand 
Porsche, a pioneer in the German 
automotive industry. 
* * . 
THER German automotive 
companies are Borgward of 
Bremen; Goliath & Lloyd, of Bre- 


Adhesive disappears during first engine 
run. Pieces separate to conform to 
cylinder contours. 
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men; Tempo-Werk, of Hamburg; 
Henschel & Sohn, of Hesse; Knock- 
ner Humboldt-Deutz; Bussing Nut- 
zkraftwagen; Gutbrod Motors, of 
Wuerttemberg; Hanomag; and 
Veritas, of Baden. Most of these 
companies manufacture diesel- 
engine, heavy-duty commercial 
vehicles, 

German Chancellor Konrad 
Adenauer recently stated that the 
United States had given unique 
aid to Germany. 

He said: “One of the victors of 
1945 extended the hand of friend- 
ship, helping Germany to get back 
on its feet and go forward to the 
highest standard of living in its 
history.” 

This statement is particularly 
pertinent in the case of the German 
automotive industry. 


Heavy duty expander assures perfect 
fit. Tight seal conserves oil, increases 
engine efficiency. 


DETROIT OFFICE: 521 New Center Bidg., Telephone Trinity 2-213 
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,..coast to coast 





t This week, in LIFE’s November 16 issue, Chrysler Why the trend to LIFE for advertising new cars? 
Corporation backs up its 10,660 Chrysler, De Soto, The answer is simple : 
} Dodge and Plymouth dealers with the biggest auto- LIFE joins nationwide color and prestige with im- ‘ 
4 motive advertisement ever published in one maga- mense local coverage and impact (for evidence of 
zine by one manufacturer. LIFE’s local coverage, see examples below). A single 
| This advertisement, augmenting Chrysler’s regu- issue of LIFE reaches 11,880,000 households* all 
lar schedules, is a 9-page insertion in LIFE, the mag- across the length and breadth of the United States. 
azine that in 1953 will carry a greater dollar volume These 11,880,000 households represent 39% of all 
of new-car advertising than any single magazine, the U.S. households who bought their cars new— 
radio or TV network in history. and 30.4% of all car-owning households in the land. 





Coast to coast, here’s the household coverage 
an advertiser gets in LIFE with just a single issue: 


SAN FRANCISCO-OAKLAND 
—29.8% of all households 


LOS ANGELES— 27.4% of all households 
KANSAS CITY—27.0% of all households 
DALLAS— 33.3% of all households 

NEW ORLEANS— 21.6% of all households 
MILWAUKEE— 28.3% of all households 
CHICAGO— 28.0% of all households 
INDIANAPOLIS— 30.5% of all households 
DETROIT— 32.1% of all households 
CLEVELAND — 33.0% of all households 
CINCINNATI— 27.6% of all households 
BOSTON— 44.0% of all households 

NEW YORK—40.0% of all households 
PHILADELPHIA — 36.8% of all households 
PITTSBURGH — 33.6% of all households 


DISTRICT OF COLUMBIA 
—36.4% of all households 
MIAMI—32.3% of all households 


And over the course of 13 issues, the LIFE house- 
hold audience grows until it includes 25,640,000 
households—or 3 out of every 5 in the U.S.* 
*Source: A Study of the Household Accumulative Audi- 
ence of LIFE (1952), by Alfred Politz Research, Inc. 
A LIFE-reading household is one in which any mem- 


ber, aged 20 and over, has read one or more of 13 
issues. 


First in circulation 
First in advertising revenue 


First in new-car advertising 





9 Rockefeller Plaza, New York 20, N. Y. 
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U. S. Rubber Hosts Tire Dealers— 

A number of U. S. Rubber Co. officials attended the annual convention of the 
National Assn. of Independent Tire Dealers in Cincinnati. They are (from left) H. R. 
Mack, central division manager; E. C. Tower, Indianapolis district manager; George 
Baver, sales representative, Cincinnati; R. M. Hood, assistant advertising manager; 
Herbert D. Smith, manager of oil marketer sales for dealer brands; H. L. Kincade, 
manager of camelback and repair materials; W. F. Wrightnour, general manager 
of the tire division; D. B. Eldred, special assistant to the general manager of the 
tire division, and O. W. Philpot, Memphis sales representative. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





Park, Cailif., 


Dealer 


J. D. Robinson has been ap- 


pointed new-car sales manager of 


Maurice J. Sopp & Son, Huntington 
according to Ken 
Sopp, vice-president. Robinson has 
been with the Sopp organization for 
five years. 

+ + + 


Dealers’ Fund Helps Curb 
Vandalism in Billings 
The Billings (Mont.) Auto 
Dealers Assn, contributed funds 
to the Billings Recreation 
Council’s Halloween youth activi- 
ties for the third straight year. 
City - sponsored Halloween 
parties are credited with keeping 
vandalism — much of it directed 
at automobiles—to a fraction of 


its former volume. 
* * * 


Pauley Buys Out Partner 

Damon F. Pauley has purchased 
the interest of his partner, Vern L. 
Woolsen, in the Hemet Nash Co., 
Hemet, Calif.,.and is now the sole 


;owner of the dealership. Pauley 


was in the auto business in Los 


Doings 


Angeles for 23 years before coming 
to Hemet. 





* * 


Cosnotti Buys Garage 
Cosnotti Motors (DeSoto - Plym- 
outh), Thirteenth St. and Braddock 
Ave., Braddock, Pa., has acquired 
what formerly was the Hughes & 
Truesdale garage, Sixth and Bald- 
ridge Avenue, North Braddock, Pa. 


McNallen Gets Nash Deal 
G. B. McNallen has opened Mc- 
Nallen Nash Co., at 1805 W. Third 
St., Big Spring, Tex. 
* * 


Smith’s Car Donations Help 


Keep Va. Slate Clean 


W. J. Smith, president of Smith 
Chevrolet Sales, Scottsville, Va., 
has presented the local high school 
with a driver-training car, mark- 
ing the second straight year that 
the dealership has donated a new 
car to the school. 


Reporting on the _ driver -in- 


|struction program in the school, 
|Principal Tom H. Gillis said that 





Will Color Matching 


Be Easier in 754? 


READING TIME 2 MINUTES 


Color matching is more of a problem today than it 
ever has been. 


Whether you own a shop, are a painter, a service 
manager, or whatever your connection with paint jobs 


this system, you learn what goes into the colors to make 
them lighter, darker, brighter, or duller. You match 


them every time. 


So, the answer to the question, “Will color matching 





Penne: ata METS OER 


Dre aoe 
area 


oe 


may be, you know this fact only too well. 


More colors are appearing on cars than ever before. 
The public is demanding them. We’re just like you are 
—we think they’re pretty. In fact, we help make many 
of them for most every car manufacturer here in 
Detroit. And—those 1954 colors are even more extreme. 


So, what’s going to happen on the °54 models when 
a customer comes in for a spot job and, of course, 
wants a good match. 


FIRST OF ALL, you’ve got to get the color (one of 
thousands on the road). 


SECONDLY, you’ve got to get it to match. 


We want you to know about the solution to these 
two problems. The answer is the Acme Color Eye. 
You don’t have to take our word for it for paint shops 
in every big city and at little crossroads towns are 
buying twice as many Color Eyes as ever before. 


They have found out that this modern paint measur- 
ing machine takes the tried and true color formulas in 
the Acme Production Color Book and the dependable 
Acme Tinting Colors and makes accurate color matches. 
It’s done quickly and easily. It’s done with a minimum 
of inventory. It’s done without wasted paint—you can 
mix as little as 4 oz. 


Then, when tinting is necessary to match those 
weathered, faded colors—you do it. By working with 


% 


be easier in 54’? is, “ Yes”—if you put a Color Eye to 
work for you. Your Acme jobber will | surprise you when 
he tells you how little it costs to have this paint factory 
in your shop. Call him today. You'll be glad you did 
all during 1954 and for years to come. 


* * * 


To help things along, we have put out a “Tinting 
Guide” and our current “MAKE PAINTING PAY” 
bulletin has a story on color trends and tinting color 
characteristics. We'd like you to have both. Write us 
for them or ask your Acme jobber-salesman for them. 


AME 


AUTOMOTIVE 
FINISHES 





ACME QUALITY PAINTS, INC. 
DETROIT 11, MICHIGAN 





of all the students who finished the 
course, not one had been involved 


in an accident. 
+ * s 


King-Kirsch Expands 
King-Kirsch Motor Co, (Interna- 
tional) 809-13 Talbot Ave., Brad- 
dock, Pa., is expanding into the 
counter-parts business and has 
named William Durney as counter- 
parts man, . 


Worn Promoted 


Eugene E. Worn has been pro- 
moted to new-car sales manager of 
McMahon Pontiac Co., St. Louis. 


Antoyan Gets Pontiac 


Al Antoyan has been granted an 
East Los Angeles (Calif.) Pontiac 
franchise, replacing Marback Pon- 
tiac. Verne Roseboom will remain 
as new-car sales manager, and 
Howard Burkett will be used-car 
sales manager. Mike Barrow is 
service manager, and Jack Ricklin, 
parts manager. 

+ * + 


Gates’ Sales Staff Moves 


Used Unit Every 45 Minutes 

Salesmen of L. O. Gates Chev- 
rolet, South Bend, have sold 1,778 
used cars since Jan. 1, and have 
set their goal for a total of at 
least 2,500 used cars by the end 
of 1953. 

The salesmen have maintained 
a record of a used car or truck 
sold and delivered every 45 min- 
utes, the company says. 

* s * 


N. Y. Dealers Elect Dose 


To NADA Dodge Group 


Frederick J. Dose, vice-president 
of Bishop, McCormick & Bishop, 
New York, has been elected by the 
Dodge dealers of the New York 
area as their representative on 
NADA’s national Dodge advisory 
committee. on 


Sodders Names Lyon 


Ray Lyon has been appointed 
sales manager of Sodders Chevrolet 
Co., Ennis, Tex. 

o s a 


Faulkner Gets Buick 


Faulkner Chevrolet-Buick is the 
new Buick dealership in Webster 
City, Ia. E. T. Faulkner is the 
dealer. ae ee 


Minnesota Firm Grows 


Suburban Chevrolet Co., located 
in the Minneapolis suburb of Hop- 
kins, is expanding its parts, service 
and office facilities. A new service 
building is being erected four 
blocks from the dealership’s head- 
quarters. 

3 7 2 @ 
Dealers Choose Larick 
To Head Ohio Group 

The Lake-Geauga County (O.) 
Auto Dealers Assn. has elected 
J. J.‘ Larick, of Willoughby, as 
president. 

George Kinkade, Painesville, 
was named vice-president; Ar- 
thur Thompson, Painesville, sec- 
retary, and Myron Perkins, 
Chardon, treasurer. 


= « o 


Clardy, Berkley Join Staff 

With the closing of Berry Motor 
Co., St. Louis Packard distributor, 
two of the company’s key men have 
joined Albrecht-Burke Packard. 
They are Fred F. Berkley, Berry 
vice - president, and J. C. Clardy, 
Berry representative. 

an oe x 


Fowler Buys Trimble’s 

Jerry J. Fowler has purchased 
Trimble Motor Sales (DeSoto-Plym- 
outh), Mount Sterling, O., from the 
estate of the late E. P, Trimble. He 
will operate the firm under the 
name Fowler Motors. 

s % a 


Cooley Boosts Morrison 

Edwin F. McPherson, vice-presi- 
dent and general manager of 
Cooley Motor Co., Inc. (Ford), Buf- 
falo, has announced the promotion 
of Norman J. Morrison to general 
sales manager. Morrison for five 
years was used-car manager. 


Cullinan Appointed Manager 


Of Miller’s 3 Dealerships 
Joseph D. Cullinan has been 
named general manager of the 
three dealerships operated in Prov- 
idence, R. I. and Springfield, Mass., 

(Continued on Page 41, Col. 1) 








Dealer Doings 
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Walker, president; Spencer Honig, 


vice-president, and Monty Snavely, | | 


secretary-treasurer. 
* * * 


Reed Moves to Memphis 
Charles Reed, West Memphis 


by Nelson E. Miller, Inc. (Lincoln-|Les Gilbert, manager; S. Donald} (Ark.) Buick dealer for many years, 


Mercury). 

Cullinan for some time had been 
associated with the corporation as 
general manager of its Elliott Lin- 
coln-Mercury dealership in Provi- 
dence. He will be succeeded at 
Elliott by Joseph D. Lidwin, who 
was with the Springfield dealership. 

* * * 


Westfall in New Home 


Westfall Oldsmobile, Inc., Fort 
Worth, has opened a new building 
at 712 W. Seventh St. C, C. Westfall 


is owner. 


* * + 


Painesville Incorporated 
Painesville Nash Motors, Paines- 
ville, O., has been incorporated by 
Charles and Leona Martin and J. 
Sorocco. 
* e 


New York DeSoto Group 


Elects McIntosh President 


Lloyd F. McIntosh has ‘been 
elected president of the Erie 
County (N. Y.) DeSoto Dealers 
Assn, 

Other officers are: Vice-presi- 
dent, Joseph Schmidt; treasurer, 
Charles Montana, and secretary, 
Sherwood Sheehan. 

te * * 


Davis Opens in Texas 


Cc. K. Davis, 117 W. Mulberry, 
Sherman, Tex., has opened a Chrys- 


ler-Plymouth dealership. Jack) 


Large is the manager. 
. + s 


Litman Cuts Expenses 


In an effort to reduce expenses, 
Litman Motor Co. (Chrysler- 
Plymouth), 543 Braddock Ave., 
Pittsburgh, has moved its parts de- 
partment into one room and re- 
duced the parts stock until it could 
be handled by fewer personnel. 

s 2 * 


New Lot for Springfield 
Springfield Motors, Inc. (Lincoln- 
Mercury), Springfield, Tl, has 
opened a new used-car lot at 1108 
W. Jefferson St. Otto Schler is 
manager of the dealership, and 
John W. Haring, sales manager. 
* € a 


Wise Buys Redd Motor 


Redd Motor Sales (Oldsmobile), 
Logan, O., has been sold to m 
T. Wise, Parkersburg, W. Va. The 
firm will be known as Wise Motor 
Sales. 


Sadler Adds Packard 


Sadler Motor Co., Biloxi, Miss., 
under the partnership of E. W. 
Sadler, L. E. Case and N. L. Gun- 
derson, has expanded to take on a 
Packard franchise in addition to 
its Hudson dealership. 

J * 7 


Holbrook Buick Builds 


Work has been started on a $75,- 
000 sales and service building for 
Holbrook Buick, Inc., 900 N. Feder- 
al Highway, Hallandale, Fla. In- 
cluding land and equipment, the 
company’s investment will be more 
than $100,000. 

* * 
Traveller Commemorates 


Pair of Anniversaries 
Harvey Traveller, president of 
Marshall & Clampett (DeSoto- 
Plymouth), Los Angeles, has cele- 
brated his 34th anniversary as an 
auto dealer and the 21st anni- 

versary as a DeSoto dealer. 

According to Traveller, his 
firm’s sales in the first eight 
months of the year exceeded the 
total for all of 1952. 
ok * + 


Bankert Names Sproules 
Arthur Sproules has been ap- 
pointed service manager of Bank- 
ert Hudson, Baltimore. 
* * cz 


Parker-Lawler Moves 


Parker-Lawler, Inc. (Dodge- 
Plymouth), Richmond, Va., has 
moved into its new quarters at 
2315 Lombardy St. The dealership 
formerly was located on Broad St. 
Frank G. Parker is president. 

+ om 7 


Smith Gets Dodge Deal 


Smith Motors of Alameda, Inc., 
is the new Dodge-Plymouth dealer 
in Alameda, Calif. Frank M. Smith 
heads the firm. His staff includes 








Botts, service manager; Laurence 
Grishott, parts manager, and Wil- 
Barrac’ 


liam an, office manager. 


* * * 


Monarch Opens New Lot 
W. R. Krafft, president of Mon- 
arch Buick Co., Indianapolis, has 
announced the opening of a new 
used-car lot at 4812 W. Washington 
St., Indianapolis. 
* * 


Moseley Heads Shop 


Harry Moseley has been ap- 
pointed service manager of North 
Florida Motor Co., Jacksonville, 
Fla. 


| 





26 S. California Dealers | 


Form Nash Association 

Twenty-six southern California| 
Nash dealers meeting in Los) 
Angeles, formed the “Nash Dealers | 
Assn, of Southern California” to 
promote merchandising and public 
service activities. 

Officers elected are: Clarence 


has moved to Memphis, Tenn., to 
operate Charles Reed Buick Co. at 
2505 Poplar St. 

* * 


Houston Name Change 
Green-Peterson Chevrolet, Hous- 
ton, is the new name of ‘General 
Truck Co., records in the secretary 
of state’s office show. 
. * = 


Sheehy Donates Truck 
The 4-H Club program of Wilson 
County, Tex., has received a new 
half-ton pickup truck from Sheehy 
Chevrolet Co., Floresville. 
* * * 
Lyon Appointed Manager 
W. H. Lyon has been appointed 
manager of Johnson Motor Co., 
1700 N. Main St., Houston. 
a * * 


Clark’s Cited for Beauty 

Clark Chevrolet Corp., Virginia 
Beach, Va., recently was picked by 
the local Council of Garden Clubs 
as the community’s “beauty spot 


| dealership: 








Aiding Hospital Drive— 


Bert Lee jr. (left), and Jinx Falkenberg 
were among celebrities who assisted Sand- 
ers Wallick, owner of Sanders Motors 
(Chrysler-Plymouth), Port Washington, 
N. Y., in a one-night open-house cocktail 
party for the benefit of the North Shore 
Hospital. Sanders donated two cars for an 
auction. Bids totaled $5,000, which will go 
to the hospital. More than 2,000 guests 
attended the event at the dealership. 


of the week.” The Virginia Beach 
Sun-News had this to say about the 
“Beautiful evergreen 
shrubs have been planted around 
the well-kept property and the 


™| windows 
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always display their 
merchandise in an attractive 


| | setting, thus resulting in this firm’s 
|| surroundings being an eye-catcher 


to the Seventeenth St. area.” 


* * * 


Super Motors Remodels 

Super Motors, Inc. (Hudson), 
Elkhart, Ind., is being remodeled. 
Victor A. Treckelo, general man- 
ager, said the new display room 
front will be of buff brick, black 
glass and aluminum frame doors 
and windows. 
* 


Suttell Names Cain 
Appointment of William G. Cain 
as service manager has been an- 
nounced by Suttell Motors, Inc. 
(Lincoln-Mercury), Pawtucket, R. I. 
* * * 


Four New Chevrolet Firms 
Set Up in Pittsburgh Area 

The following four new Chevrolet 
dealers are reported in the Pitts- 
burg area: 

C. Z. Chevrolet, Houtzdale, Pa., 
owners H. E. Zulick and E, C, Car- 
lin; Breene Chevrolet (formerly 
Sheffer Chevrolet), Emlenton, Pa., 
owners, Daniel A. Breene and 

(Continued on Page 58, Col. 3) 


* * 
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CHRYSLER CORPORATION 


CHRYSLER CORPORATION ENGINEERED 


Chrysler Corporation believes in “taking 
care of its own” by providing the best 
possible parts for its cars and trucks. 
These are MoPar parts—your assurance 
of the extra quality that comes from the 
very finest of materials, the most skillful 
design, manufacture and inspection. 


PARTS 


M a oy) |= means genuine Chrysler Corporation parts and accessories 


DIVISION 


| EXTRA QUALITY...especially for you 


if you service Plymouth, Dodge, De Soto, Chrysler cars 
or Dodge “Job-Rated” trucks 








So make the MoPar sign your customers’ 
guide to thorough satisfaction. Display 
the sign that means parts that fit right 
and work right. Recommend and install 
genuine MoPar parts and accessories— 
nationally known through coast-to-coast 
advertising in leading publications. 


DETROIT 31, MICHIGAN 
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Backshop . 





by Jack Weed 





(Continued fr 


sory and “doll up” items, and 
they sell these at list, 

The net on $1,000 worth of ac- 
cessories and “hot rod” conversions 
may produce more net profit than 
the sale of the car and the trade 
combined these days. And the time 
to sell these items is before the 
time payment paper has been made 
out. 

These dealers don’t say the price 
of the radio, for instance, is $78. 
They quote it as so much per 
month added to the time payment 
on the car and do the same for all 
other items. Dual exhaust pipes on 
an eight-cylinder car or wire 
wheels don’t sound as expensive 
when quoted at $2 per month as 
they do when the full mounted | 
price is quoted. | 


. * * 


Don’t Dirty Water 

HE thing that got me started 

on this “ramble” was a recent 

survey by Collier’s magazine that 
shows 33 percent of all car owners 
expect to buy at least one complete 
set of new tires this coming year 
and that 11 percent of all owners 
now buy snow tires for the winter 
months. I’ll bet that but a small 
percentage of these are sold by the 
car dealer. 

On the snow tires, Collier’s re-| 
port shows that 19 percent of the 
owners in the eastern states and 
13 percent in the midwest said they 
used snow tires last year. And 36 
percent of those questioned said 
they were going to buy new snow 
tires this fall. 

Seventeen percent of those ques- | 
tioned said they were going to buy 
a premium tube of a special type 
the next time they bought, with 50 
percent of these saying they were 
going to buy a puncture - sealing 
tube, and 46 percent preferred blow 
out protection. The other four per- 
cent said they would either buy 
both or hadn’t made up their mind 
as yet which of the two types they 
would get. 

I know dealers who have built 
up a very nice little extra profit 

business selling both premium 
and change-over tires, snow tires, 
special tubes and other tire de- 
partment items. 

I also know a dealer whose son 
keeps several mechanics busy 
“modifying” new cars they sell to 
meet the desires of the doctors, 
lawyers, professional people and 
other customers who are willing to 
lay “list money” cash on the line, 
to be able to drive a car that is 
different and one they can brag 
about. 

It’s the dealers’ own fault if the 
so-called “hot rod” shops continue 
to get the profits that are avail- 
able in selling the things that 
people are willing to buy, without 


beating the dealer over the head 


for a long trade or discount. 


Of course, if the dealer and his | 


salesmen are so used to selling dis- 
counts and trades that they can’t | 
help but suggest to the customer 
that they are willing to “shave” 
these extra profit items, they had 
better save their time and energy 


‘om Page 32) 


office that looks like it might be 
the answer to a dealer’s prayer, 
especially if he is seriously inter- 
ested in increasing his customer 


| 
labor volume and service station = 
| 


profits. 


I remember Slim Barnard taking | 
me out to see Ruth and her setup 
years ago when I happened to be 
in the “smog” city. At that time 
she had just parted company with 
a big Chevrolet dealer, for whom 
she had devised the service fol- | 
lowup system that has made her | 
such a success in business. The | 
dealer thought so much of Ruth’s | 
plan he helped her get started in 
business, and I believe he is still 
one of her most staunch customers. 


automotive industry, every week throughout the year. 





Walker-Durant Gives Five Student Cars— 

The Richmond County Board of Education has received five new driver-training cars 
from Walker-Durant Motor Co. (Ford), Augusta, Ga. Making the presentation is Stewart | 
Walker (second from left). 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


Top Post Filled 
At Perfect Circle 


HAGERSTOWN, Ind. — Ralph R 
Teeter, president of Perfect Circle 
Corp., has assumed the position of 
board chairman following the 
resignation of Lothair Teetor, it 
was announced last week. 
| Lothair Teetor, who has been 
| sworn in as assistant secretary of 
| commerce for domestic affairs, will 
| continue to serve as a Perfect Circle 
director. 

His resignation as chairman was 
announced at a meeting of th: 
board held in Toronto in connection 
with the opening of a new piston 
|ring manufacturing plant there by 
Perfect Circle Co., Ltd. 


Buick Deal for Hough 


| Ray Hough Buick has been 
|granted a Buick franchise in 
Barnesville, Minn. 





and not go after this extra profit 
business. They will only dirty up 
the water for the dealers who do 
sell the customer on the desirabil- 
ity or convenience of owning these 
doll-up items. 

2 


* * 
Expanding Services 
aus in Los Angeles I went 
out to Ruth Ormsby’s new 
office with my old friend Hank 
Lotz, who used to be service man- 


‘ager for Nash before the occupa- 


tional disease of the industry 
caught up with him and made it 
necessary for the big boy to take 
it a little easier. Ruth and her hus- 
band, A. Z, Davis, took a lot of 


justifiable pride in showing me 
-. around the current home of NuOrm | 
BA Plans Inc. 


_ They’ve got a very compact and 
efficient little plant and are begin- 


almost exclusively for the 


5 past five or six years. 


ig 


Hank has devised a program 
that can be handled by dealers 
some distance from the home 





A REVOLUTIONARY NEW AIR 





FOR LIGHTWEIGHT VEHICLES! 


New small size Compressor Now Brings All the 
Advantages of Air Braking to the Lightweight Field at Low Cost! 


Bendix-Westinghouse, long the leader in heavyweight braking 
now offers operators of lightweight vehicles all the proven bene- 
fits of the world’s most effective and efficient braking power—AIR! 
Yes, regardless of how small your vehicles may be you can now 
enjoy the faster, smoother, surer, more effortless stops possible 
only with Air Brakes! 


TU-FLO 300 COMPRESSOR—GIANT IN PERFORMANCE—MIDGET 
IN SIZE—An outstanding new Bendix-Westinghouse development, 
the Tu-Flo 300 Compressor makes this lightweight air brake 
system possible. Less than 8% inches high and weighing only 14 
pounds, this remarkable two-cylinder reciprocating piston-type 
compressor retains many proven basic design features, plus a 
superior new unloading mechanism and new design inlet valves. 
It is air-cooled, quiet running, and built to operate efficiently at 
higher speeds. Its compactness and light weight combined with 
its ruggedness and high performance bring the time-proven 
reliability of Air Brakes to lightweight vehicle owners—offer the 
comforting feeling of extra safety to their drivers. 


NEW TYPE “E” TREADLE BRAKE VALVE—This new unit also is 
specifically designed for lightweight vehicle installations. Drivers 


The best brake is air... 
The best air brake is 






SIMPLE, COMPACT, EASY TO INSTALL 


will like the “feel” of this new or pale valve. A slight foot 
depression of the comfortably angled treadle and the power of air 
does the work. The full graduating characteristics of the valve 
always provide for complete driver control of the vehicle. Smoother, 
surer braking results. Driver fatigue is reduced, confidence increased. 


NEW AIR-HYDRAULIC ACTUATORS—A complete new line of air- 
hydraulic actuators permits selection of proper size and mounting 
to suit all hydraulic master cylinder requirements. They are compact, 
dirt-proof, require no lubrication pes practically no maintenance. 


COMPACT, LOW-COST KITS FOR EASY INSTALLATION—The new 
lightweight Bendix-Westinghouse Air Brake System is available 
in handy kits containing everything down to the last nut and 
bolt to make installation a cinch. There is a kit to fit any make or 
model lightweight vehicle. 


NOW AT YOUR BENDIX-WESTINGHOUSE DISTRIBUTOR-Stop in 
and inspect this new system at your Bendix-Westinghouse Distrib- 
utors at your first opportunity. Take a demonstration ride. You'll 


| 
| 





be convinced that for ane vehicles, too, the best brake is | 


AIR and the best Air Brake is Bendix-Westinghouse. 


Bonde yfestinghouse 
BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY | 


GENERAL OFFICES & FACTORY: ELYRIA, OHIO 


e BRANCHES: BERKELEY, CALIF., OKLAHOMA CITY, OKLA. 


. 
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NEW TYPE "E” TREADLE BRAKE VALVE 
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Permanent, Mobile Units Train 2,800 a Month... 


Ford’s Service Schools Hum 


(Continued from Page 32) | and a complete series of courses , truck, are eligible for the training 
| chinery is not carried by the mobile| 0m truck subjects is being offered. | program, but as yet, Brown said, 
—_ The machines in the dealers} Truck courses include introduc- | most of the emphasis has been 
shops are used. For the most part,| tory, modified and ¢om a te | placed on dealer-mechanic training. 
Rta ceabishseee ree | courses on transmissions and rear an a ee om eee 
ies from other nearby dealerships, ®Xles, and other courses neces- |C@te@ as follows: Natick, "» 














’ ; Pitts- 
attend the course. sary to truck service and sales. | Buffalo; Teterboro, N. J.; 

e 6s | Fleet operators, both car and|>urgh; East Point, Ga.; Charlotte, 

a saci sarees N. C.; Chester, Pa.; Jacksonville, 





OST of the mobile units are 


a specially prepared Ranch Wag-| Skil Offices Move __| lt Richmond, ‘Ya. Washington, 
onus ons, containing only the particular a | Ge ; nd; » 
Carll Mercury Opens New Building— mechanism to be studied. The |, roe oO; — Skil Corp. has an-|iang Park, Mich.; Indianapolis; 


s nounced address changes for four Mt berg k IIL: D 
A salesroom and service department have been opened by Carll Mercury, Inc.,| Ranch ee have — floors pranch offices. They are: New York, see ae saa aa > oa “ 
if., adjoini firm's three-car sh . The dealership i ted by| t0 accommodate carrying heavy to 2800 Park Ave.; Baltimore, to| Moines; Moorhead, Minn.; Omaha; 

LaJolla, Calif., adjoining the firm's three-car showroom. The dealership is operated by equipment, fitted with tracks for | 5303 Greesmount ver Postiand |Rockford, IIL; St, Louis; 9, Paul: 








Ce ee ee ee ee | OO neg ond GmleRninE: Ore., to 5616 N.E. Glisan St., and| Dallas; Houston; Kansas City; 
The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD| , Truck service programs are be- | Indianapolis, to 1620 E. Riverside|Memphis; Arabi, La.; Oklahoma 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? | ing emphasized by the company, | Drive. City; Denver; Los Angeles; Rich- 
a ee 5 mond, Calif.; Salt Lake City, and 

Seattle. 








‘Shop Efficiency’ 
Manual Issued 


| By Chrysler 
| 


» ANNOUNCES 
BRAKE SYSTEM 


DETROIT.—The 10th in a series 
of service management conference 
manuals prepared for Chrysler 
|Corp. dealers says that work-flow 
|methods and the proper use of the 
repair order are two key re- 
|quirements of a successful service 
operation. 

W. B. Rice, Plymouth service di- 
|rector, said the manual, entitled 
“Shop Efficiency,” will be used by 
more than 5,000 service managers 
and technicians of dealerships 
which subscribe to the service 
management program. 

A slide film which accompanies 
the manual will be shown to 30,000 
dealer service employes. It por- 
trays the opportunities awaiting 
young men who enter the service 
business. 

The program, when completed, 
will consist of a series of 12 
manuals and slide films covering 
various aspects of organizing and 
maintaining a service department 
geared for volume, quality work. 

Rice said the manuals and. slide 
| films. were produced jointly by 
|service directors of the Chrysler, 
|DeSoto and Dodge and Plymouth 
divisions, combining their’ ex- 
periences in service management 
with the results of field surveys. 

Emphasizing the important role 
of the repair order in promoting 
efficiency, the manual suggests that 
dealers conduct studies to de- 
termine repair order routing in 
their service departments. It also 
offers ideas for filling out repair 
orders which are deemed funda- 
mental in planning efficient work- 
| flow methods. 





Trio Convicted 


Of Tax Fraud 


| BUFFALO, N. Y.—Smiling Jack 
|Chesbro, Inc., Buffalo used - car 
|dealership, and the corporation’s 
|three stockholders were found 
| guilty of fraudulent tax evasion by 
jthe U. S. Tax Court in a decision 
made public in Washington. 

Income - tax deficiencies claimed 
| by the Government totaled $234,- 
| 789.94, to which were added 50 per- 
|cent fraud penalties of $117,394.98, 
|for assessments totaling $352,184.93. 
|The assessments were distributed 
jas follows: 
| Smiling Jack Chesbro—Deficien- 
|cies for year ended June 30, 1947, 
| $68,971.32; fraud penalties, $34,- 
| 485.66, 
| Jack M. Chesbro — Deficiencies 
for 1946, and 1947, $33,921.37; fraud 
| penalties, $16,960.68. 
| Carl Silverstein—Deficiencies for 
|1946 and 1947, $50,860.92; fraud 
| penalties, $25,430.42. 

Morris Silverstein — Deficiencies 
\for 1945, 1946 and 1947, $81,036.43; 
|fraud penalties, $40,518.21, 

Morris Silverstein is president of 
the company; Chesbro is vice-presi- 
|dent and Carl Silverstein is secre- 
| tary-treasurer. 


| Highland Motors Bankrupt 


LIS Beka Ue tee lee Be) 8) 


Highland Motors, Ltd., Winnipeg, 
Man., has filed bankruptcy, pro- 
| ceedings, and the Canadian Credit 
Men’s Trust Assn, has been named 
trustee. 
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CAR BASKET—Litterbasket is a waste- 
paper basket for cars that is mounted on 
the cowl kick panel. Litterbaskets are 
being sold to new-car dealers for use as 
a giveaway item. The unit carries the 
dealer's card in a holder on the front. 
F. S$. Paterson, 6819 Barr Rd., Washington 
16, D. C. 





many products by using superfine 
fiber glass is discussed in a booklet, 
“Possibilities Unlimited,” published 
by Super-Fine Sales, Fiber Glass 
Division, Libbey-Owens-Ford Glass 
Co., Wayne Bidg., Toledo 3, O. 

Ways are suggested in which de- 
signers can apply superfine to de- 
crease a product’s weight, increase 
its cubic capacity and maintain 
temperature control. 

* ¢ «# 
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ALUMINUM WHEEL —This lightweight 
truck wheel, according to its maker, lowers 
truck maintenance costs since close-toler- 
ance machining helps stop vibration by 
giving the wheel balance. The reduced 
weight also permits increased payload 


'*| capacity on trailer trucks. Budd Co., 2535 


CONDITIONING OIL—A new engine- 
conditioning oil has been developed to 
free hydraulic valve lifters that have stuck 
due to sludge or varnish deposits. It is 
available in SAE 10 and 20 weights. Shell 
Oil Lo., 50 W. Fiftieth St., New York, 
N. Y. 





TUBE BENDER —This tool for bending 


tube, especially hard and soft copper, 
weighs only six pounds and has two bend- 
ing sizes on the one tool. Tal Bender, Inc., 
419 N. Water St., Milwaukee 2, Wis. 

* 
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ADJUSTABLE CREEPER — Unit features 
back and head rests which are adjustable 
in height to 6% inches. A hand wheel 
locks the adjustment. It is 36 inches long 
and 17 inches wide. Dona-Rest Co., 325 S. 
Sangamon St., Chicago 7 i. 


Fiber Glass Suggested to Up 


Product Efficiency, Cut Cost 


How to improve the efficiency 
and reduce production costs of 





Hunting Park Ave., Philadelphia 32, Pa. 
yy,  S-. % 
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TIRE CHANGERS—These new models in- 
clude the Henderson air lock. Located in 
the top of the center post, the lock centers 
and locks the wheel at the touch of an air 
chuck. To remove the wheel, the lock is 
released by pressing a button. Big Four 
Industries, Inc., 5938 Carthage Court, Cin- 
cinnati, O. 





BATTERY CARRIER— Made in two 
lengths, one with an eight-inch, the other 
with a 15-inch handle. The short handle 
is used on square-type batteries, and the 





long handle on long-type batteries. Both 

are adjustable to fit various battery sizes. 

The device has a positive grip—the harder 

the pull, the tighter the grip. Fort Meigs 

Auto Electric, 618 Monroe St., Toledo 4, O. 
* * * 





BRACKET CARTON—Future shipments of 
AP Pipe Bracket No. 1100 and all sizes 
of the U-type clamp will be made in 
individual boxes, according to the maker. 
The cartons were designed for eye-catch- 
ing point-of-purchase merchandising. AP 
Parts Corp., Toledo 1, O. 
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NEW PRODUCTS 


™ | Forest Park Blvd., St. Louis 8, Mo. 





TUBULAR RACK — The Tube-Strut clamp 
is called a versatile and economical means 
of constructing storage and utility racks 


capable of carrying great loads. Any 
number of tubes may be joined at right 
or oblique angles as desired. Tubular 
Structures Corp. of America, 2960 Marsh 
St., Los Angeles 39, Calif. 

* * & 
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TIE ROD ENDS—A special assortment of 
12 of the fastest-selling tie rod ends has 
been made available at a reduced price 
during the maker's fall promotion. Three 
merchandising aids are also given with 
the set. Master Parts Division, Airtex Prod- 
ucts, Inc., Fairfield, Ml. 


* 
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TIRE CONVERSION — Wite Walls are 
rubber, one-eighth inch thick, and can 
be quickly installed on any car, the 
maker says. They are heat and knock re- 
sistant, and will not turn yellow or come 
off as a result of blowouts, according to 


Wite Wall Rubber Co., 13225 Livernois 
Ave., Detroit 38, Mich. 
* * «* 





AERIAL PLIERS—The new Model 420 re- 
moves and installs the cone-shaped nut 
now being used on fender aerials of 


Ford, Mercury, Lincoln, Cadillac, Nash 
and Packard cars. It also is useful for 
light spanner wrench jobs, according to 


K-D Mfg. Co., Lancaster, Pa. 
i * * * 


Piston Ring Combinations 
Offered by Ramsey 

A piston-ring combination which 
features a “shelf design” oil ring 
and a ring combination to provide 
maximum oil control for air-cooled 
four-cylinder engines are an- 
nounced by Ramsey Corp., 3763 








The type YE oil ring is similar 
in design to the 10-Up oil ring, but | 
has another steel segment below 
the Spiro-Seal ring. According to| 
Ramsey, this shelf-type design 
gives an added control on high- 
powered engines. 

The type W piston-ring sets are| 
designed for lift trucks and similar | 
vehicles as well as in Ford tractor 
engines. 


* * * | 





SERVICE REMINDER—Servicator is 


WAUSAU 
"Monotived 
Chrome plated 
O1l-savr 
Piston Ring 


CHROME RING—A new bonding proc- 
ess speeds installation of this chrome- 
plated piston ring, called Monotized. A 
special bonding agent holds the separate 
components together during installation so 
that the ring may be handled as one 
piece. The agent then dissolves in heated 
engine oil during the run-in without dam- 
age to oil or cylinder, says the maker, 
Motor Parts Co., 748 S. Tenth Ave., Wau- 
sau, Wis. 





mounted on the rear-view mirror and 
hooked up electrically with the engine to 
record the number of hours the engine is 
running. After a predetermined number of 
hours, it will thrust out a card reminding 
the motorist what services need be per- 
formed. Different cards at different times 
will warn of the need for tire check, oil 
change, lubrication, brake inspection, en- 
gine tuneup and front wheel bearing 
lubrication. The device is about the same 
size as a rear-view mirror. Carter & Gal- 
antin, 105 W. Monroe St., Chicago 3, Ill. 
C-s) -t 
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TIRE SERVICE KiT—This shock-resistant 
molded RuGlyde kit has a capacity of 14% 
quarts and is handy to carry from job to 
job. It comes with brush and applicator 
for tire and tube lubrication. American 
Grease Stick Co., Rosen & Smith Sts., 


Muskegon, Mich. 
* * * 





PAINT SHOP KiT—Designed to promote 
car appearance services, including refin- 
ishing, touchup work, undercoating and 
two-tone styling. The kit includes pennants, 
banners, newspaper ad mats, radio spot 
announcements, direct-mail postcards and 
estimate tags. DeVilbiss Co., 300 Phillips 
Ave., Toledo 1, O. 





REAR-VIEW MIRROR—About 19 square 
inches of vision surfaces are offered in 
this mirror, which is so constructed that 
its arm may be adjusted by the driver 
from his seat. The five-inch mirror is 
available in clear and nonglare glass. 
Norlipp Co., 5925 S. Lowe Ave., Chicago 
21, i. 





TOOL DISPLAY — This merry-go-round 
can be started with a basic three-board 
unit and be built up to a six-board unit. 
Its revolving base turns on a centered 
pivot, with rollers spaced for accurate 
balance. Bonney Forge & Tool Works, 
Allentown, Pa. 





BRAKE BLEEDER—Designed for easy fill- 
ing of master cylinders and quick bleeding 
of brakes. Pressure is built up by a hand- 
operated air pressure bulb and an air 
check valve. It comes with a Universal 
Four-Way master cylinder plug which has 
fittings for all cars and most trucks, says 
Raybestos Division, Raybestos-Manhattan, 
Inc., P.O. Box 1021, Bridgeport, Conn. 
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Small Tire Output Dip 
Predicted for 1954 


= its prediction on pro- 

jected lower vehicle production 
and smaller military takings, 
Standard & Poor’s last week fore- 
saw @ moderate drop in tire ship- 
ments in 1954, 

Citing its current analysis of 
the tire and rubber industry, the 
financial institution said de- 
liveries of special defense items 
and industrial lines are expected 
to fall short of the 1953 ex- 
perience, as a result of the 
stretchout in the arms program. 
On the other hand, the analysis 
stated, further growth is expected 
in such non-tire lines as foam 
rubber and chemicals. “Balancing 
all factors, total sales are expected 
to run at an excellent level 
measured by all but exceptional 
1952-53 standards,” it said. 

e s ao 
TH natural rubber prices 
under the 23-cent-a- pound 
price of general-purpose synthetics, 
it is securing a larger share of the 
market, and synthetic production is 
being cut back,” the survey said. 

The firm also found that “no 
great change from the 1953 ex- 
perience is likely for average 
rubber prices in 1954.” However, 
the survey pointed out, reduced 
volume is expected to result in 
somewhat narrower margins, 
particularly in view of higher 
labor costs and probable intensi- 
fied competition, 

Although the reduction in 1954 
pretax earnings will be more severe 
than that in sales, important bene- 
fits will accrue from relief from 
excess profits taxes on Dec. 31, the 
firm predicts, “Thus, some gains in 
final earnings are looked for, and 
where declines occur, they should 
not be of serious proportions,” the 
report said. 

* * + 

LSO, the firm said, dividends 

have continued conservative in 

relation to earnings, and industry 
payments for 1954 are likely to 
equal those of 1953. 

Commenting on a survey of the 
industry for the first half of the 
fiscal year, the financial insti- 
tution revealed a 7.8 percent in- 
crease in composite sales among 


F. L. Jacobs Cuts 
Loss to $559,730 


DETROIT. —F. L. Jacobs Co. is 
moving toward a sound position 
under new management, it was in- 
dicated last week by Frank E. 
Howard, chairman of the board, 


The firm, for 41 years an auto- 
motive supplier, reported a net loss 
of $559,730 for the fiscal year ended 
July 31, compared with a loss of 
$2,001 227 in 1952. Seven months of | 
the 1953 period were under new 
management and five under the 
former management. 


Jacobs actually an 
operating profit of pd for 
the 1953 fiscal year. But, Howard 
said, “certain bookkeeping write- 
offs and substantial non-recurring 
items and special charges which 
we believe to be a constructive 
and conservative measure to 
clean house and end relationships 
detrimental to the company” were 
made, thus reducing the oper- 
ating profit to a loss. 

Under the old management, 
Howard said, only one of the eight 
plants was making a profit. Under 
new management, all but one oper- 
ate at a profit. 

Howard said that rigid economies 
have been instituted to reduce ex- 
cessive selling, service, adminis- 
trative and general expense. During 
1953 period, he listed these ex- 
penses as totaling $1,629,369 on total | 
Sales of $28,566,036, compared with 
$2,006,040 on sales of $20,402,651 in 
1952, 

The company is still involved 
with litigation over an exclusive 
Sales contract the former manage- 
ment gave to J. F. Inc., of which 
Rex C, Jacobs is president. Rex 

Jacobs is a former president of F. 
L. Jacobs. 








11 rubber fabricators. Increased 
tire shipments, the firm said, 
were a prime factor. 

Tire shipments showed a 20-per- 
cent year-to-year increase in the 
first eight months of 1953, In the 
passenger car classification, origi- 
nal equipment volume was up 
percent, and replacement, 4.8 per- 
cent. The gain in total shipments 


Pinch me! 
| must be 
dreaming! 


I'd heard all the promises, listened to 
all the plans about this business of 
keeping car owners coming back for 
service. That is—I thought I had. 
Then I heard about the Alemite 11 
point Magnet Plan. Smart day for me 
—that was—and what a payoff since. 
Friction—the major threat to car 
life—was the secret. Regular and 


— does yor" ogi 


and parts poy 
ov yernead? 


TBA ot 90" 


of truck and bus units was 7.8 per- 
cent, the report said. 


* * * 
Goodyear Sales, Earnings 


Reported at Record High 


Goodyear Tire & Rubber Co. re- 
ported record sales and earnings 
for the first nine months of 1953. 

P. W. Litchfield, chairman of the 
board, announced that net sales 
totaled $920,310,190, compared with 
$853,933,430 for the like period of 
1952. 


Net income was $35,321,461, com- | 
|Clevite Reports Net Profit 
Of $2,771,221 in 9 Months 


Clevite Corp.’s net profit was $2,- 
771,221 in the first nine months of 
this year, President L. Myers re- 


pared with $27,609,612 a year ago. 
+ + 7 


American Brake Shoe 


Reports Earnings Up 
Shipments of American Brake 






proper lubrication 


Many dealers over the country 


are doing just that with the Alemite 


Magnet Plan. Want the facts? Call your 
Alemite distributor. Or mail this coupon now! 


ALEMITE 


REG. U. S. PAT. OFF, 


key to building up a solid link with 
my customers. Now I’ve got ’em com- 
ing back month after month! 

No wonder all the boys in my or- 
ganization are sold on the Alemite 
Plan. Customer returns are up 27%. 
And total service volume in all de- 


Ta 


Shoe Co, for the first nine months 
rose to $109,040,534 from $103,483,- 
246 in the same period of 1952. 
Third-quarter shipments were $34,- 
509,075, compared with $38,402,075 
in the second quarter of this year 
and $29,565,142 in the quarter 
ended Sept. 30, 1952. 

Net earnings for the third 
quarter were $1,306,982, compared 
with $899,202 a year ago. For the 
nine months, earnings totaled $4,- 
099,830, compared with $3,563,566 in 
| 1952. 


* * * 





. that was the 


partments is up 23%! We’re selling 





I 2. inc cintesntnnncaigsmuiincicanalonaiedaie 


Address____. 


ACT NOW! JUDGE FOR YOURSELF! 


See how the Alemite “Magnet Plan” can help you cover your fixed over- 
head—improve your trading position. No obligation. Mail coupon today! 


Alemite, Dept. C-113, 1826 Diversey Pkwy., Chicago 14, Illinois 


(-] Send us complete information on the “Magnet Plan” 
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ported, compared with $2,432,693 in 
the same period a year ago. 

Consolidated sales and other 
revenues were $53,688,991, compared 
with $39,050,723 in the like period 
of 1952. Profit in the third quarter 
of this year was $755,802, compared 
with $646,313 the previous year. 

* * * 


Gabriel Shows $1,147 Profit; 


Lost Money in ’52 Period 


Net sales of $16,622,676 have been 
reported by Gabriel Co, for the first 
nine months of 1953. 

After deducting $641,565 for a 
nonrecurring book loss on the dis- 
posal of inventories and fixed 
assets, the firm showed a net profit 
of $1,147 for the period. 


In the same three quarters of 
(Continued on Page 48, Col. 3) 









more of everything now — lubrication, 
car washes, parts, polishing jobs... 

And that consistent advertising 
follow-up Alemite gives us every two 
weeks in the Saturday Evening Post 
and Collier’s works hard for me right 
in my own Community. Doesn’t cost 
me a cent, either! 
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Hockett Joins K-W— 


David J. Hockett (right) owner of Dave 


Hockett Motors, Indianapolis, signs a 
Kaiser-Willys distributor sales agreement 
in the presence of Orville Hockett, sales 
manager. The distributorship covers 64 
Indiana and Illinois counties. at, 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 
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O. E. Sammelson has heen ap- 
pointed purchasing agent of the 
gauge division of Electric Auto-Lite 
Co. at LaCrosse, Wis., it is an- 
nounced by J. H. Lambrix, director 
of purchasing. Lambrix also said 
that Howard Reese had been 
elevated to assistant purchasing 
agent. 

+ + + 


LOF Elects Forsyth 


V. K. Forsyth, vice-president of 
Solvay-American Corp., New York, 
has been elected a director of Lib- 
bey-Owens-Ford Glass Co. He suc- 
ceeds F. E. Notebaert, Montreal, 
who retired after 26 years of serv- 
ice on the directorate. 

* +. * 


Sheller Mfg. Selects 
Bradley as President 


Tom Bradley is the new presi-| 


dent of Sheller Mfg. Corp., succeed- 
ing the late M. M. Burgess, with 
whom he had been associated as 
vice-president and director of the 
corporation for 13 years. 


Earl J. Cosgrave, a sales man- 


Auto Personnel 





ager and a director for 24 years, 
was elected a vice-president, and 
Howard C. Baldwin, Detroit at- 
torney, was elected a director. 

The company makes 
wheels and other automotive prod- 
ucts. 

* + * 

Firestone Names Vischer 


Car Tire Sales Manager 
Promotion of Harold H. Vischer 
to the position of manager of 
passenger tire sales for Firestone 
Tire & Rubber Co. has been an- 
nounced by H. D. Tompkins, vice- 

president of Trade Sales. 
Vischer, who had been manager 
of truck tire sales for the Boston 
district, joined Firestone in 1937. 
* * * 


Treglown Rep Named 


Treglown Co., Inc, Fanwood, 


| N. J., North American distributor 
of Holt’s piston seal, muffler seal 


and Loy metal mender, has ap- 
pointed Harold Levine as automo- 
tive sales representative in New 


| England, Levine, who is associated 
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SERVI-CAR SERVICE 


ore NEW cars! 
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customers are your best 
new car prospects 


T’S easy to turn satisfied 


service customers into new car 


buyers when you use a Harley-Davidson Servi-Car. This 
practical three-wheeler really builds customer good-will with 
quick pickup and delivery. Customers who like your service 
will naturally see you first when they need a new car. What’s 
more, the sturdy, compactly designed Servi-Car adds many 


square miles to your service 


territory — actually puts more 


customers in your “neighborhood.” Join the thousands of suc- 
cessful car dealers all over the country who keep profits rolling 


in and new car sales up with 


the Servi-Car. Ask your Harley- 


Davidson dealer for your free copy of the Servi-Car booklet: 
“It Pays to Give Service,” or write direct. HARLEY-DAVIDSON 
Moror Company, Department AN, M1LwavuKEE 1, WISCONSIN. 






(C~ * { SERVI-CAR PUTS YOUR SERVICE }) > 
AS NEAR AS i 
YOUR CUSTOMER'S PHONE ( ([& 
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HERE’S HOW THE SERVI- 
CAR HELPS YOU TO 
BIGGER PROFITS! 


®@ Keeps business rolling in all year 
"round, 

@ Builds good-will with convenient 
service. 

© Gets jobs in and out of the shop 
quickly. 

®@ Provides continuous advertising 
wherever it goes. 

© Saves time on errands for parts and 
accessories. 

® Keeps costly shop and service equip- 
ment busy. 

® Gives safe, economical easy-to-oper- 
ate service. 


RLEY-DAVIDSON SERVI-CAR 





SELLS MORE SERVICE 


steering 


with the Bill Menger organization, 
New England manufacturers’ 
agents, currently is handling sales 
contact with jobbers, chains and 
service stations. 

* * * 


General Tire Advances 


Powers to Vice-President 


Promotion of John E. Powers 
to vice-president of General Tire 
& Rubber Co., Akron, has been 
announced by William O'Neil, 
president and chairman, 


Powers, who has been serving 

as general sales manager of 

plastics and special products, 

joined General in 1934 as a terri- | 

tory sales representative. 
* * * 


| Smead Takes New Post 


\In LOF Plastics Sales 


George L. Smead, for 20 years 
| with Libbey-Owens-Ford Glass Co., 
has been transferred from Plaskon 
to become manager of sales to the 
|reinforced plastics industry, it is 
announced in Toledo by C. F, Hegg, 
general sales manager of LOF’s 
fiber glass division. 

Smead will work with Don W. 
Lyon, manager for textile sales of 
fiber glass, and also with manu- 
facturers of polyester and other 
resins used in producing fiber glass 
reinforced materials. 
| The change follows the recent 
| sale of the Plaskon division’s assets 
|}and business to Allied Chemical & 








| Dye Corp. 


* - * 
Reinhard Promotes Scott 


To Branch Coordinator 


Reinhard Bros. Co., midwest auto 
parts distributor, has promoted 
| George C. Scott, vice-president and 
automotive sales manager, to 
branch coordinator. 

C. T. Stafford will assume the 
position of automotive sales chief. 

* OK * 





Pontiac Picks Whibbs as Aide 
|To Atlanta Zone Manager 


Vincent J. Whibbs has been 
named assistant Atlanta zone 
manager for Pontiac, according 
to H. E. Crawford, general sales 
manager. Whibbs succeeds Wil- 
liam J. Brooks, who has been 
| elevated to Atlanta zone manager. 

Whibbs, who joined Pontiac in 
1941, has served since 1946 as 
assistant office manager and of- 
fice manager and car distributor 
in the Buffalo zone; district man- 
ager in the Atlanta zone, and 
most recently as parts and ac- 
cessories manager in the Char- 
lotte (N. C.) zone. 


* * * 


Inland Steel Ups Holmberg 


To General Sales Manager 


Clarence L. Holmberg has been 
appointed general sales manager 
of Inland Steel Co., according to 
John F. Smith jr., sales vice-presi- 
dent. He succeeds Anthony M. 
Rverson, who has been on leave of 
absence due to illness. 


During the 26 years he has been 
with Inland, Holmberg has served 
in various capacities, including 
superintendent at the company’s 
Indiana Harbor Works, manager 
of the order division in the sales 
department and assistant general 
sales manager. 

x 








Highway User Group Names 


Mele as Eastern Rep 


Appointment of Richard F. Mele 
as regional representative in New 
England and New York has been 
announced by Arthur C. Butler, 
director of the National Highway 
Users Conference. 

Mele will work under David F. 
McQuaid, NHUC supervisor for the 
area. Mele, whose headquarters will 
be in Albany, joined NHUC as as- 
sistant attorney in the legislative 
department in 1952. 

” * * 


Harlan Elected President 


Of Middlewest Shippers 


| KE. W. Harlan, president of Bruce 
Motor Freight, Inc., Des Moines, 
was elected president of the 
Middlewest Shipper-Motor Carrier 
Conference at the group’s first 
annual meeting in St. Louis. He 
succeeds Ray H. Thompson, gener- 
}al traffic manager of Maytag Co., 
Newton, Ia. 

| Paul Gans, of John Deere & Co., 
Moline, Ill., was chosen vice-presi- 
dent and Cecil Baker, sales man- 

(Continued on Page 47, Col. 1) 











...to INCREASE 
SHOP PROFITS 


and assure customer 
satisfaction through 


better repair work 


That's why 70% of the units of this 
type in use among car dealers are Sun built. 
The Sun Line is complete—offering scientific 
testing equipment of every size and type. 
This enables any car dealer, regardless of 
size, to have the units that best fit his shop 
needs. Newly engineered 6-12 volt equipment 
is now available—or your present equipment, 
through the Sun Modernization Plan, can be 
quickly converted to serve vehicles of both 
voltages. Talk to your nearest Sun Repre- 
sentative or write direct to Sun. 
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(Continued from Page 46) 


ager of Des Moines Transportation 
Co., was elected secretary-treasurer. 

The conference is composed of | 
executives of trucking and shipping 
firms in 12 states, including Colo- 
rado, Illinois, Iowa, Kansas, Michi- ! 
gan (upper peninsula), Minnesota, | 
Missouri, Nebraska, North Dakota, 
South Dakota, Wisconsin and 
Wyoming. 


* * * | 
Sommerville, Leingang Head | 


New Electric Battery Unit 

Robert L. Sommerville, assistant 
general sales manager of Electric | 
Storage Battery Co., Philadelphia, 
has been appointed general man- 
ager of the company’s newly 
formed automotive products di- 
vision, and William C. Leingang, 
former Chicago plant manager, has 
been named assistant general man- 
ager of the division. 

Sommerville joined the company 
in 1919 as a salesman with the 
automotive replacement division, 
while Leingang joined the compa- 
ny’s Detroit office in 1923. 

* * = 


Plant Officials Are Shuffled 
By B-O-P Assembly Division 


Changes in personnel of the) 
Buick-Oldsmobile-Pontiac assembly 
division have been announced by 
James L. Conlon, general manager. | 

Carl W. Dobos, director of 
personnel for B-O-P, has_ been| 
named production manager of the | 
Linden (N. J.) plant, succeeding) 
Joseph C. Christy, who has been | 
transferred to the Atlanta plant. 

Henry T. Brian, personnel di-| 
rector at the Kansas City plant, 
has been named to succeed Dobos | 
in Detroit. Brian will be succeeded | 
at Kansas City by John Holmes jr.,| 
staff assistant in the central office 
personnel department. 

. . * 


Gabriel Promotes Martin | 


To Research Director 
John E. Martin, British-born | 
electronics expert, is now di- | 
rector of research for Gabriel | 
Co. His appointment was an- | 
nounced by Dr. John Ruze, di- | 
rector of the firm’s laboratories 
at Needham Heights, Mass. 
Martin joined the Gabriel 
laboratories in 1952 as a senior 
staff member. 
+” 





| 
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* * 
Nicolls Gets Manager’s Post 


At Ford Tractor Plant 


Appointment of John B. Nicolls 
jr. as manager of customer service 
for the Ford division’s tractor plant 
in Highland Park, Mich., has been 
announced by W. D. Singleton, as- 
sistant general manufacturing 
manager of the division. 

Nicolls formerly was manager of 
the technical service section in the 


division’s service department. 
* + = 


General Tire Ups Powers, 


Dodge to Vice-Presidencies 
Promotion of John E. Powers 
and Howard M. Dodge to vice- | 
presidents of General Tire € | 
Rubber Co. has been announced | 

by William O’Neil, president. 
Powers has been serving as 
general sales manager of plastics 
and special products, while | 
Dodge is head of General’s me- 
chanical goods division. 
* +o = 


Roentgen, Seybert Appointed 
Grey-Rock District Managers 


James A. Wheatley jr., sales man- | 
ager of the Grey-Rock division of | 
Raybestos - Manhattan, Inc., Man-| 
heim, Pa. has announced the pro- 
motion of district representatives | 
Arthur J. Roentgen and Phil R. 
Seybert to district managers. 

Roentgen will supervise Grey- 
Rock sales in the north West Coast 
district, including British Columbia. 
Seybert will supervise sales in the 
south West Coast district. 

~ * * 





New Posts for Pivirottos 


A. M. Pivirotto has been elected 
President of Continental Commer- 
cial Corp., Pittsburgh. He succeeds 
G. A. Pivirotto, who was elected to 
the newly created office of chair- 
Man of the board. Reelected were 
W. A. Pivirotto, vice - president; 
George W. Hogue, vice-president; 


C. O. Gilson, secretary; R. W. Elli- 
son, treasurer; L, Casillo, assistant 
secretary, and J. A. Pivirotto, as- 
sistant treasurer. 

+ + * 


Johnson Named Manager 


Of Studebaker Branch 


Appointment of Thomas M. John- 
son as district manager of Stude- 
baker’s Atlanta branch has been 
announced by K. B. Elliott, execu- 


tive vice-president. 


Johnson joined Studebaker in 


1950 after his graduation from 


Notre Dame and was later as- 
signed to the Atlanta branch as a 
ear distributor. 

s . * 


Knowles Steps Up 

' Kenneth E. Knowles has been 
elected a vice-president of Clapp & 
Poliak, Inc., New York, industrial 
|exposition management firm, it is 
announced by Saul Poliak, presi- 
|dent. Knowles joined the company 
in 1947, 

> = s 


Gould-National Names Rabuse 


Director of Purchases 

B. T. Rabuse has been appointed 
to the newly created post of direc- 
tor of purchases of Gould-National 
Batteries, Inc., St. Paul, Albert H. 





Daggett, president, announced. Ra- 





buse has been with the company 33 
years. 

Willard C. Shull, who has been 
with the company 16 years, has 
been named purchasing agent. 

* * > 


Foster Succeeds Winters 


Howard H. Foster has been elected 
treasurer of Air Reduction Co., Inc., 
according to John A. Hill, president. 
Foster succeeds William Winters 
jr.. who retired after more than 35 
years of service. 

+ * * 


Mack Branch Manager 


Edward R. Rowland has been ap- 
pointed manager of Mack Motor 
Truck Corp.’s Tampa (Fla.) branch. 
Rowland for many years was an 
Autocar distributor and recently 
served as manager of Autocar Co.’s 
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operations in the Carolinas. Neel 
S. Yent has become sales manager 
of Mack’s Tampa branch, 

* * s 


Meeker, Pedder and Robins 


Upped by Ford Tractor 


Broadening of responsibilities for 
three division sales executives has 
been announced by O. L. Wigton, 
general sales manager of the Ford 
tractor division. The three are 
James F.. Pedder, Russell R. Robins, 
and David Meeker. 


Pedder, advanced from advertis- 
ing and sales promotion manager 
to assistant general sales manager 
of advertising, sales promotion and 
dealer development, will supervise 
advertising, sales promotion, adver- 
tising production, sales training, 

(Continued on Page 62, Col, 1) 


WHY seat covers trimmed with ola fer 


are easiest...most profitable to SELL! 
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BOLTA’S STANDARDS OF QUALITY are rigid and uniform year after 


BOLTA MANUFACTURES THE BROADEST LINE of high-quality auto- 
motive plastics in the field . . . Quilted, Welded, Molded and All- 


Plastic Boltaflex. 


BOLTA OFFERS YOUR CUSTOMERS the finest array of patterns and 
colors anywhere! 


BOLTAFLEX IS A NAME THAT’S KNOWN! The heaviest schedule of 
National Advertising in its field makes the name Boltaflex a trusted 
guide for every shopper. 


BOLTA PREPARES AND DISTRIBUTES the most complete and colorful 
merchandising kit in the industry . . . all the sales-aids needed to make 
it easy and profitable to sell auto seat covers trimmed with Boltaflex! 


WRITE BOX 556 FOR COMPLETE KIT OF SEAT COVER SALES AIDS 
BOLTA, Lawrence, Massachusetts 


The name that identifies the most complete line of quality automotive vinyl plastics. 


— 














RATTAN QUILTED BOLTAFLEX 
(Bolta-Quilt) provides striking trim 
for this Deluxe Seat Cover by 
Arthur Fulmer, Memphis, Tenn. 




























the firm suffered a net loss of $34,- 
565. 


Fruehauf Sales 
Break Record 


Sales of Fruehauf Trailer Co. 
for nine months ended Sept. 30 
established a record of $154,387,810, 
Roy Fruehauf, president, reports. 

This compares with $121,992,410 in 
the corresponding period last year 
and $162,809,644 for all last year. 

Net earnings were $5,716,846, 
equal to $3.69 a share on common 
stock. In the like 1052 period, net 
earnings amounted to $4,220,634, or 
$2.66 a share, and for the full year 
1952 were $3.61 a share. 

Sales for the third quarter ended 
Sept. 30 totaled $48,988,168, com- 
pared with $35,488,128 in the same 
period of 1952. 


Era of Courtship 
Business Must Woo Little 


Investor, Writer Says 


Stockholders are in for a wholly 
new era of courtship by business, 
according to Bertrand W. Hall, 
author of a new booklet on finan- 
cial public relations. 


“The small investor, growing in 
numbers, has become pretty import- | 
ant to big business,” Hall says. 
“Corporations can derive many 
specific advantages by building 
better relations with stockholders 

| 
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British Entries in London Auto Show— 


The new Bristol 404 sports coupe (top) attracted attention at the International 
Auto Show in London. This two-liter model has a radiator air-inlet duct developed 
from the aviation experience of the firm. The engine develops 105 horsepower. Basic 
price of the car is $7,500. Another attraction was the new Daimler Conquest (bottom), 
which has a compression ratio of 7.75 to 1 and develops 100 horsepower. Its top 
speed is given as well over 100 miles per hour, and its basic price is $3,500. 
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Sheller Mfg. Report 


Sales totaling $36,983,136 for first; corresponding 1952 period. Net in- 
nine months of 1953 are reported by|come amounted to $2,702,810, com- 
Sheller Mfg. Corp. This represents| pared with $1,642,367 the preceding 
a 16 percent increase over the| year. 


erie: 


LEMPCo 


LABOR-SAVER 


MODEL 521. 
25-TON PRESS 3 


” 


HERE’S THE IDEAL ALL-PURPOSE 25-TON PRESS... 
_. EVEN THE SMALLEST suop CAN Buy! 


Answers all pressing needs, including Timing Gears, Universal 
Joint Pins, Axle Bearings, Ring Gear Rivetings, Bushing Work, etc. 
All the features of more expensive presses: Two-speed ram 
travel, handy ram pressure release valve, open end uprights for 
work on long shafts. Versatile—Serviceable—Economical. 


WRITE TODAY FOR 


ha day pth gr rile otal LEMPCO PRODUCTS, INC. 


Bedford, Ohio 


Gentlemen: Send me prices and full information 
on No. 521 HYDRAULIC PRESS 


NAME 
ADDRESS 





for 35 years a leading 


f ee THIS COUPON NOW FOR COMPLETE DETAILS 


builder of machine tools. “(| 
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On the Financial Front 


(Continued from Page 45) 


last year, sales were $12,161,948, and|and a stronger position with the 
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investing public.” 


The booklet, “A New Force in 
Corporate Growth,” is published by 
Lind Bros., 121 Varick St., New 
York, N. Y. The price is $1. 


Federal-Mogul 9-Month Net 
Climbs to $2,121,905 


Federal-Mogul Corp. reported net 
earnings for the nine months ended 
Sept. 30 totaled $2,121,905, with 
sales of $26,873,203 for the period. | 


In the corresponding three} 
quarters of 1952, net sales were) 
$26,555,219 and net profit was $1,- 
901,269. 


* * * 


Stewart-Warner 





Nets $3,187,186 


Earnings of Stewart - Warner 
Corp., Chicago, for the first nine 
months amounted to $3,187,186, or 
$2.37 per share of capital stock out- 
standing, it has been announced av 
James S. Knowlson, board chair- 
man and president. | 

Profits in the like 1952 period 
were $2,828,306. | 

Sales amounted to $98,689,330, | 
compared with $89,992,482 a year) 
ago. Third-quarter sales _ totaled 
$31,350,389, against $27,790,876 in the 
1952 period. 

Net profit in the third quarter 
was $1,044,121, against $1,018,728 a 
year ago. 


* * * 


U. S. Rubber Net Up 13 Pct. 


As Sales Rise 1.3 Pct. 


Net profit of U. S. Rubber Co. in- 
creased more than 13 percent in the 
first nine months, while sales ad- 
vanced 1.3 percent, according to 
H. E. Humphreys jr., chairman of 
the board. 


Net sales for the period set a 


record of $657,393,028, compared 
with $648,744,964 last year. Net 
profit was $21,488,326, compared 


with $18,912,141 last year. 


Sales in the third quarter were 
$203,522,863, compared with $205,- 
253,468 last year. Profit was $7,047,- 
979. 


Sales at Peak, Westinghouse 


Nets Profit of $53 Million 


Record sales of $1,163,538,000 for 
the first nine months of 1953 
boosted net earnings of Westing- 
house Electric Corp. for the period 
of $53,219,000, according to Presi- 
dent Gwilym A. Price. 

Sales and earnings for the same 
period of 1952 were $1,043,861,000 
and $48,741,000, respectively. 


* * * 


Clark Earns $4,042,000; 


Sales Total $93,600,000 


Clark Equipment Co. has an- 
nounced earnings of $4,042,000 on) 
sales of $93,600,000 for the nine-| 
month period ended Sept. 30. 

The figures compare with nine- 
month earnings of $4,137,000 and 
sales of $99,000,000 in 1952. 

+ 7 


* 


Superior Steel 

Major gains in net income and| 
sales during the first nine months| 
have been reported by Superior | 
Steel Corp., Pittsburgh. Net sales 
totaled $27,266,180, an increase of | 
36 percent over the same period | 
last year. Net income was $816,315, | 
an increase of 36 percent over 1952. | 

* * * 


Firestone’s Sales | 
Pass $1 Billion 


In Record Year 


More than $1 billion worth of 
Products and services was 
purchased by customers of Fire- 
stone Tire & Rubber Co. to es- 
tablish a new sales record for the 
company’s fiscal year, which ended 
Oct. 31, Harvey S. Firestone jr., 
chairman, announced in Akron last 
week. 


The company thus becomes one 


of the few currently reporting more 
than $1 billion in annual sales. 
Firestone estimated that total de- 
mand for tires in 1953 would equal 
or slightly exceed the rubber in- 


dustry’s alltime record year of 1950 

He foresaw 1954 in the industr) 
as a year of high employment, witt 
production being planned at norma 


capacity levels. 
* * * 


ACF-Brill Nets $1,038,785 


In First Three Quarters 

Net earnings of ACF-Brill Motors 
Co. for the first nine months of 
1953 were $1,038,785, based on sales 
of $20,541,899, according to C. W 
Perelle, president. 

Earnings for the same period of 
1952 were $1,490,977, with sales of 
$15,189,895. 


* * * 

Bullard 
Bullard Co., Bridgeport (Conn. 
machine-tool builder, has _ an 


nounced earnings of $903,864 for 
the third quarter and a net income 
for the first nine months of $3,125, 
775. Net sales during the first nine 
months totaled $48,683,681. 

* * ok 


Automobile Banking 


Net earnings of $230,197 during 
the 12-month period ended Sept. 30 
are reported by Automobile Bank- 
ing Corp., Philadelphia, compared 
with $165,476 the previous year. 
Business volume was _ $16,062,707 
against $13,204,879 a year ago. 





Top sensation 
across the nation! 





RED, GREEN, BLUE, 


GRAY PLAIDS 
A new, exciting addition to the 
ARO family of replacement Con- 


vertible Tops! Dealers from coast 
to coast are making big extra profits 
by featuring ARO KILTY, available 
in a variety of intriguing plaids. 


Tops for all models, 1928 to now. 


ARO STORM KING © ARO DE LUXE 
ARO REGAL © ARO ARISTOCRAT 


ARO Plastic PROTECT-A-TOP 


A heavy duty plastic cover that 
provides real protection against sleet, 
snow, rain, sun, dirt, soot and 
puddie splashing . . . a money- 
maker at a reasonable price. 


Write or wire for money making deal 


ARO TOP SALES CO. 


1089 Commonwealth Ave., Boston, Mass. 


World’s Largest and Oldest Makers 
of Replacement Convertible Tops 


Stocks of ARO Products are 
carried by leading WHOLESALE 
TRIM JOBBERS, including 


ABELES-LEWIT CO., Inc. 
310 W. 68th St., New York City 


| AUTO TRUNK DISTRIBUTORS, Inc. 


1133 Atlantic Ave., Brooklyn 
EDWIN A. BECK CO. 

373 Halsey St., Newark, N. J. 
1615 So. Wabash Ave., Chicago 
BOETHING & LINDSEY 

1223 So. Hope St., Los Angeles 
KEYSTON BROS. 

755 Mission St., San Francisco 
2021 Amador St., Fresno 
LINDSEY & HALL 


| 1036 So. Hope St., Los Angeles 


SAVARESE FABRICS. Inc. 


2513 14th St., N.W., Washington D. C. 
SCOVEL & SONS CO. 

1133 Post St., San Francisco 

TEXAS TRIM, Inc. 

2208 Liveoak St., at Pearl, Dallas 





ARO TOPS 
HAARTZ FABRICS 


—the unequalled fabric used for 
90% of new car equipment 
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In the Letterbox 


(Continued from Page 4) 


his was in the market for a late 
model Chevrolet and asked if I had 
one in stock. I informed him that 
I did so he suggested I bring the 
car to the place where he and his 
friend, a Jack A. Carter, were and 
I could possibly sell it. 


I then drove the car to the 
place where they were and the 
prospective buyer drove the car 
and checked it thoroughly. He in- 
formed me he had spent the past 
three years in Arabia working 
for an oil company and had 
saved a considerable amount of 
money, that his father was a 
minister who resides in a suburb 
of Oklahoma City. His father was 
listed in the telephone directory 
as a minister at the address 
given me, 

While he was driving the car he 
drove by the place of business of a 
friend of his to get his opinion on 
the car. It also happened that I 
knew this party quite well. I asked 
him if the buyer’s check would be 
good for the price of the car and 
he said he believed it was, that he 
had known him for about seven 
years and had cashed a check for 
him the same evening. Both men, 
the one who called and the one we 
stopped to see when the prospec- 
tive buyer was driving the car; told 
me they had known him for seven 
or eight years, but didn’t know he 
had gone to Arabia during the past 
three years that they had not seen 
him, 

The car was delivered to him 
that evening with the understand- 


Jobbers Urged 
To Promote 


Finance Plan 


PEORIA, Ill.—“Certified Automo- 
tive Service credit is the practical 
answer to the tremendous loss of 
sales of automotive parts, service 
and accessories to chain store op- 
erations,” George W. Yount told 
the Greater Peoria Area Automo- 
tive Jobbers Assn. 

Yount is general manager of 
Eagle Machine Co., Indianapolis, 
and one of the creators of the 
CAS plan. 

The plan, whereby local inde- 
pendent automotive wholesalers or- 
ganize to promote cooperatively 
credit selling through their service 
outlets, is being operated in key 
points throughout the country. 

“Many chain stores now offer 
repairs ranging from a grease job 
to a complete engine overhaul with 
no money down,” Yount said. 
“Financing must be accepted and 
made workable for jobbers and 
dealers or we will eventually be 
forced out of business. Credit sell- 
ing should be a crusade for our 
industry, and CAS is the logical 
answer.” 

He said that these days custom- 
ers are more interested in the 
amount of the monthly payment 
than in the total purchase price. 
“Look at the advertising in other 
lines of business and you'll under- 
stand what I mean,” he added. 

Yount explained that any dealer 
enrolling in the CAS program auto- 
matically hires himself a credit 
manager, since every credit trans- 
action is evaluated by the finance 
company and the customer is 
turned down if he doesn’t warrant 
the risk. This saves the average 
serviceman thousands of dollars in 
bad debts, he said. 


Vendor's Day 


1H Invites lis 250 Suppliers 


For Get-Togethers 


MILWAUKEE.—A program of 10 
“vendor’s day” tours is planned by 
International Harvester Co.’s works 
here for 250 Wisconsin businesses 
which supply about $4,250,000 worth 
of supplies annually. 

“Through this program, we hope 
to become better acquainted with 
our suppliers,” said John E. Ober- 
nesser, works manager. 

Each firm will be represented by 
two staff members, The program 
includes the showing of a company 
film and a discussion period. 

From 40 to 50 guests will be 
brought to the plant each week. 
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ing that I was to make minor 
repairs to it the following day. 
When the following morning I 
called the bank, on which the check 
was drawn, I was told that he had 
forged his father’s signature and 
the check would not be honored. 
The father and son are jr. and sr. 


After contacting the county at- 
torney the following morning, I 
found he had been released from 
the Oklahoma State Prison just 
five days previously and had also 
served time at the Texas State 
Prison on similar charges. It is 
believed that he is in Texas, pos- 
sibly in the vicinity of Dallas. 

The description of the car is as 
follows: 

Make and Model: 1952 Chevrolet 





Dodge Engine Presented to Tech School— 
A 140-horsepower V-8 engine is presented by Dodge to the Hadley Technical High 


Rain Washes Out 
Attendance Mark 
At Dallas Show 


DALLAS. — A rainstorm on the 
last Sunday of the Southwestern 
Automobile Show at the State Fair 
of Texas, prevented the setting of 
a new record attendance for the 
exposition. 

With total fair attendance, which 
also is the yardstick for the auto 
show, amounting to 2,382,712, this 
year’s figure was 4,428 below the 
record. The attendance was the 
second highest for the two-week 
Texas show. 

Unseasonably hot weather the 
firgt few days of the fair curbed 
attendance slightly. As the show 
got into full swing, however, the 
daily average brought gate figures 


2-door; Motor No.: KAA56401; Ser-| School, St. Louis, to be used in training auto mechanics. From left are Roger Hopkins, — e oad — it is pe 
ial No.: 5KKA4627; ’53 Okla. Tag!Chrysler regional service manager; Larry Tarleton, St. Louis city manager for Dodge; t = a ab a h “at y would — 
No.: 1-70654; Color: Black with|George Schweickhardt, apprentice instructor for Local 777, Automotive Mechanics |PUMeEC anea ad it not been for 


white sidewall tires. 
Warrants have been issued for 


Union, and Alfred Mack, head of the school's auto mechanics department. 


the storm. 
- A fair official said there were 





the arrest of both men.— W 


Wondering how new-car and truck production and sales are making out? AUTOMO- 


no regrets as the rain was needed 


+ Ee 
Brant, Brant Motor Sales, Okla-|rrvz News gives you the entire story, plus many other pertinent facts concerning the} Worse than a new attendance 


homa City. 


Kelley had 


“Last year our records showed a 


need for more service customers” 


...P.T7T. Lynch, Business Manager, Kelley Motor 


Co., Springfield, Ohio. 


automotive industry, every week throughout the year. 


Like every good car dealer, Mr. Lynch wanted to 
develop a good ratio between the service and sales 
departments. A system was needed that would in- 
crease service traffic and develop permanent cus- 
tomers. 


Pure Oil helped solv 


record. 
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Kelley problem... 


When Kelley Motor Company installed Pure Oil’s 
Lubrication Follow-up System in October, 1952, to 
build service department business, their problem 
was on its way to being solved. 

Mr. Lynch states: “‘Since we started using your 
system, our Lube Department sales are up 25 per- 
cent. We have enjoyed a 20 percent increase in 
total service orders written because your system 
has contributed a great deal to making repeat cus- 
tomers out of casuals, and today about 75 percent 


Let PURE help you! 


Designed by car dealers themselves, Pure Oil’s easy to 
operate business-building record and follow-up forms 
help sell more lubrication and service jobs. 

Pure Oil also offers customers other practical service 
and sales helps—including Pure’s famous Service Man- 
val that contains illustrated, step-by-step procedures 
and easy-to-follow under chassis and under hood lubri- 
cation charts for all makes and models. 


Hundreds of car dealers are making use of these 
services, why don’t you? 






If you live in the 24-state area where Pure 
Oil products are sold, send this coupon today! 


Be sure with PURE 


Sales Offices located in more than 500 cities, including: Minneapolis 
Memphis @ Norfolk © Charlotte © Birmingham @ Atlanta 


@ Pensacola @ Jacksonville ©@ Miami 


of our follow-up reminder cards bring results.” 



















Madison @ Chicago @ Columbus. 








Pontiac Leads Royal Parade— 

When King Paul and Queen Frederika of Greece came to Washington for the first 
stop in their tour of the United States, the leading police escort car was a 1953 
Pontiac convertible. It was supplied by Jack Blank, owner of Arcade Pontiac Co. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


»|Indiana toll 





Legislative Roundup 
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(Continued from Page 22) 


ware River is scheduled for com- 
pletion in less than a year. Engi- 
neers also are surveying another 
projected Pennsylvania Turnpike 
extension, which will run to Erie. 

Florida’s Turnpike Authority is 
expected to take early action on 
the basis of reports from consult- 
ing engineers that a 103-mile toll 
highway extending northward 
from Dade County could be fi- 

nanced with a $62 million bond 
issue, 

Cost of the projected northern 
highway has been 
estimated at $218 million. 

Gov. Johnston Murray of Okla- 
homa revealed plans to call a 
special election not later than Jan. 
25 for a referendum vote on two 
1953 laws authorizing construction 
of three more toll superhighways. 

e * * 


N. J. to Issue Bonds 


sg New Jersey Highway 
Authority announced it would 
market a $135 million bond issue 





Specially balanced DUCO THINNERS 


save you time, labor and money 


It’s the expert chemical balance in DUCO Thinners that gives the best 
thinning, spraying, flowing and blush-resisting properties. Du Pont 
chemists have blended the highest-quality ingredients to make your 


jobs easier . . . bring you savings! 


DUCO Thinners help lacquer topcoats level well . . . dry to a high 
initial gloss . . . save you compounding time. And there’s little need 


for high-priced retarders which raise job costs. 


5 DUCO Thinners—3717, 3614-G, 3661, 3711 and 3608—handle 
every type of thinning job . . . work well under all shop conditions. 


Just call the Du Pont stock point nearest your shop. 


E. 1. du Pont de Nemours & Co. (Inc.) 
Refinish Sales, Wilmington 98, Delaware 


et 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY / 


for completion of the 165-mile 
Garden State Parkway. 

Under a 1953 New York law, the 
Jones Beach State Parkway 
Authority plans to market a $40 
million bond issue some time before 
April. It will be secured by receipts 
from a 10-cent toll to be imposed on 
the Southern State Parkway. 

Connecticut toll expressway bonds 
of $50 to $60 million are expected 
to be issued early next year. 

Gov. Lawrence W. Wetherby an- 
nounced Kentucky is ready to pro- 
ceed with financing and _ con- 
struction of a $30 million toll high- 
way between Louisville and Eliza- 
bethtown as soon as court rulings 
can be obtained upholding the 
validity of the 1950 state toll road 


act. 
2 + * 


Wis. Toll Act Upheld 


SCONSIN’S Supreme Court 
upheld the constitutionality of 
the toll road act, which created a 
Wisconsin Turnpike Commission to 


“RIDE DUEO THINNES 


v HIGH IN TROUBLE-FREE JOBS! = 





Du Pont Refinishing Materials 


CHEMICALLY ENGINEERED 


TO DO THE JOB BETTER 


study and construct, if found feasi- 
ble, a cross-state toll highway from 
the Minnesota to the Illinois border. 

The new Illinois toll road act is 
headed for a court test. 

New developments affecting the 
financing and construction of free 
highways include announcement by 
Gov. Dan Thornton that there will 
be no special session of the Colo- 
rado legislature this year on high- 
ways or any other subject. 

Senator Stephen L. R. Mc- 

Nichols, Denver Democrat who 
heads the long-range planning 
committee, urged a special 
session to impose $3,650,000 in ad- 
ditional annual taxes on the 
trucking industry. 

Proposals for an increase in the 
state gasoline tax and possibly 
other highway-user taxes, together 
with a bond issue, are being pre- 
pared for legislative consideration 
in New York. 

An interim state legislative com- 
mission in Minnesota has heard 
proposals for an increase of 1 or 2 
cents in the state’s 5-cent gasoline 
tax rate and issuance of highway 
bonds. 

* * * 


4.N. Y. Councilmen Seek 


Repeal of Auto Use Tax 


A bill proposing repeal of New 
York City’s $5 and $10 motor 
vehicle use tax has been introduced 
in the City Council by four Demo- 
cratic councilmen. 

Under terms of the measure, 
which was referred to the finance 
committee, the tax would expire 
before the start of another col- 
lection next spring. The levy, whieh 
has been collected twice by the 
City, brings in more than $8 million 
|a year. 
| The tax is assessed at the rate of 
|$5 for all passenger vehicles up to 
3,500 pounds in weight and $10 
for all such vehicles weighing 3,- 
500 pounds or more and for com- 
mercial vehicles of all weights. 

* * = 


N. Y. High Court Rejects 


Radar as Evidence 

| A speeding conviction based on 

| radar evidence has been reversed 
by Supreme Court Justice Hamil- 

| ton Ward in the first ruling on 

| the new speed control by an ap- 
pellate court in New York. 

| Holding the evidence was in- 

| competent, Justice Ward ordered 

a new trial in the case of Mrs. 

Anna K. Offermann, 22, of Eg- 

gertsville, N. Y. She had been 

fined $25 for speeding after a City 
Court conviction. 

| Justice Ward, made no ruling 

on the legality of radar. The sole 

| question was whether Mrs. Offer- 

mann was convicted on compe- 
tent evidence, the jurist noted. 

| = * * 





Insurance Bill 


Creation of a state-operated auto 
insurance rating bureau is pro- 
posed in a bill filed by Sen. Daniel 
Rudsten, Boston Democrat, for con- 
sideration by the 1954 Massachu- 
setts Legislature. 





Kentucky Dealers 
Choose NADA 


‘Make’ Advisers 


LOUISVILLE. — In an election 
conducted by NADA’s industry re- 
lations committee, the following 
Kentuckians have been named to 
national advisory posts by “makes:” 

Buick—F red C. Koster, Louisville; 
Cadillac—Cliff S. Alderson, Louis- 
ville; Chevrolet — Ben F. Long, 
Louisville; Chrysler — J. Rumsey 
Weir, Louisville; DeSoto — W. H. 
MacLean, Louisville; Dodge — Ray 
| Sousley, Lexington. 
| Ford—Turner A. Summers sr., 
Louisville; Hudson— Drew Faulk- 
ner, Hazard; Kaiser — Fred Kuhn, 
Louisville; Lincoln-Mercury—Tyree 
F. Wilson, Lexington; Nash — 
Homer Purdy, Madisonville; Olds- 
mobile—J. A. Dishman, Louisville. 

Packard — Reed Morrison, Louis- 
ville; Pontiac — Charley Sturgill, 
Lexington; Studebaker—Earl Pick- 
erill, Elizabethtown; Willys—Ed J. 
Kachler, Louisville. 


Voelker Heads Service 


Marion Voelker has been ap- 
pointed service manager of Youree 
Motor Co. (Oldsmobile - GMC), 
Twin Falls, Id. 
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Tax Receipts Continue Rise . . . 





Highway Users Yield 


More Cash 


Ces increases in re- 
4 ceipts from motor fuel taxes, 
motor vehicle registration fees and 
other highway-user levies, com- 
pared with the level of the corre- 
sponding period a year ago, are 
disclosed by reports from state cap- 
itals throughout the country. 

Alabama’s gasoline tax yielded 
$3,647,160 in August as against $3,- 
412,428 in the same month last year. 
The yield for the first 11 months of 
the State’s fiscal year, which starts 
Oct. 1, increased from $36,087,341 to 
$38,437,481. 

With a new 1%-cent rate in- 
crease in effect for its first 
month, California gasoline tax 
receipts during July totaled $21,- 
929,101. This was an increase of 
27 percent over June and 37 per- 
cent over the corresponding 
month last year. Gasoline sales 
were lower than a year ago, how- 
ever. 

California users of diesel fuel, 
operating almost 23,300 trucks and 
buses in July, paid the State a total 
of $1,069,965 in taxes and $12,586 in 
interest and penalties under the 
state’s new user fuel tax law, com- 
panion measure to the gasoline tax 
law. This represented an increase 
of 67 percent over the similar taxes 
assessed in July, 1952. The 1953 
Legislature boosted the diesel fuel 
tax by 2% cents a gallon. 

* + * 


EORGIA’S six-cent motor fuel 
tax yielded $5,050,833 in Septem- 
ber, compared with $4,716,140 in the 
same month last year. For the first 
three months of the State’s fiscal 
year, started July 1, motor fuel and 
kerosene tax revenues increased by 
$1,134,500 to a total of $15,304,634. 
In Iowa, where a one-cent gaso- 
line tax rate boost went into effect 
in July, the new five-cent levy 
brought in $4,883,187 in August, 
compared to $3,972,423 in the 
corresponding month a year ago. 
Collections for the first eight 
months of the current calendar 
year totaled $27,739,887, compared 
with $26,332,380 in the same period 
last year. 
Kentucky road fund tax col- 
lections, mainly from the gasoline 
were 7.8 percent higher for 
the first three months of the 
fiscal year than for the corre- 
sponding 1952 period, but were 2.3 
percent below estimates. The 
total was $13,874,530 for the 
three-month period from July 1, 
compared to $12,875,516. 
Mississippi gasoline tax col- 


New Hood Tire 
Stresses Safety 


AKRON.—A tire that needs no 
tube and proteets against punc- 
tures, blowouts and skids has been 
announced by M. G. Huntington, 
general manager of the Hood Rub- 
ber Co. division of B. F. Goodrich 
Co. 

Called the Hood Safety-Seal 400, 
the puncture-sealing tubeless tire 
features an extra-wide tread that is 
specially designed to protect against 
skidding on wet surfaces. 

Four traction center bars act like 
windshield wipers to clear away 
road film and provide a dry-wiped 
surface for fast acceleration and 
resistance to sideslip, the company 
said. 

The 400 has a layer of special 
gummy rubber under the tread area 
that seals around a puncturing ob- 
ject, preventing loss of air, the 
company said. When the punctur- 
ing object is removed, this pliable 
compound seals the hole. Another 
feature of the tire is a patented 
blowout shield that protects against 
blowouts caused by bruises. 

The tire is available in both black 
sidewalls and combination black- 
and-white sidewalls in a full range 
= low-pressure sizes, the company 

d. 


K-W Deal Set for Warrens 

Warrens Body Repair Shop, Mid- 
dletown, N. Y., Willys dealer for 
17 years, is the first Kaiser-Willys 
dealer to be signed in Orange 
County. 





to States 


lections during August totaled $3,- 
170,144.37, compared to $2,916,945,70 
for the same month a year ago. 
The total for the first eight months 
of the current calendar year was 
$23,471,233.81, an increase of $940,- 
373.86. 
* * coal 

_S precargae tax receipts in Mon- 

tana during the first nine 
months of the current calendar 
year reached a total of $12,016,261, 
an increase of $456,177 over the 
corresponding period of 1952. The 
September total was $1,916,030, an 
increase of $109,375. 

Nebraska gasoline tax collections 
during September totaled $2,762,336, 
an increase of $20,353 over the same 
period a year ago but down 
seasonally from the August figure 
of $3,307,292. 

Gasoline tax collections in New 


Mexico in August were 7 percent 
higher than in the corresponding 
month last year. Total collections 
for the first two months of the 
fiscal year amounted to $3,214,- 
940, compared with slightly over 
$3,000,000 last year, 

Topping all corresponding previ- 
ous records, Kansas in late Septem- 
ber had 905,812 State - licensed 
drivers to operate 911,177 State- 
registered cars and trucks. 

+ * * 


INCE July 1, when the new 

Kansas driver’s licenses went on 
sale, 830,618 have been issued to 
drivers of private cars and 75,194 
to drivers of trucks and other com- 
mercial vehicles. This is about 22,- 
000 more than at the same time 
two years ago, when the 1951-53 
licenses were being sold. 

The 19583 sale of $1 state 
licenses in Kansas is pushing the 
1,197,728 total sold in the past 
two-year period. C. M. Voelker, 
superintendent of the State Motor 
Vehicle Department, predicted 
that “more drivers will 
licensed in this period than in 
the last one” when all have 
bought the new ones, which are 
good to July 1, 1955. 

Voelker said 33,760 more cars and 





Back in 1862, when this steam 
automobile model was suggested, 
people still were fascinated by 
the “iron horse.” 


trucks are wearing 1953 license tabs 
than were licensed at the corre- 
sponding period last year. He added 
that when 9,000 others were regis- 
tered by the end of October the 
total 1952 record-breaking figure 
would be topped. Thereafter, all 
license tabs sold in November and 
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December will be setting a new 
mark, At the end of last year, 
Kansas had 696,183 cars and 224,- 
348 trucks registered. 


* * * 


ECEIPTS from New Mexico 
license plate sales climbed 
through Sept. 30 to $5,510,309 for 
this year, compared with $4,979,154 
for the same period a year ago. 
South Dakota receipts from 
motor vehicle registration fees dur- 
ing the first eight months of the 
current calendar year totaled $4,- 
848,550.69, an increase of $79,543.48 
over the similar 1952 period. 


There were 210,334 automobiles 
licensed, an increase of 4,814, The 
number of trucks increased from 
73,989 to 76,335. Trailer licenses 
rose from 30,230 to 30,526, 


Collections from Vermont motor 
vehicles registration and operator’s 
license fees totaled $4,838,181.57 
from Apr. 1 through Sept. 30, an 
increase of $181,415.72 over the 
same period last year. 


Vermont pleasure-cars registered 
during the six-month period totaled 
107,583, an increase of 3,126. Truck 
and other types of registrations are 
about the same as last year. The 
number of operator’s licenses in- 
creased from 91,192 to 93,350. 
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Cul 


bey -to More Profitable 


CHICAGO NEW CAR SALES 
is the 


CHICAGO DAILY NEWS 


That’s why the 


Low advertising 


rates ... plus an able-to-buy readership . . 
profitable sales for new car advertisers. 





| 


- mean more 


advertising judgment of new car advertisers again makes 


the Chicago Daily News the leading Chicago medium in the new car field 
for the first nine months of 1953. 


When it’s a profitable Chicago advertising investment you want, look to the 
Chicago Daily News to do the job .. . efficiently and economically. 


New York 


CHICAGO DAILY NEWS 


Chicago’s HOME Newspaper 
JOHN S. KNIGHT, Publisher 
DAILY NEWS PLAZA, Chicago 6, Ill. 


Detroit 


San Francisco 


Los Angeles 


Miami 
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the factory, provision 
and suggested delivery and handling 
on They do not cover 


AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., $1, 895; conv., 
$1,945; A-40 sports conv., $2,295. ‘Austin- 
Healey 100 sports conv., $2,985. (Delivered 
at U. 8. ports.) 

BUICK — Special 4-dr. 
$2,255.32; 2-dr. Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17. 
Super — 4-dr. Riviera, $2,696. 47; Riviera 
cpe., $2,610.56; conv., $3,001. 59; stat. 
wag., $3,429.73. Roadmaster — 4-dr. Rivi- 


Deluxe sed., 


era, $3,254.36; Riviera cpe., $3,358.05; 
conv., $3,505. 56; stat. wag., ,030.73; 
Skylark sports car, $5.000. ( ynaflow 


standard on Roadmaster models, optional 
at $192.50 on all others.) 
CADILLAC — Series 62—4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
clal—4-dr. sed., $4,304.88. Series 75 — 8 
pass. sed., $5,604.34; lim., $5,817.73. Eldo- 


rado—conv., $7,750. (Hydra-Matic stand- 
ard on all models.) 
CHEVROLET — One - Fifty — 4-dr. sed., 


$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
bus. cpe., $1, 524; 6-pass. stat. wag., $2,- 
010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1, 726; spt. cpe., 
$1,967; conv., $2,093; 6-pass. stat. wag., 
$2,123; 8-pass. stat. wag., $2,273. Bel Air 
—4-dr, sed., $1,874; 2-dr. 'sed., $1,820; 
Corvette—con 


spt. 
cpe., $2,051; conv., $2,175. Way 
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Current Prices on New Cars 


$3,513. (P standard on Corvette, 
optional at $178.35 on Two-Ten and Bel Air 
models. ) 


CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,562 (8-pass., $3,492.25); cl. cpe., $2,- 
540.50; Newport, $2,830.75; conv., $3,- 
045.75; oe wag., $3,321. New Yorker— 
4-dr, _— 15 (8-pass., $4,368); cl. 
cpe., $3,202" $3.503; stat. wag., 
$4,024.25. ler Yorker Deluxe—4- dr. sed., 
$3,433; cl. cpe., $3,406.25; Newport, $3, - 
707.25; conv., $3,988.25. Custom Imperial— 
4-dr. sed., $4,259.50; lim,, $4,797; Newport, 
$4,560.25. Crown Imperial—4-dr. sed., to be 
announced; lim., to be announced. (Power- 
Flite standard on all eight-cylinder models, 
optional at $189 on Windsor Deluxe.) 


DeSOTO—Powermaster Six — 4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,- 
364; stat. wag., $3,107.75. Fire Dome V-8 
—4-dr, sed., $2,673 ‘(8-pass., $3,558.75) ; 
cl, cpe., $2,651.50; Sportsman, $2,922.50; 
conv., $3,144.25; stat. wag., $3,381. 
(PowerFlte optional at $189 on all models. ) 


DODGE—Meadowbrook Six — 4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8—4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—4-dr. sed., $2,136; cl. 
epe., $2,109; 2-dr. stat. wag., $2,228.50; 
4-dr. 2-seat stat. wag., to be announced; 
4-dr. 3-seat stat. wag., to be announced. 
Coronet V-8—4-dr. sed., $2,244.50; cl. cpe., 
$2,223; spt. cpe., $2,380.25; conv., $€2,- 
513.75; 2-dr. stat. wag., $2,517; 4-dr. 2-seat 
stat. wag., to be announced; 4-dr. 3-seat 
stat. wag., to be announced. Royal V-8— 
4-dr. sed,, $2,372.75; cl. cpe., $2,349; spt. 
epe., $2,503; conv., $2,632. (Gyro-Matic 
optional at $130.10 on Meadowbrook Six 
and V-8. PowerFlite optional at $189 on all 





other models except Coronet Six station 
wagons. ) 

FORD—Mainiine 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus. cpe., $1,537.33; 
stat. wag., $2,018.90. Oustomline 6—4-dr. 
sed., $1,782.69; 2-dr. sed., $1,733.79; cl. 
cpe., $1,743.29. Mainline 8 — 4-dr. sed., 
$1,766.09; 2-dr. sed., rare bus. cpe., 
$1,613.53; stat. wag., $2,095. Oustom- 
line 8 — 4-dr. sed., $1,858.35; oS sed., 


$1,809.45; cl. cpe., $1,819.50; stat. wag., 
$2,266. 76. Orestline 8—Victoria, $2,120.23; 
conv., $2,229.92; stat. wag., $2,403.24; 


(Fordomatie optional at $184 on all mod- 
els.) 

FORD OF BRITAIN—Prefect 4-dr. sed., 
$1,337.04; Anglia 2-dr. sed., $1,179.07; 
Consul 4-ar. sed., $1,695; Consul conv., 
$2,075 (power top. $150 extra); Zephyr 
Six 4-dr. sed., $1,890; Zephyr Six conv., 
$2,425. (Delivered at New York port of 
entry.) 

HENRY J — Corsair Four — 2-dr. sed., 
$1,399. Corsair Deluxe Six — 2-dr. sed., 
$1,561.18. 

HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 
utility, $1,836.75. Super Jet—4-dr. sed., $1,- 
954; 2-dr. sed., $1,932.75. Jet-Liner—4-dr. 
sed., $2,056.60; 2-dr. sedan, $2,045.85. 
Wasp—4-dr. sed., $2,256.11; 2-dr. sed., $2,- 
209.43; cl. cpe., $2,256.11. Super Wasp— 
4-dr. sed., $2,465.84; 2-dr. sed., $2,413.28; 
el. cpe., $2,465.84; Hollywood, $2,704; 
conv., $3,004.20. Hornet — 4-dr. sed., $2,- 
768.86; cl. cpe., $2,741.99; Hollywood, 
$2,987.75; conv., $3,287.70. (Hydra-Matic 
optional at $178.03 on all models in Jet 
category. Borg-Warner automatic trans- 
mission optional at $178.03 on all other 
models. ) 


JAGUAR—Mark VII 4-dr. sed., $4,255 
Mark VII 4-dr., sed. with automatic tane- 
mission, $4,450; hardtop, $3,875; modified 
hardtop, $4,075; conv., $3,975; modified 
=a $4,175; open sports, $3,345; modified 

’ sports, $3,545. (Delivered at U. 8. 
ports of entry.) 

KAISER — Carolina — 4-dr. sed., $2,- 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 


sed., $2,512.79; club sed., $2,459; 4-dr. 
Manhattan—4-dr. sed 


Traveler, $2,618.55. * 
$2,649.63; club sed., $2,596.76. Dragon— 
$3,923.91. (Hydra-Matic standard on Drag- 
on, optional at $178.55 on other models.) 
LINCOLN — Cosmopolitan — 4-dr. sed., 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 
$3,766; ‘‘hardtop’’ $3,869; conv., $4,030.50. 
(Hydra-Matic standard on all models.) 
MEROURY — Custom — 4-dr. sed., $2,- 
250.50; .2-dr. sed., $2,193.50; spt. cpe., 
$2,315. Monterey — 4-dr. sed., $2,332.50; 
hardtop, $2,451.50: conv., $2.609.50: 8- 
pass. stat. wag., $2,825.50. (Mere-O-Matic 
optional at $189.81 on all models.) 


NASH — Rambler Super — Suburban §2,- 
002.60. Rambler Custom—Hardtop, $2,125; 
conv., $2,150; stat. wag., $2,118.90. States- 
man Super — 4-dr. sed., $2,178.35; 2-dr. 
sed., $2,143.55. Statesman Custom—4-dr. 
sed., $2,331.70; 2-dr. sed., $2,309.50; hard- 
top,’ $2,433.20. Ambassador Super — 4-dr. 
sed., $2,557.20; 2-dr. sed., $2,520.75. Am- 
bassador Custom — 4-dr. sed., $2,716.45; 
2-dr. sed., $2,695; hardtop, $2,828.60. 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassador. ) 


OLDSMOBILE—Deluxe 88 —4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed., $2,- 
395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., a 785.82; hardtop, 
$3,021.75; conv. $3,228.84 : Fiesta sports 
car, $5,715. (Hydra- Matic standard on 
Fiesta, optional at $178.35 on all other 

odels. ) 


m ~ 
PACKARD—Olipper—4-dr. sed., $2,598; 





YOU CAN SELL 





UNDERSEAL 





TO 9 OUT OF 10 
CAR BUYERS 


3-step selling program shows you how 


3M “UNDERSEAL” Rubberized Coating is more than a product... it’s a complete 
selling program! In fact, 3M “UNDERSEAL” offers you the only program in the indus- 
try that’s designed specifically to increase your undercoating sales. Here’s the story: 





A 3M salesman will hold 


J 
' a sales meeting with your 
- @ new car and service sales- 


men to show them how to se// “UNDERSEAL”. 


With a sound slide 


resentation he will show them 


in detail how “UNDERSEAL” is important to the 
dealer, the salesmen, and the car owner. And he’ll 
explain the “UNDERSEAL” service floor plan—a 
tested business booster for your service department. 
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RUBBERIZED COATING 


Made in U.S. A. by Minnesota Mining & Mfg. Co., St. Paul 6, 
Minn. —also makers of “Scotch” Brand Pressure- Sensitive Tapes, 
“Scotch” Sound Recording Tape,“‘Scotchlite” Reflective Sheeting, 
“Safety-Walk” Non-Slip Surfacing, “3M” Abrasives, 
“3M” Adhesives. General Export: 122 E. 42nd St., 
New York 17, N. Y. In Canada: London, Ont., Can. 


= 982|2 Then, 3M will supply 
@ you with a complete se- 
lection of direct mail pieces 
He Sopra with your company 


Cesena anasaeasae | 


MINNESOTA MINING & MFG. CO. 


i icatctena 


name. Also you will get booklets, posters and dem- 
onstration easels on selling “‘UNDERSEAL” for your 
use in your show-room and service department. 





And finally, 3M’s Service 

@ Program, right in your serv- 
ice department, will educate your 
undercoating applicators on care 


of equipment, better spraying techniques and the best 
car-masking methods—all helping you make more 
profit, keep the shop cleaner and build customer 


good will. 


Write today for more information. 


“UNDERSEAL”’. . . the undercoating product with a Selling Program 


aoa AY RI tre eee ee ee ee eee 


Geo! I'd like more information about 3M's “UNDERSEAL” selling program. 


nD A 
COMPANY 


I had scsecccipcabletensnsioninnieentcc 


Dept. UAN 1, St. Paul 6, Minn. 
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2-dr. sed., $2,544; ee oo 

805. Clipper Deluxe — mtd 
2-dr. $2,691. Soctned--Govabeer 4-dr 
sed., "$3,248; Mayfair hardtop, $3,278 


conv., $3,486; Patrician 4-dr. sed., $3,740 
Caribbean conv., $5,210; formal sed., $6, 
531; executive sed., $6,900; corporatio: 
lim., $7,100, (Ultramatic standard on Pa 
trician and formal sed., optional at $19: 
on all other models.) 

PLYMOUTH — Plaza 4-dr. sed., $1,765 
cl, sed., $1,727.25; bus. cpe., $1,617.50 
stat. wag., $2,064. Savoy—4-dr. sed., $1, 
872.50; cl. sed., $1,835; cl. cpe., $1,842.50 
spt. cpe., $2,064; conv., $2,220; ‘stat. wag. 
$2,207.25. Belvedere—4-dr. sed., $1,953.25 
spt. cpe., $2,145; conv., $2,301; stat. wag 
$2,288. (Hy-Drive optional at $145.80 on al: 
models. ) 

PONTIAC — Chieftain Special — 4-dr 
sed., Ten 2-dr. sed., © 51 006.36. Chief 
tain 6 Deluxe—4-dr. sed., $2,118.53; 2-dr 
sed., $2,060.28; conv., $2. 444.21. Y 
8 Special—4-dr. sed., "$2,089.62; 2-dr. sed 
$2,031.45. Chieftain 8 Deluxe—4-dr. sed 
$2,193.51; 2-dr. sed., $2,136.32; conv., $2, 
517.66. Catalinas— Deluxe 6, $2,304.30 
Custom 6, $2,370.43; Deluxe 8, $2,379.99 
Custom 8, $2,446. Station wagons—Two 
seat Special 6, $2,449.61; three-seat Spe 
cial 6, $2,505.15; two-seat Deluxe 6, 2, 
589.61; two-seat Special 8, $2,524.61; three 
seat Special 8, $2,580.15; two-seat Deluxe 
8, $2,663.61. Grain finish on all station 
wagons, $80 extra. (Hydra-Matic optiona! 
on all models at $178.35.) 

ROOTES—Hiliman Minx—4-dr. sed., $1,- 
699; California hardtop, $1,899; conv. 
$1,899; Hillman stat. wag., $1,949. Humber 
—Hawk -sed., $2,399; Hawk touring lim., 
$2,699; Super Snipe sed., $3,295; Super 
Snipe touring lim., $3,595; Pullman lim., 
$5,110. Sunbeam - Talbot — sed., $2,699; 
conv., $2,899; Sunbeam Alpine _ sports 
conv., $2,999. Rover—sed., $2,899. (Deliv- 
ered at U. S. coastal ports.) 

STUDEBAKER — pion Custom — 
4-dr. sed., ao 2-dr, sed., $1,735.12. 

juxe — 4-dr. sed., $1,862.83; 
m51.830.58; 5-pass. cpe., $1,- 

21. Regal—4-dr. sed., $1,- 
949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 
$1,954.55; hardtop, $2,115.80. Commander 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed., 
$2,088.90; 5-pass. cpe., $2,126.52. Com- 
mander Regal—4-dr. sed., $2,207.54; 
5-pass. cpe., $2,212.91; hardtop, $2,374.16; 
Land Oruiser 4-dr. sed., $2,315.64. (Auto- 
matic Drive optional at $231.24 on Cham- 
pion, $243.08 on Commander.) 

WILLYS — Aero Lark — 4-dr. sed., $1-, 
727.15; 2-dr. sed., $1,640.99. Aero Falcon— 
4-dr. sed., $1,856.95; 2-dr. sed., $1,792.33. 
Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed., 
$1,963.50. Aero Eagle—Hardtop cpe., $2,- 


2-dr. sed., 
868.21 


157.18. Station wagons — 4-cyl., $1,862.70 
— drive, $2,304.55); 6-cyl., $1,- 






Buyer Choosy? 
That's Just the 
es aa e 

Artist in Him 
MINNEAPOLIS.—Car makes, 
colors and body styles are a means 
of self-expression for the persons 
buying them, declared Pierre Mar- 
tineau, manager of research and 
presentations of the Chicago 
Tribune, in an address at the an- 
nual Marketing Research Institute 
of the Minnesota chapter of the 
American Marketing Assn. in Min- 
neapolis. 

“Just as the way I part my hair, 
my manner of walking, and the 
style of my clothes expresses cer- 
tain things about me, so also do I 
use the food I serve and the brands 
of cigarets I smoke as vehicles of 
self-expression,” he said. 

Product research which doesn’t 
try to define these symbolic mean- 
ings has to be inconclusive, Mar- 
tineau said. It is also important, 
he said, to find out whether the 
symbols which the advertiser is 
using are communicating with his 
audience. 

Martineau said that just as mod- 
ern medicine recognizes the psy- 
chosomatic aspects of many 
organic disturbances, market re- 
search should look for the motiva- 
tional aspects of many of its 
problems. 

“Nearly all our studies empha- 
size that the prime objective of an 
advertising campaign is to create 
@ personality for a product or an 
institution,” he said. 

“The institutions and the prod- 
ucts with character are the ones 
that stand out from the crowd. 
They have the high sales; they 
have the customer loyalty. And 
how do you build personality into 
a@ product with advertising? The 
largest part is done by indirection 
and symbolic communication.” 


N. Y. Driver Exonerated 


In Truck Overloading 
ALBANY. — A Columbia County 
judge has declared unconstitutional 
a section of New York’s motor 
vehicle law that holds a _ truck 
driver responsible for the weight of 
his load, though he may not have 
known the vehicle was overloaded. 
Judge William E. J. Connor, 
Hudson, held that the section “de- 
prives a man of his livelihood with- 
out due process of law” in vio- 
lation of the State Constitution. He 
set aside the conviction of Clifford 
E. Vadakin, Chatham, who was 
oe $100 by a justice in Kinder- 
00) 
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DETROIT. — Even though 37,000) 
persons in the U. S. died in 1952 as| 
the result of motor vehicle acci-| 
dents, the trend in automobile de- 
sign over the past 40 years has 
resulted in safer, more comfortable | 
and more dependable travel. 

This was the gist of an address 
by Glenn F. Doyle, Ford Motor 
Co. supervisor of body and struc- 
tures, at the annual technical con- 

vention of the American Society 
of Body Engineers here, 

“Death rates in spite of increased 
traveling speeds have shown a de- 
crease,” Doyle said. “Based upon 
100,000 miles of travel, the rate has 
decreased from about 18 in 1925 to 
about 7% at the present time.” 

He said that an engineering an- 
alysis of the problem indicates that 
no automobile structure can be pro- 
duced which will ever give motor- 
ists complete safety. 

But, continued Doyle, auto mak- 
ers have helped make travel safer 
through the years by developing in- | 
ternal brakes, four-wheel brakes, | 
windshield wipers, power brakes, | 
automatic transmissions and power 
steering. 

He said manufacturers have also 
contributed to safety by insisting 
on steering, brake and suspension 
parts which will not fail under the 
roughest possible treatment. 

“Materials are selected which 
will yield rather than fracture 
under excessive loading so that 
control would not be lost entirely, 
though alignment may be af- 
fected,” Doyle stated. 

Doyle declared that the all-steel 
body was a big step in safer travel. 
He said the steadily increasing 
glass areas, which permit better 
driver vision, also contribute to, 
safety. 

“Perhaps padding.would keep! 
people from becoming bruised and 
cut in very minor collisions and if 
there is sufficient depth of pad it 
could conceivably reduce the injury 
rate,” he said. 

“I don’t know of any way to pad 
the glass areas of a motor vehicle. 
Our padding advocates might have 
us riding in a padded cell.” 

Doyle exemplified what he con- 
siders to be the folly of padding by | 
comparing an accident in a well- 
padded car to a person wearing a) 
nice, soft pad on his head while} 
being hit with a very heavy object. 

Convention delegates also heard 
an address by Martin Coffin, di- 


Car, Truck Sales 
Rise in Australia | 


CANBERRA, Australia —(UTPS) | 
—Car and truck registrations in | 
Australia for July and August in-| 
dicate a healthy motor vehicle in-| 
dustry. 

July registrations totaled 14,793, | 
the highest since May, 1952, when 
there were 15,022 registrations. The 
total last June was 12,109. Top| 
sellers were Holden, Ford, Austin | 
and Morris, in that ‘order. 

There were 13,102 registrations in| 
August, an increase of 2,681 over 
the same month in 1952. 








Paretti Pontiac Delivers 
14 Cars to La. Bureau 


Paretti Pontiac, New Orleans, re- 
cently sold 14 new Pontiacs to the 
Louisiana Highway Department. 

Joseph L. Paretti, vice-president, | 
and John Stewart, sales manager, | 
delivered livers’ the carm == cars. 
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FILTER CARTRIDGES 
SELL YOUR BEST RURAL 
CUSTOMERS THROUGH 


OTT Tay 


-Leader 


in Automotive Advertising 
Where Automotive Ownership 


Is Greatest 


Speeds Rise, Deaths Fall 


Ford Official Recounts Progress in Auto Safety 
At Meeting of Body Engineers 


rector of styling for Chatham 
Mfg. Co., Elkin, N. C., on “The 
Revolution in Automotive Uphol- 
stery.” 

Coffin explained how women, and 
the desire to improve the auto in- 
expensively, had produced this rev- 
olution, He said improving car 
interiors required no expensive dies 
as did new bodies and new engines. 

He briefly discussed the advan- 
tages and disadvantages of some 
of the fabrics now used in uphol- 
stery—wool, cotton, rayon, nylon, 
orlon, dynel, dacron, saran, vinyon 
and vicara. 

Richard E. Kimball, of the Lin- 
coln-Mercury product planning de- 
partment, spoke on preparation and 
participation in the 1952 Pan-Amer- 
ican Road Race. 

Kimball explained that the Lin- 
coln-Mercury management had 
agreed to lend technical assistance 
to seven Lincoln entries in the race. 

While the cars were essentially 
production models, changes had 





Profit-producing huddle includes Bert Perley; Tom Dalton, DeVilbiss field man; 
Jim Miller, Service Manager; and Jim Burcher, jobber. 






to be made to improve the safety 
factor and the racing ability of 
the car, he said, 

These preparations included the 
installation of heavy-duty sway 
bars, special auxiliary gas tanks 
with electric pumps, additional 
shock absorbers and induction 
hardened rear axles. 

Kimball said that the entire 1,- 
900-mile route through Mexico was 
driven over in a test car at various 
speeds and, with the aid of a tape 
recorder, every curve was logged 
for its top safe speed. Tire change 
locations were also listed. 

Arthur Manoli, assistant gen- 
eral superintendent of the tool, 
die and fixture division of Briggs 
Mfg. Co., spoke on “Types of 
Dies and Their Functions.” 

Other speakers included Rudolph 
E. Olila, Packard design leader; 


AUTOMOTIVE NEWS, NOVEMBER 16, 1953 53 





Mario Revelli De Beaumont, Gen-| Warren-Cadillac in New Home— 


eral Motors executive engineer in 
charge of future design; Raymond 
L. Logue, Kaiser chief body engi- 
neer; Thomas Bannister, DeSoto 
design supervisor, and Howard K. 
Gandelot, GM vehicle safety engi- 
neer, 

Presiding over the convention 
was Kenneth E, Coppock, president 
of the society. 


This is the “back door" to the new building of Warren-Cadillac, Inc., Minneapolis, 
described by the firm as “one of the world's most modern and complete motor car 
establishments.” The area adjacent to the service entrance measures 300 by 140 
feet, and offers parking space for customers. The building is located on Wayzata 
Bivd., the city’s main thoroughfare. The plans called for eventual expansion, but 
even before the structure was completed, it was found necessary to build additional 
floors tc accommodate the paint, body and specialized service shops. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 





“See Your Car Painted” idea creates new interest, 
and customers. 





Scientific lighting, good ventilation help assure 
better job. 


This conference boosted body and paint 
shop sales 127% in just 8 weeks 


Courtesy Chevrolet's paint and 
body shop was cramped into a 
corner of the busy Los Angeles 
dealership’s regular service build- 
ing. Many jobs that should have 
meant profits had to be “farmed 
ut.” Still others had to be passed 
up entirely. But Bert Perley, paint 
and body manager, knew his de- 
partment had a terrific potential. 

A garage building nearby became 
available. Bert started the ball roll- 
ing by calling in his DeVilbiss 
jobber for advice. On his recom- 
mendation Bert installed a new 
DeVilbiss “showroom” spray booth, 
equipped his painters with a 





Air Compressors 


BRANCH OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES THROUGHOUT THE UNITED 


Hose and Connections 


complete battery of spray guns, air 
transformers, compressors and 
other accessories. 

The DeVilbiss spray booth was 
placed against a building entrance 
to give customers and passers-by 
an excellent view of the whole 
careful spray operation. Courtesy’s 
new facilities were merchandised 
by a “See Your Car Painted” pro- 
gram. 

Within eight weeks Courtesy’s 
vastly improved set-up boosted 
paint and body shop sales 127%. 
Over-all service absorption was up 
70%. Major paint jobs jumped from 
an average of one every two or 


Spray Booths 


Spray Guns 


three days to three or four each 
day. Insurance adjusters began to 
bring their heavy business. 


Opportunities for you 
Your local DeVilbiss jobber can 
help you profit from the trend 
toward appearance service. He'll 
be glad to furnish information on 
the latest DeVilbiss spray methods 
and materials. Why not call him 
today? 


THe DeVitsiss COMPANY, Toledo, Ohic 


Windsor, Ontario « London, England 
Santa Clara, Calif. 


FOR BETTER SERVICE, BUY 


DeViLBiSS 





STATES, CANADA AND THE WORLD 
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Market 


MERCURY—'53 Monterey (8) 4-dr., $2,- 
- 210; Custom (8) 2-dr., 2,155. "51 
The average overall price of wholesale used cars slid another $9 last Custom (8) 2-dr., $1,170; on. $1,065, 
week to a postwar low of $759, according to Automotive News’ index. 6m. 50 Customs (8) Ss ee $755. 
"4 ‘ustom (8) 4-dr., , $515. 
All models except 1953s declined in price. An increase of $40, which | NasH—'50 Statesman 3-dr., $445. 
did not make up the $66 loss suffered a week earlier, pushed the | OLDSMOBILE—'53 (88) i $2,315*. °50 
average price for ‘Ste to $1,908 | fitte Bian de, gre ae abs 
The biggest loss, $38, was noted on ’48s, the first major setback for dr., $705. '47 (76) sedan, $280°. 
that model in six weeks. Other price setbacks were ’51s, down $21; PACKARD—'60 2-dr., $5865. 4-ar.. §2,120° 
"52s, down $15; 49s, down $14; ’47s, down $14; ’50s, down $7, and 46s, $2,010*: Plaza, $1,990*; Savoy coupe, 
down $1. $1,805. ‘53 Cembridge 4-dr., $1,663; 
Cranbrook club coupe, $1,295. ’51 Cran- 
The market was a shade more active last week, with 61 percent of brook 4-dr.. $705. ™ 9 
the offerings sold at nine representative auctions, compared to 60 | PONTIAC—'5S Chieftain (8) 4-dr., $2,205. 
percent a week earlier. Dealers bought 1,099 of the 1,816 units offered. | S's. '°t8'" 65) FOr Sedo?’ Gainer 
In the preceding week, they bought 1,198 of 1,997 cars offered at 10 Streak 2-dr., $255. : 
STUDEB. R—'52 4-dr., 
auctions. So ee ad ere Cruise ae "a9 | CHEVROLET—'53 Bel Air 2-dr., $1,580. 
. . . $895. ‘50 Land Cruiser 4-dr., $545. , , 
Prices marked with an * indicate a unit equipped with an automatic Land Cruiser 4-dr., $305. ‘52 SL om ——_ eH $1, a $995. 
transmission or overdrive, and (ps) indicates power steering. $700. "50 BL Deluxe 4-dr., $685", $675°; 
las tall, ellie ieee ie die eid FT. WAYNE, IND. 2-dr., $680, "49 SL Delux conv., $525; 
DENVER $2,950". (ps). "49 (62) 2-ar sone ae (Carl Marker’s Auto Auction. Sale every case: oar gone, 9 $595. '47 SM 4-dr., 
Derver Auto Auction. Sale every Tues- , . ce : Tuesday. Prices are for sale of Nov. 3.) , ne , 
any. Priewe axe fer aale of Nov. 2) BL BGS, Bel Ale Ade” gicase, "i770, | py Not ,much change in prices. Both | CHRYSLER—'51 Windsor 4-dr., $1,030. 
(Market steady, no change since previ- | $1.765. $1,755; %-ton pickup’ $1,200, | DUsers and consigners well pleased. Sold | DODGE—'48 Deluxe 4-dr., $335. ; 

y *a80’ °RO aT.’ : 113 cars out of 146 offerings.) FCRD—’52 Custom (8) 4-dr., $1,100. '51 
ous week, 85 cars sold out of 162 of- $1,150. '52 SL Special coupe, $1,005; %- 2 - ° 1} 4-d $825; Custom (8) 2-dr 
ferings. ) ton pickup, $985. '51 SL station wagon, | BUICK—’53 Super Riviera 2-dr., $2,250°. Deluxe (8) 4-dr., $825; mes 

4 > $960; SL 4-dr., $875; FL Deluxe 4-dr 52 Special 4-dr., $1,390*; Super 4-dr., $875, $865; Custom (6) 2-dr., $695. '50 

BUICK—-’53 Super Riviera 2-dr., $2,330°*; , " ’ + | $1,485. '51 Special 4-dr., $1,095*; Super} Custom (8) station wagon, $715; 2-dr., 

— oe “ $2,305° (ps); Special cuny ; “ee conv., $1,030*. '50 Super Riviera 2-dr.,| $615; 4-dr., $740, $640; Deluxe 2-dr., 

-dr., $1,5 0 52 Super Riviera 2-dr., SLER—'54 NY 4-dr., $3,156*. ‘53 $1,170*; 4-dr. $900°, $750; Special $505. °49 Custom (8) 2-dr., $495, $425; 

$1,575. '51 RM Riviera 4-dr., $1,090*.| NY 4-dr., $2,320* (ps). ‘49 Windsor ’ ‘ . 48 Del (8) 4-dr., $300 

> ° sedanet, $690. '47 Super 4-dr., $220. 4-dr., $395. °48 Deluxe ) 

50 RM Riviera coupe, $990°. conv., $610°. CADILLAC—’53 (62) 4-dr., $3,650* (ps).| °46 4-dr., $245; 2-dr., $185. 
CADILLAC—'53 (60) Special 4-dr., $4,- | DODGE—’54 Coronet (6) 4-dr., $2,120. 51! °51 (62) 4-dr., $2,365°, FRAZER—'49 4-dr., $230. 











Used-Car Auction Prices 
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Coronet (6) 4-dr., $955°. 

FORD—’53 Custom (8) sedan, $2,060; (6) 
ranch wagon, $1,875. '51 (8) 4-dr., $905; 
%-ton pickup, $585; (6) 2-dr., $570. '49 
Deluxe (8) 4-dr., $385. 48 %-ton pickup, 
$415. °40 (8) 2-dr., $135. 

HUDSON—’52 Hornet 4-dr., $1,285. ‘48 
Super (6) 4-dr., $250. 





Trend 











CHECK THESE NEW PROFITS 


Direct Action Hydraulic 


(TRADE MARK) 


The Qn/y Power Steering You Can 
Install in Your Shop! surest, safest, 


simplest, Monroe Power-Guide makes possible the in- 
stallation of power steering in cars after they leave the 
factory . . . an exclusive Monroe feature. Monroe 
Power-Guide has fewer parts than any other power 
steering. Valve and cylinder are contained in one com- 
pact unit which replaces the original drag link . . . any 












=i . competent serviceman can make the installation in 
ront icH. (Spee ee about four hours. An excellent profit on every Power- 
ssily | RO! akers - Guide sale. Become power steering headquarters in 
wer | in E > P your area. Write, wire or phone, today! Monroe Auto 








SUREST 





COMPLETE CONTROL — Monroe Power-Guide 
gives you the “feel of the road” at all times, yet 
absorbs road shock, eliminates wheel fight. Reduces 
nervous and muscular fatigue to absolute minimum__ 


leaves you relaxed, rested after 


Equipment Co., Monroe, Mich.—World’s Largest 
Maker of Ride Control Products. 





EFFORTLESS PARKING — Monroe Power-Guide 
takes the work out of parking. Three pounds pres- 
sure on steering wheel applies 750 pounds to front 
wheels. This permits turning wheels easily even 
when car is standing, for easy, effortless parking. 


NEW SAFETY—Monroe Power-Guide gives you 
new safety on soft shoulders, through gravel or 
sand, mud or snow. Holds car’s course true in heavy 
cross winds. Blowouts, too, are robbed of danger 
when car is equipped with Monroe Power Steering. 


day-long trips. 


Average Used-Car Prices 


(Compiled by Automotive News) 















Nov. 1953 Oct. Sept. 
Model To Date 1953 1953 
1958... $1,908 $1,934 $2,091 
1952. 1,190 1,296 1,404 
1951 875 952 1,042 
1950... 699 744 833 
1949... 525 558 632 
1948 359 389 445 
1947. 276 295 338 
1946............ 243 253 274 
Overall ——— 
Average $ 759 $ 803 $ 882 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 





HUDSON—’49 4-dr., $385. 

KAISER—’51 4-dr., $625; Deluxe 4-dr., 
$765*. °47 4-dr., $115. 

MERCURY — ’53 Monterey conv., $1,895. 
‘51 Deluxe 4-dr., $1,025. 

NASH—’51 Custom Rambler conv., $490. 
‘48 Super (600) club, $230. 

OLDSMOBILE—’53 (88) 4-dr., $2,095. '51 
(98) Holiday 2-dr., $1,495*; (88) 2-dr., 
$1,300*. °46 4-dr., $150. 

PLYMOUTH—’54 Plaza 4-dr., $1,505. ‘51 


Cranbrook club, $825. '50 Deluxe 2-dr 





$550, $505. °49 Special Deluxe 4-dr., 
$450; 2-dr., $545. ‘47 Special Deluxe 
2-dr., $205. 

| PONTIAC—’ 52 (8) 4-dr., $1,275*, $1,150 





2-dr., $1,125. ’51 (8) 4-dr, $950; 2-dr., 
| $1,065*; (6) sedanet, $760. "50 (8) 4-dr 
$830°, $825*. °49 (6) 4-dr., $675*; (8) 
2-dr., $605. 
STUDEBAKER — ‘'53 Commander club 
coupe, $1,600. "50 Champion coupe, $480; 
| 4-dr., $450; 2-dr., $475. °49 Commander 
| coupe $430. 


| MISCELLANEOUS — '52 Ford (6) %-ton 
pickup, $780. 51 Ford %-ton pickup, 

$700. 

ALBANY 

(Tim Anspach Auto Auction. Sale every 
| Monday. Prices are for sale of Nov. 2.) 

(Today’s car offerings were 

| of @ ragged lot, making prices appear 
much lower than they really were. Prices 
on nice cars held about steady. More 

| buyers than usual attended. Sold 114 cars 

out of 137 offerings.) 


| BUICK—’50 Special sedan, $760*. '49 RM 


sedan, $750°. °48 Special sedan, $380; 
Super conv., $510. '47 RM conv., $330; 
sedan, $210. '46 Super conv., $175; sedan, 


$320; Special sedan, $115. 
CADILLAC — ’47 (61) sedan, $625*. ‘39 
(62) sedan, $110. 
CHEVROLET — ’°53 (210) sedan, $1,500; 
Bel Air sedan, $1,675, $1,670; (150) se- 


dan, $1,475; ‘%-ton pickup, $900. ’51 
$550. 50 SL Special se- 
dan, $680; SL Deluxe station wagon, 


| 
%-ton pickup, 


$880; sedan, $750, $650; 
dan, $770, $680°; ; 

"49 SL Deluxe conv., $650; sedan, $650; 

| 

| 


2-ton van, $375. '48 Aerosedan, $450, 
$380. °47 Aerosedan, $310; FM club 
coupe, $515; 1%-ton stake, $220. ‘46 
SM sedan, $250. 

CHRYSLER — $400°; 


"48 a sedan, 


‘51 Coronet sedan, $950. ‘50 
Coronet Diplomat, $980*. 48 ‘Custom se- 
dan, $310. °46 Custom sedan, $230. 

FORD—'52 Main (8) station wagon, §1,- 

sedan, $970, $905; Victoria, $1,- 

190; Custom (6) sedan, $800. 51 Vic- 

toria, $1,130*; (8) %-ton pickup, $500. 

"50 Deluxe (8) seden, $725; Deluxe (6) 

sedan, $550, $525, $500; Custom (8) 

sedan, $770, $625. '49 Custom (8) sedan, 

$535; (6) club coupe, $480. ‘48 Deluxe 

(8) sedan, $210; Super Deluxe (8) sedan, 

$190. °47 Deluxe (6) sedan, $140; De- 

luxe (8) sedan, $310. '46 Deluxe (6) 

sedan, $310, $210. 

| HUDSON—’52 Hornet sedan, $1,360*. °48 
Commodore (8) sedan, $220; Super (8) 

sedan, $200, 

sedan, $180. 


LINCOLN — 


420°; 


$170. '47 Commodore (6) 


"49 coupe, $420. 
$300. 


MERCURY—’53 sedan, $1,900*. '52 sedan, 
$1,400, $1,380°. ‘51 coupe, $950. ‘49 se- 
dan, $385, $380*; coupe, $375; conv., 
$330. °47 conv., $230. 

NASH — ’50 Statesman sedan, $450. "45 
(600) aa. $235, $200. °47 (600) se- 


dan, i 

OLDSMOBILE—’'50 (98) sedan, $860*. ‘47 
(66) conv., $310°; (76) sedan, $200° 

| ‘46 (76) sedan, $220*, $180*; (66) sedan, 
oft $130°. 
ACKARD—’'46 Clipper sedan, $130. 

PLYMOUTH_’54 Savoy sedan, $1,810. ’52 
Cambridge club coupe, $900, °49 Specia! 
Deluxe conv., $560. °48 Special Deluxe 
sedan, $450. "47 Special Deluxe sedan 
$270, $130. 

PONTIAC—’53 Chieftain Deluxe (8) Cata 
lina, $2,400*; sedan, $2,000. ‘51 Chieftain 

| (8) sedan, $1,000. °'47 Streamliner (8) 
sedan, $320. ’46 Torpedo (8) sedan, $220 
Streamliner (8) sedan, $150. 

STUDEBAKER—’51 Champion sedan, 
a sedan, $560*. °49 Champion 
sedan 

WILLYS-'s2 52 sedan, $855*. '49 Jeep, $560. 

MISCELLANEOUS — ’51 Henry J sedan 
$230. °49 GMC %-ton pickup, $460. ‘45 
GMC %-ton pickup, $310. ‘47 Inter- 
national %-ton pickup, $310. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs 

day. Prices are for sale of Nov. 5.) 
(Clean cars brought good prices. Sold 
51 cars out of 120 offerings.) 

BUICK—’50 Super sedan, $745*; Riviera 
$905°; Special sedan, $795°. ‘49 Super 
sedan, $420*. 

CHEVROLET—'52 SL Deluxe sedan, $1, 
090. "51 SL Deluxe sedan, $915*. 
Deluxe sedan, $485. ‘48 FL sedan, $455 
$385. ‘47 FL sedan, $295. ‘46 Deluxe 
club coupe, $310. "42 Deluxe sedan, $145. 

CHRYSLER—'49 NY sedan, $630*. 

DeSOTO—'48 Custom sedan, §$270*. 

DODGE — '53 Coronet (8) Diplomat, $1,- 
500*. "51 Meadowbrook sedan, $800*. °49 
Coronet club coupe, $405. ‘46 Custom 
sedan, $160°. 

FORD — ‘53 Custom (8) sedan, $1,835 
$1,790; Country Squire, $2,250; Main (8) 
ranch wagon, $1,830. ‘51 Custom (8) 
sedan, $880. 50 Custom (8) sedan, $745 
$705; Deluxe (6) sedan, $690. '47 Super 
Deluxe sedan, $385. 

FRAZER—49 Deluxe sedan, $300. 

(Continued on Page 55, Col. 1) 
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2-dr., $700. "49 SL Deluxe 2-dr., $650, | OHRYSLER—’51 Windsor 2- ’ 
oaks $580. “48 eM 4-dr., $405. station wagon, $640. a ae 

A indsor 4- dr., $1,200°. | FORD—’53 Custom (8) 4-dr., $1,700*. '52 

51 Windsor 4-dr., $1,010*, $950°. '48| Custom (8) 4-dr., $690. '50 Susten () FLA hs H-A- CA ae 


Used-Car Auction Prices 

















NY 4-dr., $425°*. "47 NY 4-dr., $205. 2-dr., $590; 4-dr. $510. °49 Deluxe (8 S 
DODGE—' 52 Coronet 4-dr., $i, 165°. °49 2-ar.” $555. °48 (8) 2-dr., $485, $360. 7 
(Continued from Page 54) Custom (6) 4-dr., $485°*. "47 Custom (6)/| (8) ‘b-ar., $230. °46 (8) "2-dr., $395. °41 a aie on at) 
| FORD es (8) ranch wagon, $2,025* So és) 3- : 205. 4 o =. 1S 
Ht DsoN—"51 Commodore sedan, $665. ‘52 Cambridge club coupe, $975. °51| $1,875; (8) Custom sedan, $2,115*; (8) MEROURY og : 5 ee ees based offers you 
KAISER—'49 eluxe sedan, $155, $235. Belvedere, $950; Cambridge club coupe, | Custom 4-dr., $1,904*. '52 (8) 4-dr., $1,- $2,050, $2,020. '46 4-dr., $295." 5 ; celts t 200% Ab " 
‘8 Deluxe sedan, $150. $820; 4-dr., $760; Cranbrook 4-dr., $675; | 295, $1,245*,’ $1,200. ’50 (8) Custom 2- | OLDSMOBILE—’53 (88) 3-dr., $1,800*, '49 ns ele tel 
MERCURY—'51 sedan, $990. ‘49 sedan,| conv., $665. ‘50 Special Deluxe club/ dr., $645*. ‘49 (8) Custom 2-dr., $515,| (88) 2-dr., $495. 46 (98) 4-dr., $160. '39 
utom. “46 (600). osten $135 $e0b, 9500. 41’ Denne Deluxe 4-dr.,| $505, $490; (6) 2-dr., $485°, $460. "47/  4-dr., $175 5 a We will personally discuss 
NASH— i . Sei uxe 4-dr., $100. (8) 2-dr., $200. : | PLYMOUTH—'47 2-dr., $200 
Se Of) meen, ete"; PONTIAC—'s3 Caleftain (8) s-ar., $1-780, | Eincors—‘to (6) A-dr $400 se, "ae teen (8) 2-dr., $1,000, "49 (8) Saar chan. i ca 
76) sedan, § : 7 reamliner (8) r 0. 48 (8) ~ an r. dr r 
pLYMOUTH-—'49 Deluxe club coupe, $435. a ; MERCURY—'53 rt , ‘ine ' measures that must be 
FUNTIAO -— ‘50 Streamliner (6) sedan |s 254% $900°. ‘47 (8) 2-dr., $275, '46 (6) | MIMCURE.€ SS, sport coupe, $1,970. ‘51 | STUDEBAKER — ‘51 Commander 2-<r.,| taken. Train your outs 
605. *49 Chieftain ( d | Soma _— i, rentes 
coupe, , $605. eftain (6) sedan, |sTUDEBAKER — '53 Regal sport coupe, OLDSMOBILE—’53 (98)' Holiday, $2,950° | 
$605. '47 Streamliner sedan, $355, $255, To $550. ° | (ps); Super (88) 4-4 , ; 
$200. '46 Torpedo sedan coupe, $180. eeaendar ae gmne*; “eas snes: | 4-dr., $1. 295°. 4s (983 ae LOS ANGELES 
STUDEBAKER — '48 Commander coupe, Regal Deluxe 4-dr., $175*. ” | PACKARD—’50 Deluxe 4-dr., $535°. | (Los Angeles Auto Auction. Sales every | us nothing. As manufac- 
$300. '47 Champion coupe, $200. WILLYS—’52 Aero 2-dr., $780. | PLYMOUTH — '54 Savoy 4-dr., $1,850*, | Thursday and Tuesday. Prices are for sales turers, we offer you direct, 
a an station wagon (6), $475. "46 | on 2 Se 2-dr., $925, $905. | of Oct. 29 and Nov. 3. ) equipment designed for 
. . . 2 r., *49 Deluxe "sedan, $505. | t rpose 
MASON CITY, IA. | PONTIAC—'53 Chieftain (8) 4-dr., $2,-| pycpmand oan a, Se, ae Sekicerin cones 
DYER, IND ata Auction Co. Bale every Wednes- $7508 (6) 2-dr., $1,775. '50 (8) 4-dr.,| some ears off oe can ta = of anes ity, in two complete 
, ‘or sale of Nov. 4.) | : | Higher priced units defini packages, for the large 
r y STUDEBAKER — ' d | P tely slipping. 
pris ate ‘tor fale of Oct, 30.) Aoarga (Stronger market for future winter | 595+ '48 Champion sar 450°. OF: | Sold 362 cars out of 670 offerings.) ee ee ee 
(Sold 123 cars cut of 230 offerings.) cS 87 cars sold out of | a F | SURE —'68_Seoee Riviera 2-dr., $2,540*; 
BUICK —’53 Super Riviera, $2,220°. °52 : . | ANV | 4-dr. . *; Special Riviera 2- dr., $2,- requiremen 
Super Riviera, $1,605°. "51 Super sedan, BUICK— 53 RM 4-dr., $2,290°. "52 Special | D ILLE, VA. | 050° ; Super convy., $2,270°. "52 RM Rivi- fa ri 
$1,190*, 2 at $1,195*, $1,235*. 50 Special 4-dr., $1, 315°, $1,290*. ‘51 Special 2-| (Danville Auto Auction. Sale every; ¢m@ 4-dr., $1,640° (ps); Special 4-dr., cane wil "pA rite us today 
sedan, $800*, §790°, $545. °49 Super| 4°, "$1, 000°. '50 Special 2-dr., $790*, | Wednesday. Prices are for sale of Nov. 4.)| $1,400*. '51 RM Riviera 2-dr., $1,360°; ont See 6 
sedan, $510*, $350. "48 RM sedan, $360.| $775, $765. ‘49 RM 2-dr., $545%, $525*.| (Very aetive sale. Number of cars | Special 4-dr., $1,135*, $1,115*, $1,025°; pointment with a man that 
'46 Super sedan, $175. ons BUbet ar, $345. | Muted” bat sates wend number cf gare | 2-dr., $1,095%, '50 Super Estate Wagon, will not waste your time. 
CADILLAC—'52 (62) sedan, $2,860* (ps). ILLAC—'53 (62) coupe deVille, $4,-| 47 ears out of 77 entries.) : Sooo: dar gL.0ee" geee*. he “anocmal 
7 ; 4-dr., ’ ; 5*. °50 Special 


'51 (62) coupe, $2,300*. 47 (62) sedan, | 290°. "51 (60) 4-dr., $2,330%. '50 (62) | , 
4-dr., $1,805°, | BUICK—'50 Super 4-dr., $785. '49 RM 2-| 4-dr., $605, $590*. '49 Super 4-dr., ae eae 





650°. 
CHEVROLET—'52 SL Special sedan, $670; CHEVROLET — '53 (210) 2-dr., $1,525*, | r., $465. '47 Super 2-dr., $325. $700*; conv., $570; sedanet, $495. °47 

Bel Air, $1,400. '51 SL Deluxe sedan,| $1,515, $1,500, $1,485*; Bel Air 4-dr.,| CHEVROLET —'53 (210) 2-dr., $1,435*.| Super conv., $295. ‘46 Special 4-dr., | PIU SAld Side] bd fo] E39 eos 7 
$895*. ‘50 Bel Air, $885°; SL Deluxe| $1,615. '52 SL Deluxe 4-dr., $1,235, $1,-| ‘52 SL Deluxe 4-dr., $820. 50 FL Special; $300, $170; RM Sedanet, $165; 4-dr., 

sedan, $720, $695. 49 FL Deluxe sedan, 220, $1, 200, $1,085°; 2-dr.” $905, $880,| 2-dr., $645; %-ton pickup, $300. '47/| $145. | 1112 South Wabash Avenve 
$585, $530, $510, “iit $440, $380. 48 | $865. ‘51 SL Deluxe 2-dr.” $875; 4-dr..| FL 2-dr., $455, $450, $425. 46 FL 4-|CADILLAQ—'53 coupe deVille, $4,655* Dept. AN-71, Chicago 5, Illinois 
FL sedan, $275, $845, $815; 2-dr., $730. "50 SL Deluxe dr., $320. (Continued on Page 56, Col. 3) ’ 








CHRYSLER — '51 iy sedan, $1,165*. °47 | - 
Windsor club coupe, $290. 

DODGE — ’51 Coronet sedan, $775*. ‘47 
sedan, $135. | 

FORD—’52 Main (6) sedan, $1,015. ‘51 | 
Custom (8) sedan, $925*, $860*, $830, 
$825*; Victoria, $1,110°, $990°. ‘50 
Custom (8) sedan, 2 at $550, $535, 
$530, $490, $470. °49 Custom (8) sedan, 
$425*, $415°, $375. °47 (8) sedan, $285. 

HUDSON — '51 Commander (8) sedan, 
$615*; Hornet sedan, $935*. 

KAISER — '51 Custom sedan, $470*. ‘50 
Traveler sedan, $380. ‘47 Special sedan, 
$165. 

LINCOLN—’49 sedan, $470*. 

MERCURY—’53 Monterey coupe, $2,275°; 
sport coupe, $2,390*, $2,130°. '51 coupe, 
$1,000*. °46 sedan, $130. 

NASH—’52 (600) sedan, $1,165*; Rambler 
station wagon, $940*. "49 (600) sedan, 
$300. °48 Ambassador sedan, $235°. 

OLDSMOBILE—’53 (98) Holiday, $2,865* 
(ps). °52 (88) Holiday, $1,960°. '51 (88) 
sedan, $1,200. '50 (88) sedan, $735*. '49 
(98) sedan, $600°. 

PLYMOUTH — ’54 Savoy club coupe, $1,- 
695; Belvedere sport coupe, $1,910. ‘52 
Cranbrook sedan, $935, $910, 2 at $905. 
‘51 Cranbrook sedan, $775, $465. ‘49 
Special Deluxe sedan, $425, $345, $320. 

PONTIAC—’53 Chieftain Deluxe (8) Cata- 
lina, $2,060*. °52 Chieftain Deluxe (8) 
sedan, $1,370*, $1,250°, $1,400°. ‘51 
Chieftain Deluxe (8) sedan, $1,105*. "50 
Chieftain Deluxe (8) sedan, $850. °47 SL 
(8) sedan, $430. 

STUDEBAKER — '52 Land Cruiser sedan, 
$950*°. °50 Champion sedan, $500°. °48 
Commander sedan, $130*. '47 Champion 
sedan, $195*. 

MISCELLANEOUS—’52 Morris Minor se- 
dan, $440. '51 Henry J (4) sedan, $330. | 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Nov. 3.) 
(Sold 40 cars out of 85 offerings.) 

BUICK—’50 Super 4-dr., $575. 
CADILLAC—’51 (62) coupe, $2,450°*. 
CHEVROLET — '53 (150) 2-dr., $1,385°. 
"52 SL Deluxe 2-dr., $1,030; 4-dr., $1,- 
250°. ’51 SL Deluxe 2-dr., $750. °49 SL 
Deluxe 2-dr., $585. "46 FM 2-dr., $325. 
"41 2-dr., $245, $185. 
CHRYSLER—’47 Royal club coupe, $315. 
DeSOTO—’49 Custom 4-dr., $390. 
DODGE—’47 Custom 4-dr., $150. 
FORD—’'50 Custom (8) 2-dr., $780, $620, 
$510. "49 Custom (8) club coupe, $485, 
$525. "48 Deluxe 2-dr., $315. '46 Deluxe 


es A new era in bearings is taking, shape... 


HUDSON—’47 Super (6) 4-dr., $125. 
KAISER—’50 Special 4-dr., $200 


MERCURY — '50 Custom 4-dr., $430, °47 
Custom 4-dr., $285. °46 Custom 4-dr., AE WY 
$235, $180. 
NASH—’49 Statesman 4-dr., $255. 
PACKARD—’51 (200) Deluxe 4- dr., $820. 
PONTIAC—'40 2-dr., $210. HYATT 


MISCELLANEOUS — '53 Ford Dx *%-ton 


plekup, $1,200, re ’51 Chevrolet Dx bs RB HEE z 
EBENSBURG, PA. BEARING 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Nov. 5.) 
(Sale very well attended. Demand and - , 
prices “up  sllghtly. Sold 84 cars out of now available in volume! 
offerings. 
BUICK — '53 Special 4-dr., $2,220*. ‘51 
Special 2-dr., $1,100*. °50 Super 4-dr., 


$605, $570; Special 2-dr.. $560°; 4-dr.. Industrial designers and engineers seldom make changes 


$560. *42 Special 2-dr., $100. in bearing specifications. But when they discover some- 
CADILLAC—’51 (62) 4-dr., $2,225°. ° . : F IC 

a oe ee. thing really new—like Hyatt’s BARREL BEARING—out 
CHEVROLET—'53 %-ton pickup, $1,120. come the blueprints! And this time they know they’ve got 


"52 %-ton pickup, $535. °51 SL Deluxe 
conv., $890; SL Special coupe, $710; %- 
ton pickup, $655. '50 Bel Air, $900; %- 
ton pickup, $550; %-ton pickup, $675; 1- 
ton panel, $460. °49 SL Deluxe conv., 
$440; 4-dr., $450, $400; 2-dr.. $630, 
ane, $450; FL Deluxe, 4-dr., $525; 2- 

$585. '48 FL Aerosedan, $550, $530, 


something! Hyatt’s new Barrel Bearing combines dual- 
purpose design with self-aligning action. It takes load from 
any direction and operates at full efficiency under condi- 
tions of misalignment! And, because barrel-shaped rollers 
provide high load capacity with low friction, this unique 


$i. vi Aereasdan, Se a > bearing is ideal for a wide range of applications. Best of all, 

dr. m , } . oe 

coupe, $310; Special ae oa. $100: the cost is far lower than you would expect! Find out 

oa., $100. '40 Special Deluxe’ 4-dr., | how to improve your product ... Consult a Hyatt Sales- 
Engineer, or write for our new Barrel Bearing catalog. 


CHRYSLER—’51 NY club coupe, $1,010. 

DODGE—'53 Meadowbrook club coupe, $1.- 
190. °’52 %-ton pickup, $865. ‘51 
Meadowbrook 4-dr., $825; Wayfarer 2- | 
ar., $675. | 

FORD—’52 (8) Country Squire, $1,390; 
(6) 2-dr., $880. '51 (8) Victoria, $895; 
Custom (8) 4-dr., $815; 2-dr., $850. ’50 
Custom (8) 2-dr., $540. '49 Custom (8) | 
4-dr., $360; (6) club coupe, $385. 

HU DSON—’48 Commodore (6) 4-dr., $300°*. 

LINCOLN—’49 Cosmopolitan 2-dr., $510*. 

oe 4-dr., $930; club coupe, 

NASH—’50 Statesman Super 4-dr., $605°. 

OLDSMOBILE—'50 (88) 4-dr., $650*; (76) 
2-dr., $515°. 

PLYMOUTH—'53 Cranbrook 4-dr., $1,240. 


= 





VYWAT ET ROLLER BEARINGS 


HYATT BEARINGS DIVISION + GENERAL MOTORS CORPORATION, HARRISON .N. J. 











(ps), $4,500° (ps); (62) coupe, $4,245* 
(ps), $3,900%; conv., $4,465*, $4,330* 
(ps); 4-dr., $3,890* (ps). ’52 conv., $3,- 
415* (ps); (62) 4-dr., $3,090*; coupe, 


coupe, $2,645*; 4-dr., $2,475*. ‘50 coupe 
deVille, $2,295*; (60) Special 4-dr., $2,- 
170*; (62) 4-dr., $2,025*. ‘49 conv., 
$1,350*; (61) 4-dr., $1,195*. ‘48 (62) 
4-dr., $1,035*. ‘47 (60) Special 4-dr., 
$595*. "46 (76) 4-dr., $600*. 


$1,750; (210) sport coupe, $1,725; 4-dr., 


$1,235. "52 SL Deluxe 4-dr., $1,160*. ‘51 
station wagon, $1,210*; Bel Air, $1,115*, 
$950*; SL Deluxe 4-dr., $1,000; club 
coupe, $985*, $980; SL Special club 
coupe, $855; 2-dr., $920; FL Deluxe 
4-dr., $905; SL Deluxe 2-dr., $805. '50 
Bel Air, $1,035*, $975; conv., $870*; FL 
Deluxe 2-dr., $850*, $695; SL Deluxe 
4-dr., $830; SL Special 4-dr., $795; 2-dr., 
$615, $570. °49 SL Deluxe 4-dr., $745; 
SL Special 2-dr., $675; FL Deluxe 2-dr., 
$655, $625. °48 FL 2-dr., $450; 4-dr., 
$425; SL 4-dr., $350; conv., $320. 
CHRYSLER — '54 NY 4-dr., $3,090*. ’51 
NY 4-dr., $1,230*. '50 NY conv., $950*; 


n Gam 
; 30-Year Studebaker Dealer Honore NY 4-dr., $1,200", (60 NY oonv., 9060"; 
/ coupe, $665*; Windsor club coupe, $605*. 


Arnold Heeter (center), president of Heeter Motor Sales, Gary, Ind., is presented 47 NY 4-dr., $330, $240, $230. 


with a plaque commemorating his 30 years as a Studebaker dealer. David Metcalf! pnesoro — 53 Powermaster 4-dr., $1,825*. 


: : : ai Setri ’50 Custom 4-dr., $800*. ‘49 Custom 
(right), assistant regional manager, and William McMath (left), district manager, made 4-dr., $640*; Deluxe 4-dr., $540°. 46 


Custom 4-dr., $285, 2 at $280. 







the presentation. 


| 
| 


o 
& 
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— yet is fully adjustable. 
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a new mirror head. It’s as easy as that! 


$1,640, $1,470; %-ton pickup, $1,275, | 


Save yourself costly “come-backs” of mirror heads that 
never stay put. You make a happy customer every time 
when you install the JF BODY- 
MOUNT. It locks the mirror 
head in any desired position 
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$3,155* (ps). ‘51 (62) conv., $2,700*; | FORD—’'53 Victoria, $2,375*, $2,285, $2,- 


CHEVROLET — '53 Bel Air sport coupe, | 
$2,325*, $1,965; 2-dr., $2,100*, $1,545*; | 
4-dr., $2,020* (ps); (150) Handyman, | 





DODGE — '53 Coronet (8) 4-dr., $1,726*; | 
Meadowbrook (6) 4-dr., $1,395. '52 Cor- | 
onet 4-dr., $1,225*. ’'51 Wayfarer 2-dr., 
$715. '48 2-dr., $410; 4-dr., $205. 


100*; Custom (8) Country Sedan, §2,- 
375*, $2,290, $2,190; 4-dr., $1,955, $1,- | 
690, $1,520; Main (8) Ranch Wagon, 
$1,725; 4-dr., $1,540; (8) conv., $1,590; 
Main (6) Ranch Wagon, $1,790. '52 Vic 
toria, $1,620*, $1,550*; Main (6) Ranch 
Wagon, $1,595; Main (8) 4-dr., $1,230, 
$1,140; 2-dr., $1,215; Custom (8) 4-dr., 
$1,345*, $1,315*; Custom (6) 2-dr., $1,- 
255*. ‘51 (8) Country Squire, $1,175, 
$1,125; Victoria, $1,165*, $1,115; Custom 
(8) club coupe, $1,145*; 4-dr., $965*, 
$795; 2-dr., $935*; conv., $895; Custom 
(6) 4-dr., $765. °50 Deluxe (6) business 
coupe, $645; Custom (6) 4-dr., $635. '49 
Custom (8) 2-dr., $645, $610, $585, $540; 
club coupe, $525, $495; Deluxe (6) busi- 
ness coupe, $405. °48 (8) club coupe, 
$375; conv., $275. 

HUDSON—’52 Hornet club coupe, $1,350*. 
’51 Hornet 4-dr., $1,105*. '49 Commodore 
(8) 4-dr., $455. 

KAISER — '50 Traveler, $380. ‘49 4-dr., 
$360. 

LINCOLN — '53 Capri 4-dr., $3,175*. °52 
Cosmopolitan coupe, 2 at §$2,400*. °49 
4-dr., $535. 

MERCURY — '53 Monterey coupe, $2,815*; 
9 at $2,750*; $2,725%, $2,650, $2,610, 
$2,550*; sport coupe, $2,285*; 4-dr., $2,- 
025; station wagon, $1,440*, $1,345. °51 
Monterey coupe, $1,285*; club coupe, $1,- 
250*, $1,150, $1,125; 4-dr.. 2 at $1,145. 


| 
| 





| 


| 
| 


| 
| 
| 








ANY POSITION 


—FULLY ADJUSTABLE 





'5O 4-dr., $985, $820; club coupe, $92. 
$885. °49 club coupe, $750, $660; conv 
$505. °48 conv., $400. ‘47 club coup 
$400. '46 2-dr. $220. 

NASH—’51 Statesman 4-dr., $565. '49 Ar- 
bassador 2-dr., $215, $270. °48 Super 
4-dr., $245. '46 (6) 4-dr., $145. 

OLDSMOBILE—’53 Super (88) conv., $2 
700* (ps); 4-dr., $2,650* (ps). ’52 Super 
(88) 4-dr., $1,720*; 2-dr., $1,690%. '5 
(98) Holiday, $1,660*, $1,475*; (88) De 
luxe 4-dr., $1,225*; (98) 4-dr., $910*. ’50 
(88) conv., $790*; club coupe, $785*. ’45 
(98) club sedan, $945*; club coupe, $930* 
4-dr., $775*, $670*. '47 (78) club sedar 
$300*. '46 (76) club sedan, $260*. 

PACKARD — ’51 4-dr., $995*. ‘50 4-dr 
$435. '48 4-dr., $185. '46 4-dr., $230. 

PLYMOUTH — '54 Plaza station wagor 
$2,030, $2,030; Savoy club coupe, $1 
995*. '53 Suburban, $1,700; Cranbroo 
4-dr., $1,305, ’52 Cranbrook 4-dr., $94 
’50 Deluxe club coupe, $710; 4-dr., $70/ 
"47 Deluxe 4-dr., $315; Special Deluxe 
4-dr., $305, $285. 

PONTIAC—’53 (8) Catalina, $2,550*, $2 
450°. '52 (8) Catalina, $1,720*, $1,690° 
*51 (8) Catalina, $1,185*, $1,100*; 4-dr 
$915*; 2-dr., $860*. ’50 (8) 2-dr., $935" 
’49 (6) sedan coupe, $720*. '48 (8) 4-dr. 
$450*. °47 (6) club coupe, $320; 2-dr. 
$305; sedan coupe, $295; (8) sedar 
coupe, $290; 4-dr., $205. 

STUDEBAKER—’53 %-ton pickup, $1,000 
’51 Commander 4-dr., $785. °47 Land 
— 4-dr., $325. °46 Champion 2-dr 
$220. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale _ every 
Wednesday. Prices are for sale of Nov. 4.) 

(Market follows same pattern as in 
previous weeks, with old models in most 
demand, Sold 84 cars out of 133 offer- 
ings.) 

BUICK —’51 Super sedan, $1,150*. ‘50 
Super sedan, $790; Special sedan, $700* 
$615*. °48 RM sedan, $475*. 

CHEVROLET—’52 SL Deluxe sedan, $1,- 
145, $1,130, $1,095. '51 SL Deluxe sedan, 
$910, $895, $865; SL Special sedan, $730 
’50 SL Deluxe sedan, $710, $680, $640; 
SL Special sedan, $640, $595. °49 SL 
Deluxe sedan, $615, $590; FL Special! 
sedan, $560, $520. '48 FM sedan, $370 


$330. 
| CHRYSLER—’50 Windsor sedan, $875. '49 


Windsor sedan, $760. '47 NY sedan, $365 

DeSOTO—’51 Custom sedan, $995. ’49 De- 
luxe sedan, $575. °47 Custom. sedan, 
$295. 

DODGE — '53 Meadowbrook sedan, $1,370 
’50 Meadowbrook sedan, $600; Coronet 
sedan, $630. '49 Coronet sedan, $600. °47 
Deluxe sedan, $320. 


| FORD—'52 Custom (8) sedan, $1,075. ’51 


Custom (8) sedan, $890 $850. ’50 
Custom (8) sedan, $680, $520; Deluxe (6) 
sedan, $550, $515. 49 Custom (8) sedan, 
$590, $570, $555. °47 (8) sedan, $285. '46 
(8) sedan, $155. 

HUDSON—’51 sedan, $580. ’48 sedan, $310. 
’46 sedan, $120. 


| MERCURY-——’50 sedan, 2 at $700, $675 


$660. 
NASH — ‘51 Rambler sedan, $620. ‘50 
Statesman Super sedan, $500. 


| OLDSMOBILE—’51 (88) sedan, 2 at $1,- 


250*, $925, $860. °49 (76) sedan, $450 

‘48 (76) sedan, $450. °47 (76) conv 

$220. '46 (78) sedan, $250*, $175. 
“on RD—’51 sedan, $1,160. ’48 sedan 


PLYMOUTH—’52 Cambridge sedan, $840. 


’51 Cambridge sedan, $645. °50 Special 
Deluxe sedan, $610, $600. °49 Special 
Deluxe conv., $630. '47 Special Deluxe 
sedan, $400, $180. °'46 Special Deluxe 
sedan, $270. 

PONTIAC—’53 Chieftain (8) sedan, §$2,- 
150*. ’51 Chieftain (8) sedan, $880. °47 
sedan, $260. 

STUDEBAKER—’50 Champion sedan, $520 
$450. °'49 Commander sedan, $470: 
Champion sedan, $365. 


Dealer Stages 
Party to Hear 


Buyers’ Views 


WATERLOO, Ia.—To gain an in- 
sight into his customers’ feelings 
about their new cars, C. A. Morris, 
Cadillac distributor here, invited 
seven new customers in his neigh- 






| borhood for a social get-together. 


“It was an excellent customer 


| relations builder,” Morris stated. “I 


Replacement of the mirror head is never a problem — 
you never need disturb the bracket mounting. Simply 
loosen the positive-locking turret screw and replace with 


JF No. 55 SO AMAZING .. . SO BEAUTIFUL. . . SO PRACTICAL! 
LIST — $4.05 Adds the look of smartness to your showroom cars! 
h Exchucive The JF BODY-MOUNT is truly a sleek beauty — custom- 
contoured — triple chrome plated — a 4%” mirror head 
7 of selected optical glass that gives you wide angle vision 
; SELF-ADHERING GASKET 


at all times. 


HOLE ALIGNMENT Available in non-glare or clear —_—— LIST $4.65 


i oe ee ee ee eae eee ee 8 SF exclusive! 


write for catalog. 


—FMIRRORS 4y, isch 


If not available thru your Jobber, 





JOMA MANUFACTURING CO., INC. 
NEW YORK 72, NEW YORK 


| got to know a few of my customers 


a lot better and found that they 
were eager to talk about their new 
cars. I learned a few things about 
them, too, that prove very helpful 
in future selling. I know what fea- 
tures they prefer.” 

Morris said that he also learned 
a few things the buyers did not 
like about their dealings with his 
organization. He added that he be- 
lieved the persons who attended the 
party were going to become strong 
| boosters for his firm. 
| W. H. Voight, Cadillac’s Chicago 
| district manager, and A. L. Bell, 
| merchandising representative, were 
on hand to answer questions. 
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Oid Fears Revived .. . 


"AUTOMOTIVE NEWS, NOVEMBER 


Scientists Fume Over Exhausts 


6 oe has been a revival lately 
of old fears concerning auto- 
motive exhaust fumes — colored, 
perhaps, by the smog phobia in 
Southern California. 

Not that auto men think the 
problem can be easily brushed 
aside. In fact, some auto men feel 
that Californians— who have seen 
their land of sunshine blighted for 
days on end by stifling smog—are 
bordering on a frenzy akin to a 
witch hunt. 

Actually, the exhaust problem 
is a part of a much bigger 
problem—that of air pollution in 
cities, with the pollution coming 
from a number of sources. 

Yet the temper in California is 
such that any clue, however re- 
mote, to the source of smog gets 
front-page headlines. 

* + + 

a example, quite a furor was 

stirred up by a report by Dr. 
Paul Kotin, of the University of 
Southern California school of 
medicine. He described how he 
painted the skin of mice with ex- 
tracts of engine exhaust, causing 


half of them to develop. skin 
cancer, 
“We are creating,” Dr. Kotin 


said, “a marked cancer hazard in 
the air over our big cities by dump- 
ing all manner of fumes and gases 
into the atmosphere.” 

But it takes a good bit of 
mental gymnastics to draw con- 
clusions about people breathing 
air mixed with exhaust fumes on 
the basis of painting the skin of 
mice with extracts of engine 
exhaust, 


As a matter of fact, these fears, | 


touched off by scientific findings, 
have dogged the auto industry 
from the earliest days. 

Dr. Kotin’s scare is a twist on 
one of the old fears. C. F. (Boss) 
Kettering, General Motors famed 
research figure, recalled not long 
ago that when Ethyl gasoline was 
first introduced, doctors warned 
that fumes from the leaded gas 
would wipe out the cities. That was 
decades ago, and the cities are still 
kicking around. 

a * * 

R. WILLIAM G. FREDRICK, 

director of the Bureau of In- 
dustrial Hygiene of the Detroit De- 
partment of Health, told AuTomo- 
TIVE News: 

“There is no denying Dr. Kotin’s 
conclusions that car, bus and truck 
exhaust fumes are a possible cause 
of respiratory ailments, including 
cancer. 

“As a matter of fact, British 
scientists announced the same 
suspicions two years ago. But 
little concrete progress has been 
made since then.” 


Dr. Fredrick said that gasoline | 


exhaust fumes are only one 
element of the larger problem—air 
pollution—that is plaguing munici- 
pal. officials from coast to coast. 
“To investigate the air pollution 
problem in Detroit,” Dr, Fredrick 
explained, “the U. S. Public Health 


Department and our department is | 


conducting a study of 500 families 
in a high-pollution area. 
s s > 
HESE families 


are being 


checked every two weeks, | 
particularly for any signs of lung) 


or heart ailments.” 
He said all that is actually 
known is that cancer is more 


common in high pollution areas | 


which are also the densely popu- 
lated areas and the cancer could 
be caused by any number of 
factors, including the air. 

U. 8. officials investigating pol- 
luted air are willing to concede 
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that abnormally high concentra- 
tions of exhaust products can 
cause cancer in mice. 

But, they affirm, this is a long 
way from saying that human be- 
ings can contract cancer from the 
normal concentrations of exhaust 
fumes to which they are exposed. 

Some scientists feel that it is 
much more likely that tobacco will 
prove to a bigger contributor to 
chronic lung diseases than exhaust 
fumes, if for no other reason than 
that smokers are exposed to it in 
much larger concentrations. 

* * * 


HILE automobile manufactur- 
ers remain thoroughly uncon- 
vinced of the connection between 
cancer and exhaust fumes, they 
say they are improving the situ- 
ation each year by producing 
motors that are more efficient and 
therefore spewing less of this 
possibly injurious matter into the 
atmosphere. 
While waiting for the cancer 
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Also .. 


scientists to either convict or 
vindicate exhaust fumes, a number 
of private and public organizations 
are attacking the problem from 
either of two points: 

1. Eliminating the toxic sub- 
stances after the. engine produces 
them. 


2. Eliminating them from the 
fuel before it goes into the engine. 
+ a * 

PROMISING “after-oxydi- 

zation” solution comes from 
Oxy-Catalyst, Inc., a muffler manu- 
facturing firm in Wayne, Pa., 
which claims to have developed a 
muffler capable of preventing the 
release of almost all the harmful 
elements in engine exhaust. 

An Oxy-Catalyst spokesman said 
that “our new muffler will go a 
long way toward the solution of 
the problem” which Dr, Kotin sus- 
pects. 

Little information has been re- 
leased about this muffler, but of- 
ficials say that it is based on an 
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entirely new catalyst which more|thing is reduced to water and 


fully burns the exhaust. 

They report that their mutf- 
fler’s most revolutionary feature 
is that it will purify the exhaust 
from leaded gasoline, as well as 
non-leaded gasoline, 

The muffler reportedly will be 
the same size and shape as present- 
day mufflers and while it will cost 
between $30 and $40, in quantity 
production, it will last longer than 
today’s muffler. 


Oxy-Catalyst reports that a full 
dress demonstration of its muf- 
fler will be held in New York in 
January. 

* * * 
THE market for _ several 
years have been mufflers, 
which remove the injurious ele- 
ments from exhaust. 


These have been used, in mines 
and in factories requiring hi-lo 
lifts and other inner-plant vehicles. 

But these mufflers, employing a 
catalyst quickly poisoned by lead, 
are suitable only when low-octane, 
non-leaded gasolines are used. 

These mufflers burn the carbon 
monoxide, oil fumes, bromides, 


sulphur juice and other hydro- 
carbons in exhaust, until every- 
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harmless carbon dioxide. 

Exhaust on these devices is 
channeled through a container 
holding two porcelain end plates 
which surround platinum rods 
which are the catalysts burning 
the fumes, 

Working on the gas fumes 
problem from the fuel standpoint 

is the American Petroleum Insti- 
tute which has made grants total- 
ing $250,000 in an attempt to: 

1, Learn if people and plants are 
affected by gasoline exhaust fumes. 

2. Determine injurious elements 
in the exhaust. 

3. Find remedies. 

Grants have been made to the 
University of Wisconsin, University 
of Illinois, University of Cincinnati, 
Franklin Institute, Armour Re- 
search Institute, Industrial Hygiene 
Institute and Stanford Research 
Institute. 

—Jor CALLAHAN 


Canada Rubber Use Off 


OTTAWA. — Consumption of 
rubber for tires, tubes and tire re- 
pair materials dropped to 7,220,403 
pounds in August, compared with 
10,240,885 pounds in July, the Cana- 
dian Government reports. 
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let, Connellsville, Pa., owner, John 
J. Palmer; Porter Chevrolet, Hills- 
dale, Pa., owner, Ralph Porter. 


+ * - 
St. Louis Studebaker Firms 


Elect Lindenbusch 

St. Louis Studebaker dealers 
have elected Ben Lindenbusch, 
of Ben Lindenbusch, Inc., as line 
representative. 

He succeeds Harold Fehl, of 
Marry Motor Co., who resigned 
because of his duties in connec- 
tion with the 1954 St. Louis Auto 
Show. 

* * o 
Steffan Firm Goes Modern 


™ ey PE Rca ee In Building New Dealership 
Steffan Motors (Studebaker), 

New Packard Dealership in Oakliand— Hamburg, N. ¥., is using ranch 
Carl M. Pedersen (second from left) signs the franchise for his firm, Pedersen styling in the architecture of its 
Packard, Oakland, Calif. With him are (from left) Willard Scott, resident manager new dealership. : 
of Earle C. Anthony, Inc., Packard distributor; John Drobac, assistant resident manager; Exterior of the structure is 


of Earle C. Anthony, and George A. Wagner, general sales manager of Earle C.| yellow brick and stainless steel, 
Anthony. |with a deep marquee extending 











Ws 


BUICK DEALER PROVES 


Fewer Major 
With Amazing ‘@ 
Purple Oil 


MR. LAWRENCE BECKER, owner of Becker Buick Incorporated, South 
Milwaukee, Wisconsin, recommends ROYAL TRITON to his customers. 


Lawrence Becker says: “After having 
sold ROYAL TRITON for more than two 
years, we are very happy to report the fine 
results it has given. We find cleaner en- 
gines, better performance and fewer motors 
requiring major overhaul. 

“We have also had outstanding results 
with hydraulic valve lifters. We, as well as 
our customers, have found it to be most 
economical to use only the finest motor oil. 
So, of course, we highly recommend ROYAL 
TRITON, the amazing purple motor oil’ 

Here’s how heavy-duty ROYAL TRITON 
keeps engines clean and combats sticking 
lifters: 

1. ROYAL TRITON contains special com- 
pounds that reduce the formation of lac- 
quer and varnish. 


2. ROYAL TRITON’S greater detergency 
retards sludge from clogging hydraulic 
valve lifters. Instead of depositing on en- 
gine parts, sludge and gum stay suspended 
in the oil until drained. 

Inquire about handling heavy-duty 
ROYAL TRITON motor oil in your automo- 
bile agency. Write your nearest Union Oil 
Company office: : 


LOS ANGELES 
Union Oil Building 


NEW YORK 
45 Rockefeller Plaza 
1060 International Bidg. 


CHICAGO, 1612 Bankers Building 


NEW ORLEANS 
644 National Bank of Commerce Building 


ATLANTA, 401-02 Atlanta National Bidg. 
50 Whitehall St. 


UNION OILE JG 
COMPANY 


OF CALIFORNIA 
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|Erie (N. Y.) Ford Dealers 





Dealer Doings 


(Continued from Page 41) 





George A, Breene; Palmer Chevro-|from the showroom area and a 


deeper one over the service en- 

trance, Because of the low-type 

construction, a separate 12- foot 

door has been provided for trucks. 
+ * * 


Knox Opens New Home 

Knox Buick, Inc., has opened a 
new sales and service building at 
1230 W. Genesee St., Syracuse. 


* * * | 


Elect Owens President 


Jack C. Owens has been elected 
president of the Erie County (N. 
Y.) Ford Dealers Assn. 

Other officers are: Vice-presi- 
dent, Jack C. Stephens; treasurer, 
Franklin Jerge, and _ secretary, 
Alvin Stumpf. 

- 


* * 


Bender-Schulz Sold 


Bender - Schulz Motor Co, (Mer- 
cury), 3600 S. Kingshighway, St. 
Louis, has been sold to Trigg 
Motor Sales, Inc. Bender has no 








| : 
|}ceived a 


|Manager, was 
| yond our greatest expectations.” 







plans for the immediate future, bu 
Schulz has purchased an interes’ 
in Jeffco Motors, DeSoto, Mo. Ap 
plication for a Mercury dealershi; 
for the latter is pending, Lincoln 
Mercury said. 

* + + 


Murphy Oldsmobile Moves 


Into New 2-Story Building 

C. M. Murphy Oldsmobile has 
moved into its new home at 19th 
Ave. and Junipero Serra Blwd., 
San Francsico. Cliff M. Murphy 
is owner of the firm. 

The two-story building has a 
salesroom capable of handling 
five cars. The service department 
covers more than 30,000 square 
feet. 

The used-car department is at 
7255 Mission St., Daly City. 

* * * 


Murphy Lines Up Staff 

Cliff M. Murphy, owner of C. M 
Murphy Oldsmobile, San Francisco, 
has announced the appointment of 
L. W. Duarte as sales manager of 
the newly opened dealership. Other 
appointments include those of Bob 
Holt, used-car manager; Joe Halter, 
parts manager, and Ralph Richard- 


son, service manager. 
* + 2 


Dailey Appoints Spreiter 

Appointment of S. F. Spreiter 
as sales manager of F. H. Dailey 
Motor Co. (Chevrolet), Oakland, 


Calif., has been announced by 
Bud Dailey. 
* 


* * 
Hawes-Powers Deal 
Hawes-Powers Motor Co., 204 N. 
Main St., Gainesville, Fla. has re- 
Chrysler-Plymouth 
franchise. T. J. Hawes jr. is vice- 
president and sales manager, and 


|A. Curtis Powers is president and 


office manager. 
* * + 


Mead Terms 3-Day Carnival 


‘Success;’? Gives Car Away 
C. S. Mead Co., Chevrolet dealer- 


|ship in Pasadena, Calif., recently 
| held a three-day carnival which, ac- 


cording to Jack MHoehn, general 
“successful far be- 


Mrs. Estell E. Ballinger, of Pasa- 
dena, was the winner of a Chevro- 
let club coupe, major prize of the 


carnival. 
a * « 


U. C. Dealers Purchase 


Ford Outlet in Omaha 


Decker Motor Co. (Ford), 6001 
Military Ave., Omaha, has been 
purchased from Lloyd and Wayne 
Decker by Markel-O’Connell Mo- 
tors, Inc. 

The Decker firm is 13 years old. 


| It will retain its used-car busi- 


ness at Sixty-third St. and Mili- 
tary. 

Markel - O’Connell, recently in- 
corporated, has operated used- 


car lots. 
. * + 


Twigg Gets County Post 
Wallace Twigg, general manager 
of Twigg Motor Co., Mathews, Va., 
has been named to the Mathews 
County Board of Supervisors to fill 
a two-year term left unexpired by 
the resignation of a board member. 
x * + 


Hart Wins Sales Contest 
Staged by Studebaker 


William Hart, new-car sales man- 
ager for Larry Wright Motors 
(Studebaker), near Monrovia, Calif., 
was the winner in a recent Stude- 
baker sales contest in Southern 
California. 

C. K. Whitaker, Studebaker vice- 
president, presented Hart with a 
watch and a cash prize at a recent 
meeting in Los Angeles. 

x * * 
Salina (Kans.) K-F Deal 
Liquidated by Wimmers 

Kaiser-Frazer Motor Co., 119 N 
Seventh St., Salina, Kans., is being 
liquidated. The firm was sold by 
Bell Motor Co., 325 N. Santa Fe, 
Salina, about a year ago. The 
buyers were Dee Wimmer and his 
father, H. L. Wimmer. The sale was 
made under a conditional contract 

*~ * + 


Ambrosino Lists Staff Heads; 


New Building Goes Up 

A, C. Chevrolet Co. is erecting « 
new building at 3085 Hudson Blvd 
Jersey City, N. J. 

Lawrence Ambrosino, president. 
said it will be staffed by 75 em 
ployes, including the following de 

(Continued on Page 59, Col. 1) 
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Doings 


(Continued from Page 58) 


partment heads: Sales, Pat Freda; | 
new-truck sales, Ed Meleniak; 
used-vehicle sales, Joe Montagne; 
assistant sales manager for cars, 
Tony Castellano; assistant service 
manager, Arthur Sholty; parts and | 
purchasing manager, Andy Del| 
Negro; body and paint shop su-| 
pervisor, Fred Topinka, and office 
manager and controller, John 
David. 


® * * 


North Florida Ups Smith 


Homer G. Smith, former used-car 
sales manager of North Florida 
Motor Co. (Lincoln - Mercury), 
Jacksonville, Fla., has been pro- 
moted to general manager. 

* * * 


Sutherin Gets Charter 
Sutherin Ford Sales, Sebring, O., 
has been granted a charter by the 
State. Incorporators are Clarence 
E. and Mildred N. Sutherin and 
Frank H. Hoiles. 


Moore Expands Service 

Moore Motor Co. (Dodge - Plym- 
outh), Osawatomie, Kans., has ex-| 
panded its service facilities to 
house a lubrication, body shop and | 
dustproof paint room. The dealer- 
ship is owned by Lester L. Moore 
and Clifford L, Moore, 


* * = 


King Appoints Goreham 

Keith Goreham, formerly of Des | 
Moines, has purchased an interest 
in J. W. King Motors, Inc. (Nash), 
Junction City, Kans. Goreham will 
serve as vice-president and sales 
manager of the firm. He formerly | 
was sales manager of Eldon Miller, 
Inc., a trucking company in Des 
Moines. 


Imports Shown 
Florida Dealers Get Look 
At English Ford 


More than 30 dealers and their) 
sales managers from Florida cities 
attended the showing of English | 
Fords in Miami as guests of the | 
foreign products branch of seen 
Motor Co. 

“We are constantly —; 
our dealer organization all over the | 
country,” J. E. Rice jr., advertising | 
and sales promotion manager of 
the branch, said. “In addition to | 
these dealers service also will be| 
available through all of the 8,000) 
Ford and Lincoln-Mercury dealers 
in the United States.” 

Films of the car and its manu- 
facturing processes were shown at 
the meeting. 


* + 





Bornstein in New Deal 

Barney Bornstein, Springfield 
(Ill.) automobile salesman and 
former used-car dealer, has been 
named used-car sales manager for 
Railsplitter Auto Sales (Chrysler- 
Plymouth), Springfield. Bornstein 
has been in the automotive business 
for 25 years. 


* * * 


Hilgeford Sells to Young 

A. D. Young, Springfield, O., has 
purchased the Chrysler-Plymouth 
dealership in Fairborn, O., from 
Jule Hilgeford, Dayton, O. The con- 
cern will be known as Al Young 
Motors. 

* * 


- 

Dodge Deal for Harper 

Fred Harper is the new Dodge- 
Plymouth dealer in Monahans, 
Tex., having purchased the dealer- 
ship from John Beavers. The firm 
has been named Fred Harper 
Motor Co. 


a 7 


Yonkers Buys Ford Firm 

Andrew J. Yonkers has resigned 
as sales manager of C. J. Fletcher, 
Inc. (Ford), Utica, N. Y., after 
purchasing the former Stanbro & 
Beach Motor Co, (Ford), Water- 


* 


ville, N. Y. Yonkers’ wife, Helen, | 


will be a partner in the new oper- 


ation. 
s 7 


” 
Riverside Cited for Safety 


id McCoubrey, head of the Cadil- | 


lac-Oldsmobile dealership in River-| 
Side, Calif.. and director of the 
California Safety Council, has pre- 
Sented the City with a citation de- 





claring Riverside to be the safest | 
During 1952,/ baker), 
Riverside cut its traffic death toll| St. Louis, has relinquished its lease 
more than 70 percent from that of| and discontinued business, accord- 


city in California. 


1951. 


* * * 


Burrier Sells Firm 


William Burrier, Carrollton, O.,| 


has sold his Buick dealership to 


| Rupert C. Ault & Son, Steubenville. 
| * * 


* 


Inglets Get Ford Deal 


Pete Inglet has obtained a Ford 
dealership in Rising Star, Tex. He 


will be associated with his brother, | 


Zed Inglet. 


x * * 


| Pedersen Replaces Johnson 
| As Oakland (Calif.) Dealer 


Carl M. Pedersen, management | 
consultant, has taken over the 
plant, 


reports Willard 
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| 2323 Broadway. 





| Plans to continue the corporation. 


land W. 
| Springs, 


| Baxter Springs. 


facilities and staff of the| 
Reynolds C. Johnson dealership in| 
| Oakland, Calif., 
| Scott, resident manager of Earle C. 





Anthony, Inc., Packard distributor. 
The new dealership, to be known 
as Pedersen Packard, is located at 


* * * 


South Side Bows Out 


South Side Motors, Inc. (Stude- 
3300 South Kingshighway, 


ing to Walter Pfaff. Pfaff says he 


x * 


Jackson Names Baker 
J. M. Boyce, president of Jack- 
son Auto Sales, Inc. (Oldsmobile), 
Jackson, Miss., has announced the 
appointment of Johnny Baker as 
sales manager. 
+ 


* 


* 


Sunset Motor Sold 


Lincoln L. Smith, of Joplin, Mo.,| 
L. Childress, of Baxter 
Kans., have purchased 
Sunset Motor Company (Buick), 


St. Louis Dealers Selected 


To Set Advertising Rules 
The Greater St. Louis Automo- 





Gilbert Buick, Inc.; 
tive Assn. has appointed four of|Merry Motor Co.; C, F. McClure, 





“The fellows in the engineering 
department have one last sug- 
gestion for increasing the horse- 

power of our stock engine.” 





mittee to develop a set of advertis- 
ing standards for St. Louis dealers. 


Appointed were C., A, Gilbert, 
Harold Fehl, 


its members to an advertising com-'Mendenhall Motor Co., and B. H. 
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Roberts, West End Motor Service, 
Ine. The standards will be sub- 
mitted to the directors for their 


consideration and action. 
* * * 


2 KADA Members Give Cars 


For Driver Training Course 

Two additional members of the 
Kentucky Automobile Dealers Assn. 
have announced plans to furnish 
cars this year for student driver 
training. 

The dealerships are Childers & 
Venters, Inc., Kikeville, Ky., and 
Wilson Brothers, Bardstown, Ky. 


* * * 


Shaffer Gets Chevrolet 
Don Shaffer, formerly associated 
with his brother in D & B Chevro- 
let, Donegal, Pa., has opened Don 
Shaffer Chevrolet, Windber, Pa. 
* * * 


Northwest DeSoto Dealers 


Unite with Rodell as Chief 

A DeSoto Dealers Assn. of the 
Pacific Northwest has been formed. 

Interim officers are Herman 
Rodell, Spokane, president; Bill 
Priest, Wenatchee, vice - president, 
and H. R, Halvorsen, Bremerton, 
secretary-treasurer. 





SOME SERVICE RECORD! 





Ask any automotive service shop with a 
KRW Hydraulic press if it was a worthwhile 


investment. Autocar, 
"7 


with a rousing “Yes ! 


hauls, installs bushings 


to use it. 


for one, will answer 
In addition to the jobs 
listed above, Autocar Sales & Service of 
Buffalo, N. Y. does generator and starter over- 


on shock absorber 


arms, removes and replaces pinion bearings 
and forms fifth wheel hold-down straps on 
their 75 ton hand operated KRW Hydraulic 
press. Install a KRW press in your shop and 
you'll soon find your mechanics lining up 
Time saved on scores of different 
jobs will pay for the press in a hurry. Avail- 
able in 25, 50, 60 and 75 ton capacities. Hand 


operated, air operated or motor driven. KRW 
also makes a full line of Bench type Arbor 


presses. 


Ask your local Machinery dealer to quote 
you. Or write, wire or phone Dept. 67 


for complete details and prices. 
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Administration. 

Stassen was asked “whether it 
is true, as reported, that the Ad- 
ministration has _ singled out 
Point IV experts (known more 
formally as Technical Co-Opera- 
tien Administration experts) “for 

: dismissal in the name of 

economy.” 

Q The senators declared that the 
96 sentiment among members of Con- 
iO ath gress is “overwhelmingly for con- 
—— oe tinuing the Point IV program.” 
Ro They also expressed alarm at what 
@) = i they said were indications “that 
5 a the Administration, for partisan 


Bryan Mfg. Expands 


MONTICELLO, Ind. — Bryan 
Mfg. Co. is building a 150-by-65- 
foot addition to its plant here, to 


Doing Cadillac and Civic Business by Plane— be used for shipping, receiving and 
storage. Bryan also is expanding 


The C-35 Beach Bonanza of Logsdon Motor Co., Cadillac distributorship in Boise, 
id., serves in public affairs as well as in business. Richard M. Logsdon (left), is a 2 fn. ae ee oe 
” - . wormeae: SiGe » Logsdon {lell], IS GO) nartment. The company produces 
member of Gov. Ben Jordan's aeronautical commission. With him is his partner,| electrical wiring assemblies for 


Harold R. York. automotive manufacturers. 
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reasons,” seems de- 
termined “to erase the very name 
of Point IV from the program of 
technical co-operation merely on 
the ground that the bold new 
program of this name began under 
the administration of former Presi- 
dent Truman.” 

+ * * 


Wilson’s Road to Peace 


N AN address before the 

Academy of Political Science, 
Secretary of Defense Charles E. 
Wilson, whose current business is 
building up this nation’s readiness 
for war, urged that America “with 
renewed determination,” take the 
lead in ending the causes of war. 


The program offered by Wilson 
would seek to increase not mere- 
ly U. S. but world productivity to 
the highest possible level by these 
means: 

1, Freer exchange of technical 
knowledge. 

2. Freer access to raw materials. 

3. Freer exchange of goods and 
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RINSHED-MASON Co. 





~@ New Fast Drying Combination 
requires NO EXTRA EQUIPMENT! 





>@ NO ANNOYING ORANGE PEEL! 
~@ MORE PAINT JOBS PER DAY! 


~@ ASK YOUR R-M JOBBER! 


5935 MILFORD AVENUE, DETROIT 10, MICHIGAN 
1244 N. LEMON STREET, ANAHEIM, CALIFORNIA 





in Canada: Standard Paint & Varnish Co., Ltd., Windsor, Ont. 


Manufacturers of passenger and commercial car lacquers, enamels, primers, surfacers, tinting colors, thinners, removers, rubbing compounds, etc. 


services, with gradual elimination 
of trade barriers. 


4. Strengthening other nations’ 
economies through improving their 
understanding of relationships be 
tween production and consumption, 
exports and imports, credit and 


debt, trade barriers and money. 
* * + 


Snowbound in Washington 

N UNEXPECTED 6%-inct 

snowfall played you-know-what 
with things in Washington a few 
days ago. The dealers didn’t sell 
any cars while most of those who 
had cars couldn’t use them, But it 
was a windfall as well as a snow- 
fall for the service men. 

As soon as the extent of the 
storm was determined, the Dis- 
trict motor vehicle department 
ordered all cars without chains 
off the streets. Incidentally, 
George Keneipp, director of the 
division, had to stay home him- 
self—or be arrested by his own 
order—because when he tried to 
put on his chains, they wouldn’t 
fit his new tires. 

Working late at the office trying 
to mop up for a contemplated trip 
to Richmond with Tom Frost— 
what a name at such a time!—for 

| a combination Old Timers and 
| State Auto Assn. meeting, I failed 
|}to notice what was going on out- 
side, and so was stuck when I did 
| go out. 

Later — almost midnight — I 
trudged home through the snow 
without rubbers or any other pro- 
tection and as a result the next 
morning was devoted to Neo-Syne- 
phrine, penicillin, aspirin, mustard 
footbaths, etc. But, it is reported 
aoe regretfully, no bourbon. 

+ ~ * 
|Sun Shines Again 
OM FROST, as most AUTOMOTIVE 
News readers know, is a Ford 
| dealer in Warrenton and a member 
bed the Virginia Legislature. He 
called me at home. 
“How you all doin’, boy?” was 
“Goin’ to be able to 


| his query. 
make it?” 

| Tom assured me there was 
nothing between Washington, 
Warrenton and Richmond that a 
Ford couldn’t overcome. “But 
your voice doesn’t sound so 
good,” he added. 

So I had to tell him that unless 
his Ford could overcome the cold 
in my head, the Richmond trip was 
| off. 

As this is written, the sun is 
|shining again, the snow is almost 
gone, the car dealers are greeting 
|customers once more and all the 
service stations are out of chains, 
and about out of antifreeze. 

But my troubles are still with 
me, shared in a kindred way by 
the U. S. Weather Bureau, where a 
| special investigation is under way 
to determine how that paralyzing 
snowstorm slipped up on_ the 
Government forecasters and caused 
countless thousands of motorists 
and pedestrians to be caught with- 
out warning. 

And [Im not kidding. The 
Weather Bureau was caught with 
its chains — or something — down 
when the top sockeroo landed un- 
expectedly, while the forecasters 
were looking the other way—if not 
playing gin rummy. 

~ . 


* 


'Two Were Lucky 


(TERE were at least a couple 
forehanded guys in our field 
| who saw snow trouble ahead. They 
|were George Davis, director, and 
|George Curtis, deputy director, of 
|the motor vehicle division of the 
| Department of Commerce. 

| I had an arrangement to call 
|Curtis at 5 p. m. for some im- 
| portant information. He was gone. 

“Is George Davis there,” I 
| asked. No, I was told by Ray 
| Fussell, who recognized my voice. 
| “They live way out,” he said, 
“and I think they ducked to beat 
the snow home.” 

“Listen, Bill,” he added as an 
afterthought, “if you’re smart you’l! 
get goin’ too.” 

But Ray and I weren’t smart. | 
understand he had quinine for 
breakfast the next morning. 


Schenk Moves Office 


TOLEDO. — Arthur E, Schenk, 
agent for J. Alex Gordon Co., De 
troit, and northern Ohio franchise 
representative of Automatic Trans- 
portation Co., Chicago manufactur- 
er of electric-driven industria! 
trucks, has moved to 1313 Jefferso:: 
Ave, 
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Used-Car Dealer News... 
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Relations 


Texas Parley Topic 


SAN ANTONIO, Tex. — Im- 
provement of public relations was 
the main theme of the convention 
of the Texas Independent Automo- 
bile Dealers Assn. here. 

Resolutions adopted say the 
association has a definite plan to 
improve relationships between 
dealers and public and ask for 
closer adherence to the group’s 
code of ethics, expressing op- 
position to misleading advertising. 

The convention elected Clyde Cox, 
Tyler, as president. He succeeds 
John Kinnaird, Fort Worth. 

Other officers are Ray Williams, 
Fort Worth, vice-president; Dale 
Robbins, Lubbock, vice - president; 
J. E. Patterson, Amarillo, secre- 
tary, and Percy Henry, Houston, 
treasurer. 

Named as_ regional vice-presi- 
dents were Wiley Gill, O. W. Con- 
ditt, G. B. Stovall and Odous Tin- 
dall. 

More than 125 dealers attended 
the meeting. 

In an address entitled “Let’s 
Face Facts,” Kinnaird urged | 
dealers to improve their public | 
relations so that customers might 
have the same confidence in them 
in buying a used car as the 
jeweler’s customer has in 
purchasing a diamond. 

This idea was carried a step 
further by Tom Blundell, business 
manager of the association, who | 


Ford Dealers’ Ad | 
Draws Wrath 
Of U. C. Group 


NEW YORK.— An ad by Ford 
dealers has drawn the yrath of 
the New York Used Car Dealers 
Assn. 

Appearing in both metropolitan 
and outstate papers, the ad con-| 
tains a cartoon showing a used-car | 
lot with the lettering, “Norman P. | 
Gyp” on the office. 

At a special meeting, the associa- 
tion passed a resolution condemn- 
ing such ad practices and calling 
on the Ford Motor Co. for a public 
retraction of “the implications con- 
tained in such false, misleading 
advertising matter.” 

The resolution said that such ads 
attack the integrity and good | 
standing of used-car dealers in| 
every community. 

Ford denied that the ad was fac- | 
tory inspired, and suggested that | 
it was placed by New York Ford | 
dealer groups. 

One used-car dealer threatened a 
counter-move against all Ford | 
dealers. According to his plan: 

“Each used-car dealer will pur- | 
chase a new Ford (and they are 
available) at approximately dealers’ 
cost, and advertise them for sale at 
the current real market value, 
which is cost. 

“He thereby can let the public 
know that used-car dealers handle 
merchandise at market prices 
rather than at ‘factory suggested 
prices.’ 

“When Mr. John Q. Public learns 
that he can buy new Fords at $400 
to $500 less from a used-car dealer, | 
he will regain some of the confi- 
dence and respect due the inde- 
pendent dealer that Ford spent so 
much to vilify.” 











The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
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declared that “everything that aj 
trade association does should be} 
looked at from the standpoint of 
public reaction — what should be 
avoided to prevent negative re- 
action and what should be under- 
taken to win public favor.” 

He laid down a number of 
principles, urging members to: 

1, Plan activities with the public 
relations effect clearly in mind and 
select projects that will win public 
approval and hold public attention. 


2. Adapt the association’s story 
to specific audiences, linking it 
to the knowledge and interests of 
the public, 

3. Set specific objectives for 
public relations work, such as gain- 
ing prestige, correcting false im- 
pressions or influencing legislation. 

4. Be affirmative and constructive, 
even in “defensive” programs. 

Speaker at the luncheon session 
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At Aero-Mayflower's Indianapolis shops, Clayton Dynamometers are 
standard equipment. Maintenance procedure calls for periodic per- 


formance checks of all 
efficiency. Mr. Grumme 


“Our Model C-61 chassis dynamometer was 
installed in February of 1946. Since that time 
we have used it on an average of 80 hours a 


week. The unit 
and overhauled 


adjustment to a 
and expensive 
ditions could 
eliminated.” 


Write for complete, 
detailed information 
on Guaranteed Power- 
proved Performance. 





regularly power-proved 
on Clayton Dynamometers. 


power train condition; and for final check and 


Areo-Mayflower is one of many large fleets that have adopted the 
Clayton Dynamometer as a key tool in saving time and expense in 
maintenance. Power-proved performance can be guaranteed only if 
the power unit is adjusted and checked on the dynamometer. 


... And of course, it’s a 


CLAYTON MANUFACTURING CO. 


BOX 550, EL MONTE, CALIFORNIA 





Britain Unveils New MG— 


The new model of Britain's MG Midget, designated TF, is 1% inches lower than 
its predecessor. The hood, which opens from the top by button release, has fixed 
sides. Front fenders have been restyled to include headlamps. The back of the seat 
is divided for greater seating comfort. Maximum speed is given as 90 miles per 
hour. The four-cylinder engine developes 57 horsepower, and a mileage of 28 miles 
per gallon is claimed. Prices are up $50 to $75. Both disk wheels and wire wheels 
are available. 


program, first to inform the 
public as to why automobiles 
cost what they do and, second, 
to assure his customers that he 
is a reputable businessman en- 
gaged in a legitimate business.” 
Whelchel stated that there is 
room for both new and used-car 
dealers in the automotive field and 


was David P. Whelchel, Nashville, 
executive vice-president of the 
Tennessee Automotive Assn., who 
also stressed the need for better 
public relations. 

“Every auto dealer,” he de- 
clared, “has need of a con- 
structive public relations 


__ 61 
that they should learn to cooperate. 

The final event of the business 
session was a “Stump the Experts” 
program with experts on salesman- 
ship, financing, legislation and auto 
titles answering numerous 
questions from the floor. 

+ + * 


Merchandising Practices 


Under Scrutiny in Ohio 


CLEVELAND. — Complaints by 
the Better Business Bureau against 
used-car sales practices have been 
lodged with R. E. Foley, State 
registrar of motor vehicles. 

The State licensing board 
scheduled @ discussion of question- 
able practices. Three used-car 
dealers were specifically named in 
the charges, but the names were 


not made public. 
a oe * 


Bill Seeks $250 Increase 


In Mass. Dealer Fees 


BOSTON. — ‘A bill that would 
boost fees for Massachusetts 
used-car dealers from $50 a year 
to $300 was filed in the House by 
Rep. Thomas T. Gray, Springfield 
Republican. ; 

The measure is opposed by the 
Massachusetts Automobile Deal- 
ers Assn, 
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consumer research, and business 
management. Robins, assistant gen- 
eral sales manager of field activi- 


ties, will be in charge of the divi-| 


sion’s regional sales offices. 


Meeker, assistant general sales | 


manager of product sales and serv- 

ice, will supervise tractor sales, im- 

plement sales, industrial sales, 

Fordson Major Diesel sales, used 

equipment sales, parts and service. 
* * + 


U. S. Rubber Division Names 


3 Managers, 2 Engineers 

Appointment of three new re- 
gional managers and two sales 
engineers in construction tire 
sales has been announced by J. F. 
Arthur, truck tire sales manager 
of the U. S. tires division of U. S. 
Rubber Co. 

Ben F. MacCormack, new east- 
ern regional manager, will make 
his headquarters in New York. 
Henry Hitchins has been ap- 
pointed sales engineer for con- 
struction tire sales in the east, 





and will be under the direction 


| of MacCormack. 


C. N. Clabough has been named 
central regional manager, with 
headquarters in the Chicago 
branch, and Dugald McKinnon 
has been appointed western re- 
gional manager, with offices in 
Denver. 

Joseph Bernat has been ap- 
pointed sales engineer to assist 
McKinnon in the western region. 

* + + 


Resolute Names Gourley 


Resolute Insurance Co., Hartford 
Conn., has announced the appoint- 
ment of W. J. Gourley as special 
agent in northern Ohio. 

* * *- 


3 More Educators to Serve 
As Fisher Guild Judges 


Three more nationally famous 


| educators have accepted invitations 


to serve on the honorary board of 
judges of the Fisher Body Crafts- 







Parking in the Air— 
Charles A. Simmons sr. (left), president 
of Simmons Industries, Inc., Albany, oper- 
ates the Sky-Park, a hydraulic pushbutton 
machine that lifts and parks cars in a 


*| suspended position. Two other cars may 


be parked underneath. The new lift is 
designed to double the parking capacity 
of car-congested metropolitan areas. Sim- 
mons is the inventor of the Sky-Park. 


mans Guild, according to James P. 
Wines, guild secretary. 

New members of the group are 
Lloyd V. Berkner, president, As- 
sociated Universities, New York 
City; Jesse E, Buchanan, president 








THE MOST MODERN CAR DEALER SHOPS 
STEP UP EFFICIENCY with 












ECO ISLANDERS and TIREFLATORS 
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‘BALANCED INFLATION 


Only Eco can give identical pres- 
sure in both tires in a matter of 


seconds. 


EVERY MINUTE SAVED ON THE JOB MEANS 


EXTRA PROFITS —That's why progressive 
car dealers install modern shop equip- 
ment that saves steps and time on routine 
jobs. Quick convenient water service and 
automatic tire inflation right at your lift 
will save enough time and manpower 
to put through several extra lube jobs 


each week. 


Eco Remote Control Tireflators provide 
precision automatic tire inflation in sec- 
onds with overhead reel convenience. 
Tireflator mechanism also available for 
attachment to any make of air reel previ- 
ously installed. Eco Islanders give you 
handy complete water and automatic air 
service right at your finger tips — with 
fully automatic hose retraction. 








Offices in Principal Cities 





FREE 


Write for your copy of AIR-31, 
John Wood Company's new bro- 
chure telling how to save man- 
hours and increase shop output. 


JOHN Woop COMPANY 7 Bennett Pump Division, Muskegon, Michigan 





of the University of Idaho, Moscow, 
Id., and Joseph C. Morris, vice- 
president of Tulane University, New 


Orleans. 
* * * 


{| Rohm & Haas Picks Dr. Haas 


As Executive Vice-President 


Rohm & Haas Co., manufacturer 
of Plexiglass sheets and other 
products, has elected Dr. F. Otto 
Haas as executive vice-president. 

Dr. Haas was named a director 
in 1948, and a vice-president and 
member of the executive commit- 
tee of the board of directors in 
1951. Since 1945 he had been han- 
dling assignments in the produc- 
tion and sales divisions. 


* * * 


Thobaben Elected to Head 


Suggestion Systems Group 
George H. Thobaben, manager of 
suggestion systems for Cleveland 
Graphite Bronze Co. has been 
elected president of the National 
Assn. of Suggestions Systems. 
Some 800 members, representing 
companies in the United States, 
Canada, Italy, England, Ireland and 
Denmark, comprise the association. 
om - * 


General Tire Names Beckett 


To Product Service Chief 


Appointment of Joseph A. 
Beckett to the newly created po- 
sition of manager of product 
service of General Tire & Rubber 
Co, is announced by L. A. Mc- 
Queen, sales vice-president. 

Beckett joined General in 1928 
after working for New York 
Shipbuilding Corp., Camden, N, J. 

m . * 


Frontier Industries Elects 


Damon to Directorate 

Ralph S. Damon, president of 
Trans World Airlines, has been 
elected a director of Frontier In- 
dustries, Inc., Buffalo. 

In joining the board as _ its 
seventh member, Damon, who was 
one of the corporation’s charter 
stockholders, is the first of the di- 


rectorate to be recruited outside of | 
western New York business circles. | 
> = * 


Cleveland Graphite Aide 


Carver Pope, former vice-presi-| 


dent and general manager of Glas- 
cote Products, Inc., has been made 


assistant personnel director of| 


Cleveland Graphite Bronze Co., ac- 
cording to William G. Laffer, presi- 


dent. 
* * * 


Carne Heads Merchandising 


In Dodge’s Detroit Region 


Appointment of Gordon W, Carne 
to the newly created position of 
regional merchandising manager in 
Dodge’s Detroit region has been an- 
nounced by L. F. Desmond, Dodge 
general sales manager. 

Carne’s 13 years of automotive 
experience includes sales promotion, 
teaching automobile service and 
conducting dealer schools for an- 
other car manufacturer. 

* a = 


Corrulux Division Sets Up 


New Houston Sales Office 


New general sales offices at 714 
Prudential Insurance Bldg. on Hol- 
combe Blvd. in Houston. have been 
established by the Corrulux division 
of Libbey-Owens-Ford Glass Co., it 


Corrulux president. 


|facture of Corrulux fiber glass re- 
inforced plastic sheets in Houston 
| several years ago, the executive 
}and sales offices had been at the 
factory, 410 Holmes Rd. Factory 
expansion now under way and an 
increase in sales activity made the 
= offices necessary, Finger 
said. 





* * : 


|Handy & Harman Celebrates 


Boynton’s 50th Anniversary 


Handy & Harman, refiner and 
fabricator of precious metals, 
paid tribute to its vice-president 
and treasurer, Howard W. Boyn- 
ton, on the occasion of his 50th 
anniversary with the company. 

At a dinner in New York, at- 
tended by 110 of his associates, 
J. C. Travis, president, presented 
Boynton with a gold tray. 

* se = 


Ammco Names Suttles 


is announced by Joseph S. Finger, | 
Since the beginning of the manu-| 





| 





Tools, Inc. 





John replaces Riy 
Ward, who retired because of fai!- 


ing health. 


Haldeman Appointed Chief 


Of Service Sales at White 


Harold W. Haldeman has been 
named service sales manager cof 
White Motor Co., it is announced 
by Henry J. Nave, director of 
service and industrial sales. Halde- 
man will make his headquarters in 
Cleveland and will be in charge of 

(Continued on Page 63, Col. 2) 
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change from cord 


GIVES YOU LIGHT 
WHEN YOU WANT IT— 
WHERE YOU WANT IT! 













No installation 
costs. Just hang 
up, plug in! 






Foolproof 
“Gravity Action” Re- 
coil Mechanism .. . 
locks at any desired 
length! 


U/L Approved #18-2 
$.V.0. Neoprene 
jacketed, kink-proof 
cord! Oil and water 
resistant. 


New “Stubby” Handle! 
100% Neoprene with 
protector ears. 








New type “swing open” 


Unconditionally guaranteed 
for one year! 


VMODERN / EFFICIENT 
V ECONOMICAL 


No more tangling in a clumsy wire 
“booby trap” that’s always in your way, 
causing short tempers and painful 
accidents! Save time, trouble and money 
the Cordomatic way. Cordomatic works 
like a window shade—just pull out 
the length of cord you need and it locks 
in place automatically! A flick of the 
wrist, and z-z-zip, it rewinds itself. 
One Cordomatic Trouble Light Reel will outlast 
many ordinary drop cords. 


Available Through Your 
Local Automotive Jobber 


@Reg. U.S. Pat. Of. 


e 
Division 


Appointment of John L, Suttles| OF THE VACUUM CLEANER CORP. OF AMERICA 


as district representative in the 
Carolinas and Virginia territory 
has been announced by Martin W. 
Bazner, vice-president of Ammco 


Plant No. 2: 


CROSKEY ST. & INDIANA AVE. 


PHILADELPHIA 32, PENNA, 

































merchandising and sales of parts 
and accessories. 

He formerly was with Atlantic 
City Transportation Co, as staff 
engineer in charge of maintenance, 
and was parts and service manager 
and assistant to the president of 
Brown Equipment & Mfg. Co., New 
York, 


* * * 


Lee Tire Promotes Davey 


Lee Tire & Rubber Co. of New 
York, Inc., Conshohocken, Pa., has 
announced that H. W. Davey will 
manage its factory branch office in 
Toledo. He joined Lee in 1950 as a 
sales representative for the Pitts- 
burgh branch. 

x 


* * 
Fruehauf Elects Pierson 


To Board of Directors 


Warren Lee Pierson, chairman of 
the board and chairman of the ex- 
ecutive committee of Trans World 
Airlines, has been elected a member 
of. the board of directors of Frue- 


hauf Trailer Co. 
* * «*& 


Aro Top Appoints Hamlin 


Western Representative 

Ray Hamlin, manager of Aro 
Top Sales Co., Boston, has an- 
nounced that 8. F. Beatty, 325 


K-W Signing In— 

Dealers all over the country are now 
changing their Kaiser- Frazer signs to 
Kaiser-Willys. Joe Berrigan (left), general 
manager of Atlanta Kaiser-Willys, Inc., 
Atlanta, directs changeover of the letter- 
ing at his showroom. 





The AUTOMOTIVE NEWS ALMANAC is} 
a year-long friend. Use it often for statis- | 
tics, buyer information and personnel data. 


‘“delivers the goods’’ 
from survey to installation 








BORROUGHS FLEXI BINS are built to give the greatest accessi- 
bility, quickest adjustment and fastest stockroom service. They make 
inventory-taking easy. Flexibility, dependability and efficiency are built 
into every unit. Borroughs distributors offer you the following complete 
service: 





Complete survey service 


Your stockroom may be brand new, 
requiring a complete new bin system. . 
or you may want your present one 
rearranged and made more efficient. 
Regardless of your storage bin prob- 
lem, our engineers can show you many 
economies that will mean genuine sav- 
ings for you. 


Plan-o-graphing service 


Here’s another job where our engineers 
can be of real service to you. Not only 
will they show how best. to use your 
present floor space for top efficiency, 
but they will also furnish plan-o-graphs 
for revising your present bin system, or 
for an entirely new system. 





Efficient installation service 


Prompt delivery service 


Your job is always the most important 
to us. We know that you must have 
your stockroom ready for business on 
such-and-such a day... and it’s up to 
us to see that your storage bin system 
is ready when you want it. Yes, you 
can bank on a promise from us. 


Planning is one thing—and working to 
that plan is another. We do more than 
make deliveries...our installation en- 
gineers are on the job to correctly and 
completely install your Borroughs sys- 
tem—the most efficient and economical 
storage bin system that money can buy. 


Send for catalogue and name of your nearest distributor 


BORROUGH §S Miz. company 


Subsidiary of American Metal Products Company of Detroit 


3002 N. Burdick, Kalamazoo, Michigan 





Auto Personnel 


(Continued from Page 62) 


Magellan Ave., San Francisco, 
has been appointed western sales 
representative for Aro products. 

Beatty also is western repre- 
sentative for Haartz Fabrics, 
used in new-car convertible top 
equipment and Aro replacement 
tops. 

+. * * 


Oetjen Named Manager 


Of Proto Tool Sales 


Appointment of H. W. Oetjen as 
sales manager for Proto tools has 
been announced by Marvin S. Ban- 
doli, vice-president of sales, 
marketing and distribution of the 
Los Angeles firm. Oecetjen was 
formerly director of marketing and 
research, but had devoted much of 
his time to sales activities. 

a * * 


| Timken Axle Names Joyce 


Market Research Manager 


Appointment of W. J. Joyce jr. 
as manager of market research 
| for the Timken-Detroit axle di- 
| vision of Rockwell Spring & Axle 
| Co., has been announced by Fred 
| W. Parker jr., executive vice- 
president of the division. 

Joyce formerly was sales man- 
ager of the clutch department of 
Dana Corp. Previous to that, he 
was chief engineer of Raybestos- 
Manhattan, Manheim, Pa., and an 
experimental engineer for the In- 
land manufacturing division of 
General Motors, Dayton, O. 


* * * 
Mahan, GE Lighting Expert, 


Retires After 43 Years 


H. E. Mahan, manager of Gener- 
al Electric Co.’s illuminating labo- 
ratory at Lynn, Mass., and an 
international authority on outdoor 
lighting, has retired after more 


| company’s rectifier 
department. 

He joined GE in 1910 as an ap- 
| plication engineer and played an 
important part in nearly every 
|lighting job installed by the firm 
| since then. 


lighting and 


* * * 


|AC Spark Plug Ups Curtis 


|\To Manufacturing Chief 
| Appointment of Hubert L. Cur- 
| tis as manufacturing manager of 
| the AC Spark Plug division of 
General Motors has been an- 
nounced by Joseph A. Anderson, 
general manager. 
Curtis will work with Warren 
| E. Milner, recently named works 
| manager, on both commercial and 
| military products. Curtis, who 
| started as a methods analyst with 
AC in 1989, last served as director 
of defense manufacturing at the 
division’s Flint plants. 

* 7” oe 


Black & Decker Transfers 


Fehsenfeld to Dallas 


Appointment of Albert S, Fehsen- 
|feld as branch manager for the 
| Dallas sales and service branch of 
Black & Decker Mfg. Co. has been 
announced by J. F. Spaulding, 
general sales manager. 

Fehsenfeld had been manager of 
the Indianapolis branch since 1952. 
He has been in sales work with 
the company since 1937. 

Carl G. Gutman has been ap- 
pointed branch manager of the 
Indianapolis branch. Gutman 
started as a service engineer with 
Black & Decker in 1943. He became 
a sales representative in 1948 in 
Syracuse, N. Y. 

* * * 


Superior Coach Ups Larsen 


To Executive Vice-President 

Superior Coach Corp., Lima, O., 
announces that Laurence H. Lar- 
sen, vice-president and treasurer, 
has been promoted to executive 


vice-president and treasurer. 
* * , 








Edwards Named Manager 


Of Fisher Aircraft Plant 


James E. Goodman, general man- 
ager of Fisher Body, has announced 
the appointment of James J. Ed- 
wards as manager of the division’s 
aircraft plant in Grand Rapids, 
Mich. 

Edwards replaces John P. Lund, 
who is on leave due to illness. Ed- 
wards had been director of works 
standards for the Buick-Oldsmo- 


|than 43 years of service with the| 
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bile-Pontiac assembly division and 
formerly was works manager of 
B-O-P’s aircraft activity in Arling- 
ton, Tex. 

* * * 
Case Institute President 


Joins Board of Clevite 


Dr. T. Keith Glennan, president 
of Case Institute of Technology, 
Cleveland, has been elected to 
the board of directors of Clevite 
Corp. He replaces the late Dr. 
A, W. Lueke. 

Glennan has been president of 
Case since 1947. From 1950 to 
1952, while on leave of absence, 
he served as a member of the 
Atomic Energy Commission. 


During World War II, Glennan 
was director of the Navy’s under- 
water sound laboratory at New 
London, Conn, 

* + * 


Great Lakes Steel Names 


7 New Vice-Presidents 


George R. Fink, president of 
Great Lakes Steel Corp., has an- 
nounced promotions of seven ex- 
ecutives to vice-presidencies of the 
Ecorse (Mich.) firm. 

The new vice-presidents are Ross 
Wilkins jr., general sales manager; 
E. P. Dubois, assistant general sales 
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manager; H. CC. Smith, metal- 
lurgical control; H. B. Jeffrey, as- 
sistant to the president and as- 
sistant treasurer; Edward W. 
Herbert, treasurer; H. D. Fenske, 
transportation and Steel Floor di- 
vision manager, and C. W. Laufie, 
Alloy division. 


* * * 


Ross Named Sales Chief 


At Circo Equipment Co. 


William A. Ross has been ap- 
pointed sales manager of the Circo 
Equipment Co., Clark (N. J.), man- 
ufacturer of vapor degreasers, 
metal parts washers and solvents, 
Melville Morris, president, has an- 
nounced. 


Ross spent 10 years with Bendix 
Aviation Corp., where he was in 
charge of finishing operations at 
three plants. 





* * * 


General Assigns Rotruck 


E. S. Rotruck has been named 
office manager of the Detroit sales 
division of General Tire & Rubber 
Co. He replaces Floyd A. Yocke, 
who has been appointed territory 
sales manager in the Detroit area. 
Rotruck, of Akron, joined General 
last year as an office management 
trainee, 











Anthony MODEL "'D" 6 BODY 
with Super MODEL 620-7 HOIST 


Clincher your 
DUMP TRUCK SALES 


Regardless of what your customer may want most 

in a dump body—you’ve got it in an Anthony—POWER, 
PERFORMANCE, FEATURES, PRICE—all are wrapped 
up in a package. Powerful sales advantages that can up 
your volume and profit to a new high—give your 

customer service satisfaction and on-the-job 

reliability he couldn’t find anywhere else at any price. 


Get your copy of the new brochure about this “Best Seller” 
with easy-to-read “‘Hoist Selection Guide,” from your 
Anthony Distributor, or write direct, address, Dept. 5L. 





ANTHONY 
SUPER HOIST DUMP BODIES 







NATIONWIDE DISTRIBUTION 


SALES and SERVICE 
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Inventories Off Only Sli 


16% Fewer 
Shipped in 


NEW YORK. — Manufacturers’ 
shipments of car tires during Sep- 
tember amounted to 6,277,826 tires, 
16.22 percent below August 
shipments of 7,493,225, according to 
the Rubber Manufacturers Assn. 

Production of passenger tires 
was down 5.06 percent in Septem- 
ber to 6,081,726 tires, compared 
with 6,405,649 tires the previous 
month, 

Inventories at the end of the 
month were 10,494,158 tires, 1.77 
percent below the 10,683,635 tires 
on hand at the end of August. 

Shipments of truck and bus tires 


Los Angeles BBB 
Warns Public of 
Come-On Ads 


LOS ANGELES. — The Better 
Business Bureau has warned the 
public to beware of dealers who use 
“would-you-take” advertising. 

In a large ad in the Los Angeles 
Ezaminer, BBB said that “ethical 
automobile dealers do not resort 
to such ‘bait’ advertising tricks.” 

The ad said: “The salesman and 
the dealer he represents are simply 
using a trick to get you into their 
salesroom. Once you are there they 
pour on the high pressure. 

“When you are ready to buy they 
begin to find excuses, apologies and 
alibis. They just can’t let you have 
as much allowance as the little 
card said.” 

The BBB ad also said some 
dealers mark up the price of the 
new car and extras so they can 
give a bigger tradein. 
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Car Tires 
Month 


in September totaled 1,146,192 tires, 
a decrease of 12.13 percent from 
August, when 1,304,348 tires were 
shipped. Production was up 5.57 
percent to 1,066,578 tires, compared 
with 1,010,344 produced during Au- 
gust. 

Inventories at 2,798,238 tires 
were 2.55 percent below the end 
of August, when 2,366,203 tires 
were on hand, 

Shipments of automotive inner 
tubes were 5,719,695 units, a de- 
crease of 12.40 percent below Au- 
gust, when 6,529,371 inner tubes 
were shipped. Production in Sep- 
tember was down .41 percent to 
5,655,651 units, compared with 5,- 
678,711 in August. 

Inventories at 11,287,881 units 
were 10.39 percent above the previ- 
ous month-end stock of 10,225,911 
inner tubes. 


Body Study 


Ford fvauls Group to Seek 


Engineering Firsts 


DEARBORN.—A special projects 
group has been organized within 
Ford Motor Co.’s engineering staff 
to study advanced body design, 
with one of its major objectives 
being the establishment of engi- 
neering “firsts” for the company. 

The group will be headed by J. 
C. Widman as body engineer for 
special projects, and will operate 
as a staff function under H. C. 
Grebe, executive engineer for body 
design. 

Replacing Widman as Ford car 
body engineer in the Ford engineer- 
ing staff is William Bobek. P. R. 
Munn jr. succeeds Bobek as chief 
body draftsman. 


We Can Show You How To 


. -- INCREASE YOUR | 
SHOP HOUR LABOR 


. -- ATTRACT STEADY 
SERVICE CUSTOMERS 
AND HOLD THEM 


- + + SELL MORE 
NEW CARS 


ALL AT NO COST 


TO YOU! 


We can prove we have 
helped Car Dealers in every 
section of the country build 
good will and increase sales 
and service profits. We can 


do the same for you.. 


. and 


can prove that, too! For full 
information, use the coupon 


below. 


MAIL THIS COUPON 


TODAY. 


There's NO cost, NO Obli- 
gation — now or in the 
future. Please attach cou- 
pon to or write us on your 
company letterhead. 





Air Secretary at Old Timers Dinner— 


Air Force Secretary Harold E. Talbott (second from right) and four members of the 
Automobile Old Timers renew acquaintances at a dinner last week in New York, 
marking the organization's 14th anniversary. From left are Frederick H. Elliott, 
founder and executive vice-president of AOT; R. A. Stranahan, president of Cham- 
pion Spark Plug Co.; Royce G. Martin, president of Electric Auto-Lite Co.; Talbott, 
and Willard F. — a — of Rockwell Mfg. Co. 


Old Timers Membership 
Is Nearing 5,000 Mark 


NEW YORK.—Reports of officers 
and committees at the Automobile 
Old Timers meeting here indicate 
the organization is well on the way 
to a membership of 5,000. 

In business sessions preceding the 
14th anniversary dinner, the follow- 
ing directors were elected: 

Earle C. Anthony, Clifford M. 
Bishop, Harry G. Bragg, Ernest 
Burwell, Edward L. Cleary, legi- 
nald M. Cleveland, L. L. Colbert, 
Frederick C. Crawford, Henry M. 
T. Cunningham, J. Frank Duryea, 
Frederick H. Elliott, Harvey S. 
Firestone jr., Clifford J. Fletcher, 
Byron C. Foy, Tom Frost, Paul T. 
Graves, A. W. Herrington, Lloyd Ww. 
Hoagland, Paul G. Hoffman, Wil- 
liam E. Holler, J. Conrad Johnson, 
Pyke Johnson. 

Also, C. W. Kelsey, Charles F. 
Kettering, A. A. Lally, J. Saxton 


DIVISION 
L. Sonneborn Sons, Inc., New York 10, N. Y. 


Gentlemen: 


Prove to me that every Car Dealer who has 
Pian has substantially increased his shop labor 
car sales. And show me how you can do the same for 


without charging one penny. 
NAME 


COMPANY 
ADDRESS 
city 





Refineries: Petrolia and Franklin, Pa. Factory: Nutley, N. J.— Member Pennsylvania Grade Crude Oil Association, Permit No. 12 
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Lloyd, William L. Mallon, George 
A. Martin, Royce G. Martin. George 
W. Mason, Russell M. Nelson, C. 
Ray Palmer, William A. Plunkett, 
Alfred Reeves, Willard F. Rockwell, 
John J. Schumann jr., Herbert W. 
Scott, Henry R. Selden, Wilbur 
Shaw, A. B. Smith, W. R. Stephens, 
R. A, Stranahan, John Van Ben- 
schoten, Thomas J. Watson sr., 
John E. Wilks and Birkett L. 
Williams. 


Life directors are Alfred P. Sloan 
jr., George Conrad Diehl, Arthur 
Lee Newton, D. C. Fenner, William 
L. Hughson and J. E. Henry. 


Chrysler Dealers 
Open Council 
Session Today 


DETROIT.—Thirty-one members 
of the national Chrysler dealer 
council will open their three-day 
semiannual meeting in Detroit to- 
iday (Nov. 16), it was announced 
last week by E. M. Braden, general 
sales manager, of the Chrysler di- 
vision. 

“As a result of the election of 
new chairmen in the 26 regional 
councils, there has been a con- 
siderable turnover in the person- 
nel of the national dealer council 
that will function for the ensuing 
year,” Braden said. “Regional 
chairmen automatically become 
members of the national body, 
which is augmented by five men 
appointed by the Chrysler di- 
vision, in accordance with the 
charter of the council.” 

Braden said that “in the majority 
of cases, the changes in the 
council’s membership were due to 

, the fact that former members de- 
| clined to run for reelection, feeling 
| that they had already given gener- 
ously of their time during the two 
years that the body has been in 
existence.” 


Following is a list of the new 
regional chairmen, as determined 
by recent elections: H. W. Robin- 
/son, Atlanta; Washington Frazer, 
i|Providence; F. P. Poindexter, 
| Winston-Salem, N. C.; Edwin P. 
'Bergeron, Kankakee, Ill.; Harold 
R. Wood, Columbus, O.; Clifton 
,Dennard, Dallas; A. L. Duckett, 
Prove, Utah; Harold Keegan, Kala- 
mazoo, Mich.; F. W. Judd, Houston. 


E. T. Brooks, Jacksonville, 
Fla.; L. A. Cooper, St. Joseph, 
Mo.; Ray Vane, Inglewood, Calif. ; 
E. L. Frazer, Nashville, Tenn.; 
Wm. G. Lavelle, Neenah, Wis.; 
Sid Kline, Minneapolis; E. J. 
Craigo, Jackson, Miss.; Charles 
J. Haynes, Bridgeport, Conn.; 
Jack A. McRae, Chickasha, 
Okla. 

E. B. Baxter, Cedar Rapids, Ia.; 
F. A. O'Neill, Kingston, Pa.; C. J. 

| Shaffer, Butler, ra: C. A: "Hahn, 
Yakima, Wash. ; L. M. Stewart, St. 
Louis; Martin Leach, Fresno, 
Calif.; Walter B. Ripley, Albany, 
N. Y¥.; C. G. McKimmie, Richmond, 
Va. 

The following five dealers have 
been named by the Chrysler sales 
division to complete the council: 
O. D. Wearley, Toledo; R. S. Mc- 
Cune, National City, Calif.; Joseph 
Levy, Chicago; Jack Zeder, Miami, 
and Lyle F. Harris, Worcester, 
Mass. 









Test Car Finds 
Ohio Shops Lax 


COLUMBUS, O. — The average 
Ohio dealership service salesman 
is only doing 3 percent of his job, 
judging from the treatment given 
a test car sent to 83 service de- 
partments by the Ohio Automobi'e 
Dealers Assn. 


The test car had two badly worn 
front tires, no windshield wiper on 
the driver’s side and a damaged 
fan belt. 

Oil in the car was purposely 
blackened and two quarts low. A 
door sticker indicated there had 
been no oil change or lubrication 
for three months. The driver ex- 
plained to each service man that 
he was leaving on vacation and 
wanted his car carefully checked. 

In the 83 service shops visited, 
the windshield was wiped 80 times, 
the missing wiper was noticed 
seven times, the door sticker was 
examined five times, an oil change 
was suggested three times and 
the worn fan belt was noted nine 
times. Only one attendant tried to 
sell a lube job. 

In studying the survey, the 
NADA reported, “If each of the 
83 shops had sold only the obvious- 
ly needed service, sales would have 
totaled over $12,000. Actually, only 
$278 worth of service was sold.” 





Ohio Parley 


(Continued from Page 3) 


Frolics,’” was presented in 
evening. 

At the final banquet: Wednes- 
day night, the retiring president, 
Glackin, was presented with an 
honorary plaque. The main 
speaker was Dr. Tennyson Guyer, 
of Findlay, known as “Ohio’s 
ambassador of good humor.” 
General chairman of the con- 
vention was Ed Keller. Mrs. Harold 
Hertzfeld headed activities for 
women. 


the 


HOT ITEM for 
COLD WEATHER SALES 


“SY Now in its third year 
of success. The wonder cloth 
that keeps fog, mist, steam from 
forming on windshields and windows. 
Big size—full 15 x 18 inches. In reusable 
plastic bag—one dozen on attractive dis- 
play card. Wonderful value at 39c retail. 


ORDER NOW FROM YOUR JOBBER 
SHOO-FOG 

CLOTH 
LAS-STIK MFG. CO., HAMILTON, O 


If jobber can’t supply, order direct 
from factory. 


NE 


BATTERIES 
SELL YOUR BEST RURAL 
CUSTOMERS THROUGH 


Country 
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Sales Decision a Hot-Stove Debate .. . 


Chevrolet or Ford in October? 


here. Cars sold toward the end of|sales that month were _ 30,830, 


(Continued from Page 2) 
a bit behind on trucks, but enough 
ahead on cars so that Chevrolet led 
for the grand total. 


But the big Chevrolet spurt came 
in the last 10 days of the month, 
and a good number of these vehi- 
cles may not be registered in time 
to get in the compilations of R. L. 
Polk. 


So it could happen that Chev- 
rolet topped Ford in actual car 
sales in October, but that the 
Polk figures will show Ford 
ahead. 


And, since Polk collects figures 
on an industrywide basis, its 
figures are the ones that go into 
the record books. 

Polk collects its figures from the 
registration records of the various 
states, and a time lag is involved 


Minneapolis Tops 
State Average in 
Multi-Car Owners 


MINNEAPOLIS.— (UTPS) — The 
proportion of car-owning house- 
holds in which more than one car 
is owned is larger in Hennepin 
County (Minneapolis) than it is in 
Minnesota as a whole, according to 
the Continuing Survey of Minnesota | 
Living conducted by the Minne-| 
apolis Star and Tribune. 


Nearly one out of six (16 per- 
cent) of the Hennepin County car- 
owning households has two or more 
cars. The comparable figure for 
Minnesota is 11 percent. 


The survey showed that of the 
car-owning households in Hennepin 
County 84 percent have one car, 14 
percent have two, and 2 percent 
have three or more. The figures for | 
the entire state are 89, 10 and 1 
percent, respectively. 


In the state, 87 percent of all| 
households have one or more cars; 
in Hennepin County, the proportion 
is 86 percent. The survey indicates 
that 83 percent of the town resi- 
dents and 83 percent of the city 
dwellers own cars. 

About four out of five of the cars 
(79 percent) being operated by 
Minnesota families are postwar 
models. In Hennepin County, 77 
percent are postwar cars. 


Brown Heads PR 
Of Ford Division 


DEARBORN.—Holmes M. Brown | 
has been appointed manager of | 
public relations for the Ford divi- 

ie sion, L. D. Cru- 
soe, general man- 
ager, announced 
last week. 

Brown succeeds 
J. W. Clarke, who 
has been pro- 
moted to Ford 
Motor Co.’s cen- 
tral staff as man- 
ager of public 
communication. 

; For the last 
H. M. Brown year, Brown had 
been with the company’s sales and 
advertising staff on special assign- 
ments. 

His previous experience includes 
positions as director of public in- 
formation of Colonial Williams- 
burg, Inc.; director of advertising 
and director of public relations of 
American Locomotive Co.; director 
of advertising and sales promotion 
of Pennsylvania Rubber Co., and 
assistant advertising manager of 
General Electric Co. 
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one month often show up in regis- 
tration figures the next month. 

The factories figure sales by 
taking dealer stocks at the begin- 
ning of the month, adding pro- 
duction and then subtracting 
dealer stocks at the end of the 
month. These figures depend on 
the accuracy of dealer stock re- 
ports. 

* * * 
HE official releases for the two 
competitors go like this: 

L. W. Smead, general sales man- 
ager of the Ford division, an- 
nounced that Ford dealers broke a 
23-year-old record for one month’s 
sales by selling 120,930 new passen- 
ger cars in October. Ford truck 


Plan on saad record-breaking 
season with fast-selling 
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A hundred thousand motorists bought Gyro Skid- 
Controls last season—and this year you can expect — 
the demand to grow by leaps and bounds. Every-— 


hits, everybody will want one. Don’t let those Li 
profit sales slip away from you this year— 
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highest since July, 1950. 

W. E. Fish, general sales man- 
ager of Chevrolet, said that his 
firm had a record-breaking Oc- 
tober in car and truck sales, Fish 
announced that volume had 
topped the previous October high, 
set during the peak year of 1950. 
This point may be a significant 


Mud-Snow Tire Bows 


PITTSBURGH. — A new mud- 
snow tire placed on the market by 
Gulf Oil Corp. is said to be 36 
percent better than previous 
models in starts on snow, and 23 
percent better in starts on ice. The 
tread is 1% inches wider than that 





of conventional tires, Gulf says. 
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one: He said that he was especially 
gratified with the showing for cars 
toward the end of the month. 

* = * 


HE Ford statement adds: 

“Significantly, the days’ supply 
of new Ford cars in dealers’ hands 
at the end of October was 15, or 
about half the industry average. 

“And the days’ supply of new 
trucks was 29, also considerably 
below the average of the industry.” 

During the month, Ford’s 6,400 
dealers sold 154,281 used cars and 
28,742 used trucks, setting a post- 
war monthly sales record, And 
the supply of used cars and 
trucks in the hands of Ford 
dealers also was reported below 
the industry average. 

Smead stated: 

“They (the figures) prove that 
the market has not declined for 
Ford cars and trucks and we look 
for continuing stability throughout 
the rest of the year.” 
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Kansas City Show 
To Open Feb. 27 
For 8-Day Run 


KANSAS CITY.— An auto show 
sponsored by the Motor Car 
Dealers Assn. of Greater Kansas 
City will be staged Feb. 27-March 
6 in the exhibition hall of the 
municipal auditorium. 

Drawings for exhibit space for 
cars and trucks was held early this 
month, with 16 different lines 
participating. Approximately 90,000 
square feet of space are available. 

According to Bill Egelhoff, man- 
ager of the association, the 1953 
show drew 144,000 visitors, a figure 
topped only. by the Chicago show. 

Members of the 1954 show com- 
mittee are Chairman Ray Faddis, 
Don Armacost, J. R. Cunningham, 
Earl Davidson, Andy Klein, George 
Sharp and Egelhoff. 




























































weEL 














66 


George L. Glaser Writes . . 
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Auto Letter from Europe 


sneer. Germany. — It can 
be reported that a new car be- 
ing readied for production in Ger- 
many may be the world’s first auto 
equipped with a valveless, two- 
cycle, supercharged diesel engine. 

A practical application of 
power steering is being demon- 
strated in the resort town of 
Baden-Baden in the Black Forest 
region of Germany. 

Electric buses there now have 
dual front wheels but are easy to 
guide because of air-assisted power 
steering. 

* * 
New Car on Way 
LARGE German manufacturer 
is going to utilize the Paris 
Auto Show in October for the first 


* * * 





showing of his new small car which 
will replace several of his current 
models. 


The new car will feature light- 
weight construction, utilizing a 
combined body and chassis. 
Realizing that the style wasn’t 
basically changed in about 20 
years, tifiis firm has decided to 
give this new car an up-to-date 
look, 


It will be powered by a four- 
cylinder engine with a camshaft 
in the head, develop about 50 horse- 
power and come equipped with a 
four-speed transmission. Rear 
wheels will be independently sus- 
pended. 

The car, which has been tested 
in the Black Forest region, re- 

* * * 








Descendant of the Messerschmitt Fighter— 


portedly will sell 
about $1,900. 


* * cd 


Next to Godliness 


N OBSERVATION: Service 

stations which have the owner’s 

apartment on the second floor seem 

to be kept cleaner. Must be the 
housewife’s influence. 
* * o 


Who Has Answers? 


UESTIONS which have reached 

me: 

Is there a fluid cleaner for 
windshield wiper blades which 
will remove road film and pre- 
vent smearing of the glass? 
Can a manifold or carburetor be 

modified to reduce the rate of ac- 
celeration without lowering top 
speed ? 

Does any firm sell a chemical 
which can be added to low-octane 
European gasoline to enable its use 
in unmodified American cars? 


in Europe for 


Precision Pressure Plug 


JENKINTOWN, Pa. — Heat- 
treated precision pressure plugs, 
which seal tight without sealing 
compound by crushing crests and 
roots in softer threads of mating 
tapped parts, are discussed in a 
bulletin prepared by Standard 
Pressed Steel Co., P. O. Box 915, 
Jenkintown, Pa. The alloy - steel 
product called Unbrako Dryseal- 
Thread Pressure Plug gives a posi- 
|tive seal against either liquids or 


New runabout, developed by the noted German plane designer, Willie Messer-| gases under pressure. The bulletin 
schmitt, is being seen fleetingly during tests on German highways. The three-wheeled | describes the sealing operation of 
“cabin scooter” carries its air-cooled engine in the rear. One seat for a passenger|the threads and the reasons for 
is located directly back of the driver. Factory list price of $550 reportedly is planned. leakage with ordinary pipe plugs. 
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Evangelist Returns Loaned Car— 


Dr. Billy Graham (second from left), noted evangelist, returns a Packard Patrician 
loaned him by Glenn Burdick Sales & Service, Inc., during the preacher's month-long 
stay in Syracuse, N. Y. 


Pankow Elected Mayor 


Dealer Who Started Career at 15 in Junk Yard 
Wins Buffalo Race as Democrat 


4 


BUFFALO.—Steven Pankow, 45-|garbed in immaculate white suits 
year-old president of Pankow with navy trim. 


Motors, Inc., began his business} Pankow says that the floor of the 
career in a junk yard. |service department is painted once 
Today he is mayor-elect of |a week. Clean, efficient surround- 


Buffalo and head of an auto 
dealership that has turned over 
as many as 2,100 units in a year. 
Pankow, a Democrat, won the 
mayoralty over a Republican op- 
ponent in the recent City election. 


Pankow’s auto business is strictly 
the result of his own enterprise, At 
15 he was working in a South 
Buffalo junk yard, and at 16 he 
got a job as a machinist. Later he 
operated a crane in a steel mill and 
attended night school. 

His next move was to Detroit, 
where he was employed by the old 
Dodge Bros. Corp. Soon he was 
attending a Chrysler Corp. business 
school. 

Equipped with sales training, 
Pankow came back to Buffalo and 
started selling cars for A. W. Julius 
Co. He worked his way up to vice- 
presidency of the company. 

While with the Julius company, 
Pankow bought Chrysler Corp. 
stock, “I used to make as high 
as $800 a week in commissions,” 
he recalls. “I saved, ’'d keep $100 
to live on and invested the 
balance. I wanted my own dealer- 
ship.” 

At the age of 30, he had put 
away about $19,000. He opened a 
dealership at 1145 Bailey Ave. A 
year later he expanded. 

What are his business theories? 


“As a businessman you can’t 
spend more than you take in,” Pan- 
kow says. “I watch my purchasing 
department seven days a week. 

“What you buy is the most im- 
portant thing. How much do you 
need and do you need it now? You 
have to visualize how much you 
are going to sell. You can’t buy 
more than you can sell.” 

Pankow, who in 1948 was 
elected County clerk by a big 
margin, contends that this same 
policy can be adapted to any 
office in public life. 

The entrance to the Pankow 
dealership is typical of its owner. 
Large baskets of fresh flowers 
flank the door. Servicemen are 


Insurance Leader 
Urges Fight for 


Car Inspection 


NEW YORK.—Compulsory motor 
vehicle inspection should be a top 
legislative aim for. every auto 
insurance man, according to Emil 
C. Chervenak, president of Service 
Fire Insurance Co. of New York. 

“One of the most effective ways 
to combat the highway accident 
rate is to ban mechanically unsafe 
cars from the roads,” Chervenak 
told a meeting of company ex- 
ecutives from offices throughout 
the United States and Canada. 

One car in four needs some type 
of maintenance attention, which 


means that more than 10 million | 
mechanically dangerous cars are on 


the roads, Chervenak said. 


The three-day seminar of claims | 


managers was called to keep ex- 
ecutives abreast of conditions in 
the auto insurance field. 


|ings produce satisfied, efficient em- 
|ployes, who in turn produce good 
business, he believes. 

“Unless you have satisfied em- 
ployes, you’re done,” Pankow says. 
“Good working conditions and 
surroundings are absolutely neces- 
sary. And you’ve got to be human. 
You have to treat all your employes 
alike. You have to be democratic.” 


New-Type Freon Hose 
PHILADELPHIA. — What is de- 
scribed as the first leakproof 
flexible hose ever developed for 
freon refrigerant gas has been an- 
nounced by Quaker Rubber Corp., 
division of H. K. Porter Co., Inc. 
Qua-Seal Freon Hose is made with 
a special synthetic tube which pre- 
vents permeation of this highly 

volatile gas, the company said. 
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GUARANTEED to keep engines in 
top operating condition for 100,000 
miles, provided the oil is changed 
regularly as recommended by the 
car manufacturer. 


CUTS OIL CONSUMPTION IN HALF dur- 
ing the life of an engine in good 
working condition: 


ENDS HYDRAULIC VALVE-LIFTER 
TROUBLE 


NATIONALLY-ADVERTISED in Life, 
Look, Saturday Evening Post and 
Collier's, in hundreds of newspa- 
pers, on radio and television. 


For complete details, phone or write 


SINCLAIR REFINING COMPANY 
600 Fifth Ave., New York 20, N. Y. 
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Auto Advertising 


(Continued from Page 29) 


Post-Intelligencer negotiated 
with five AFL mechanical unions. 
* * * 


Metro Readership Study 


Metropolitan Sunday Newspapers, 
Inc., has released a new compara- 
tive readership study of 17 advertis- 
ing campaigns which ran in both 
Metro Sunday Comics and other 
national publications. 


Products covered range from 
cars to toothpaste. 

The study is contained in a 32- 
page, two-color booklet with re- 
prints of representative ads in each 
campaign. The booklet is divided 
into two sections, one for 12 cam- 
paigns of interest to women and 
the other for five campaigns of 
interest to men. Summary charts 
are presented at the end of each 
section. 

Copies may be obtained from 
Metro sales offices in New York, 
Chicago, Detroit, San Francisco and 
Los Angeles. 

a +. * 


Ross Roy Gets Oravisual 

Ross Roy, Inc., New York, has 
been appointed the agency for Ora- 
visual Co., Inc., Stamford, Conn. 

J. De Jen, president of Oravisual, 
which manufactures meeting equip- 
ment and visual training aids, said 
the agency will handle trade pub- 
lication advertising, merchandising 


and sales promotion. 
> * om 


Ad Agency Picks Wilson 

Edward E. Wilson, president of 
a Pontiac-Cadillac dealership in 
Birmingham, Mich., and son of De- 
fense Secretary C. E. Wilson, has 
been elected a director of Denman 
& Baker, Inc., advertising agency. 
The younger Wilson also is presi- 
dent of a GMC truck dealership in 
Pontiac. 

* * * 


Collier’s Bookings Rise 

Large gains in Collier’s advertis- 
ing orders for 1954 have been re- 
ported by Shepard Spink, 
advertising manager of the maga- 
zine. 

“Our orders for advertising ex- 
ceed our bookings of a year ago by 
28 percent in space and 49 percent 
in dollars,” he said. 

Spink also announced that 44 new 





advertisers would use the biweekly 
issues this year. 
oe * + 


Parade Adds No. 43 


The Knoxville (Tenn.) News- 
Sentinal has been named a dis- 
tributor of Parade. This brings to 
43 the number of papers currently 
distributing the Sunday magazine 
and boosts circulation to six mil- 


lion. 
+ +. 


* 
Companion’s ‘Workshop’ 

Guy Henle has joined the Wo- 
man’s Home Companion as editor 
of a new “House, Garden and Auto- 
motive Workshop” section, accord- 
ing to Woodrow Wirsig, editor. 

Henle, formerly associate editor 
and sales manager of Vanguard 
Press, will emphasize “do-it-your- 
self” information. 

+ + * 


Direct Mail Volume Up 


The estimated dollar volume of 
direct mail advertising used by 
American business during the first 
nine months of 1953 was $906,302,- 
333, according to figures released 
by the Direct Mail Advertising 
Assn. This represents a gain of 
nearly 6 percent over the figures 
for the first nine months of 1952. 

For September, 1953, the as- 
sociation reports the estimated 
dollar volume as $100,098,332, a gain 
of $235,846 over the September, 
1952, figure of $99,862,486. 

* * * 


Names 

Francis M. Messick has been ap- 
pointed to the newly created post 
of director of sales promotion and 
market research at Associates In- 
vestment Co. 

Appointment of John J. Remillet 
jr. as account executive with Grant 
Advertising, Inc. for the five 
eastern regions of Dodge has been 
announced by Hugo C. R. Vogel, 
vice-president in charge of Grant’s 
New York office. 

Thomas R. Worthen has been 
promoted to manager of advertis- 
ing and sales promotion for the 
international division of U. S. Rub- 
ber Co. 

Appointment of Don MacDonald 
as Detroit editor of Motor Trend 


Grow CHEESE CLOTH 


FOR POLISHING CARS 


Here is an amazing buy in cheesecloth for polishing 


and waxing cars. 125 yds. of gauze cut to size of 
about 11/2 yds. ready to use, Send check for $5.50 


for this item, delivered postpaid. 


We also pack this in 100 ib. bales. Approx. 2,500 
yds. at $65, delivered. Will ship bales open account 


to rated concerns. 


American Sanitary Wiping 
7 MARKET STREET 


Cloth Co. 


PATERSON, N. J. 


We handle all grades of wiping cloths — Inquiries Invited 


All burlap alike? 
Not hy a 
jugtal! 


Bemis 


Ceneral Offices—St. Lovis 2, Me. » Sales Offices in Principal Cities 








There are various 
grades of burlap and, 
of course, variations 
within those grades. 


But there’s one sure 
way to get the quality 
of burlap you want for 
your automobile cush- 
ions—and the quality 
you pay for: Rely on 
Bemis.* 


You can always look 
to Bemis for the best 
in burlap! 


*Producers and users 
alike accept Bemis’ 
grading of Indian bur- 
lap as the standard for 
the industry. 














magazine is announced by Robert 
E. Petersen, publisher. 

Allen F. Hurlburt, promotion art 
director of Look magazine, has 
been promoted to editorial art di- 
rector. 

C. A. Grant jr. has been ap- 
pointed motor list specialist in the 
sales section of R. L. Polk & Co.’s 
direct - mail division. Grant for- 
merly was a field representative 
for the motor list section. 

Victor S. Collin, formerly man- 
ager of the Seattle office of Mont- 
gomery & Associates, and Floyd O. 
Flint, formerly manager of the 
Seattle office of J. Walter Thomp- 
son Co., have joined the Cole & 
Weber ad agency in Seattle. 


GMC to Conduct 
Model Previews 
In 23 Cities 


PONTIAC —tThe nation’s 3,400 
GMC truck dealers will get advance 
information on 1954 models at 23 
meetings throughout the country 
starting today (Nov. 16), R. C. 
Woodhouse, general truck sales 
manager of GMC Truck & Coach, 
announced last week. 


Woodhouse said 1954 models will 


be shown at the meetings. He | 


promised dealers they would find 
100 engineering changes which will 


“make 1954 the most significant | 


year in GMC history.” 

Already announced for 1954 is the 
Silent Power muffler system, which 
is said to eliminate all offensive 
exhaust noises. 

The meetings, to be conducted by 
home Office officials, will begin with 
luncheon. A full afternoon of 
movies, slide films and talks on the 
new models will follow. 

The meetings and dates are: Bos- 
ton, Nov. 16; New York, Nov. 18; 
Philadelphia, Nov. 20; Cincinnati, 
Nov. 16; Pittsburgh, Nov. 18; De- 
troit, Nov. 23; Charlotte, N. C., Nov. 
16; Atlanta, Nov. 18; Jacksonville, 
Fla., Nov. 20; Memphis, Nov. 24; 
New Orleans, Nov. 16; Dallas, Nov. 
20; San Antonio, Nov. 24; St. Paul, 
Nov. 16; Chicago, Nov. 18; St. 
Louis, Nov. 23; Kansas City, Nov. 
23; Omaha, Nov. 19; Denver, Nov. 
16; Los Angeles, Nov. 17; San Fran- 
cisco, Nov. 20; Portland, Ore., Nov., 
23, and Seattle, Nov. 24. 


Chrysler to Erect 


Plant in Canada 


WINDSOR, Ont. — An additional 
step in the expansion program of 
Chrysler Corp. of Canada, Ltd., 
was announced last week by E. C. 
Row, president, who said the 
corporation has acquired property 
at Red Deer, Alberta, upon which 
will be erected a parts plant cost- 
ing more than $500,000. 

It is hoped to have the building 
ready for use next summer. 

Earlier this year Chrysler opened 
a similar plant at Moncton, N. B. 
Other parts plants are located at 
Chatham, Ont. and Regina. 
Currently the company has in 
progress at Windsor a $20 million 
construction program which will 
permit Chrysler to double its car 
output. 

The new plant will occupy 13 
acres, with the building providing 
approximately 49,000 square feet. 


Clark Equipment Revamps 


Midwest Dealer Setup 


BUCHANAN, Mich. — Clark 
Equipment Co., manufacturer of 
materials handling equipment, has 
revamped its dealer organization in 
the midwest to handle its newly 
acquired Ross straddle carriers 
and fork-truck lines, according to 
W. E. Schirmer, vice-president. 

Clark dealers affected by the plan 
are Modern Handling Equipment, 
Inc., Chicago; Materials Handling 
Equipment Corp., Cleveland; Ma- 
terial Handling Sales Corp., Detroit, 
and Wisconsin Industrial Truck 
Co., Inc., Milwaukee. 

Under the new plan, Clark dealers 
will add Ross products to their 
regular sales and service activities. 
Clark acquired Ross Carrier Co. in 
May. 


McKenna in New Home 

McKenna Pontiac, 2033-39 East- 
ern Ave. Baltimore, recently 
opened its new showroom and 
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An extra seat which pulled out 
from the side of the car was 
featured by a 1921 runabout. A 
short extended running board 
served as a footrest. 


MEWA Group Appoints 


Essay Contest Judges 

CHICAGO.—The young executive 
group of the Motor & Equipment 
Wholesalers Assn. last week an- 
nounced appointment of three 
members to serve as judges in its 
annual essay contest. 

They are J. W. Foster, Foster 
Auto Supply Co., Denver; C. H. 
Beckford, Franklin Auto Supply 
Co., Inc., Brockton, Mass., and Max 





|A. Hayes, Hayes & Hopson, Inc., 


Asheville, N. C. 


All MEWA members represented 
in the young executive group were 
eligible to submit themes on “Find- 
ing Hidden Profits” in the automo- 
tive jobbing business. Prizes include 
savings bonds and travel fare for 
the MEWA convention Dec. 6-7 in 


| Chicago. 
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New-Car Stocks — 


Climb in Canada, 
Report Indicates 


MONTREAL. — Statistics on new 
cars in Canada, appearing in the 
Bank of Canada’s publication, Sta- 
tistical Summary, reveal a substan- 
tial increase in total domestic 
supply in the second quarter of this 
year. 

Canadian production, less exports, 
was 103,900 units, and imports 
amounted to 25,800 units, making a 
total domestic supply of 129,700 
cars against 102,400 in the first 
quarter of this year and 100,500 in 
the second quarter of last year. 

Domestic retail sales in the sec- 
ond quarter of 1953 amounted to 
121,100, resulting in +an apparent 
increase of 8,600 cars in stocks on 
hand. 

This increase in inventories, how- 
ever, was not as large as in the 
first quarter, when sales were 92,900 
cars against total domestic supply 
of 102,400 cars, and the rise in 
stocks amounted to 9,500 cars. 

The summary showed that more 
cars were received from the United 
Kingdom in the second quarter 
than from the United States, 14,600 
against 11,200. In the first quarter 
the reverse was the case, 5,100 
against 5,800. 

However, since 1948, U. K. car 
imports have far outnumbered the 
U. S. imports on an annual basis. 
The widest margin was shown in 
1950, when U. K. imports totaled 
78,500 cars against only 3,200 im- 
ported from the U. S. Prior to 1948 
the reverse was the rule. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 


PUT YOUR NAME TO WORK! 


Start YOUR name traveling... to every street and highway in your ter- 
ritory with a sparkling ‘Travel-Ad’ License Frame. Your most distinguished, 
lowest cost advertising! Choice of colorful, new ‘‘Scotchlite’’ name 


that light 


Is 
up at night, or baked Dura-Namel-&-Chrome letters, cubbemne. 


Brilliant Ultra-Krome finish stays bright years longer! 
Write for details TODAY! 
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ADVERTISEMENT 


He'LL NEVER GET THAT H08E 
w A CORNER WHY Dont THE 
CHIEF GET ‘IM A FLEXIBLE 
PULLMAN ACCORDION #088. 
STRETCHES “To 14 PEET REACHES 
FRONT AND REAR SEAT 
WITHOUT BACKING OUT OF CAR! 


Ca = 
la CUBE 


“Mr, Dealer, a powerful, no-outside bag Pullman Auto-Vac with flexible 
Accordion® Hose, 35’ cord and tools is surprisingly low priced; will 
save you dollars, hours and get cars really clean. See your jobber for 
a five-minute demonstration.” Pullman Vacuum Cleaner Corp., Boston 
offices with a grand opening sale. | 19, Mass. 
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Offered to Eligible Chrysler, DeSoto Dealers... 
Dodge Truck Franchises Open 


he said he could not tell how these |mony on Wheels,” newsmen were 


(Continued from Page 1) 
revealed, the corporation has fewer 
than 40,000 1953-model cars and | 
under 110,000 1954- models, There 
are about 15,000 trucks, equally di- 
vided between 1953 and 1954 models, 
now in dealer hands, he said. 

* * * 

SKED about dealer turnover, 
Colbert said it was difficult to. 
forecast because of two big ques- | 
tion marks: (1) Half of the dealers 
are postwar ones and still untested, 
and (2) the other half are prewar 
dealers but include some old and 
wealthy dealers who don’t want to 

engage in toygh competition. 
Because he expects competition 
to become even tougher next year, | 


Cleveland BBB 
Blasts Proposed 
Dealer Rules 


CLEV ELAND.—The Cleveland 
Better Business Bureau has called 
proposed State regulations to 


govern automobile dealers “worth- | ; 


less” in terms of protecting the 
public, 

Taking issue with R. E. Foley, 
State registrar of motor vehicles, 
who said the proposed rules would 
“put fear into the hearts of un- 
ethical dealers,” the bureau said: 

“A careful preliminary examina- 
tion of these proposed rules fails to 
indicate any way in which the 
rights of the buying public and the 
legitimate dealers are protected 
against unethical practices. 


“We do not see how such ques- 
tions can possibly be made the sub- 
ject of board action under such a 
set of rules as this.” 


In a recent Cleveland visit, Foley 
said the proposed rules would pro- 
vide net worth of $10,000 for new- 
car dealers and $5,000 for used-car 
dealers; display facilities must be 
three motor vehicles; offices must 
be available on the premises; and 
signs must identify ownership of 
the premises. 

It also is proposed that appli- 
cants for licenses must submit 
photographs of premises; no dealer 
shall sell a vehicle without first 
making application for an Ohio 
certificate of title in the dealer’s 
name; no dealer may be licensed as 
a salesman for another dealer; 
dealers shall require their agents 
to have licenses in the names of 
their respective dealers; and new 
cars shall be deemed to be those 
not transferred to a general pur- 
chaser or not driven more than 500 


BBB officials contend that none 
of the proposed rules would cover 
recent complaints lodged in Colum- 
bus against three dealers in con- 
— with used-car sales prac- 

ices, 


Foley has set Dec. 10 as the date 
for public hearings on the pro- 
posals. The hearings, to be held in 
Columbus, will be attended by 
Officials of either the Cleveland 
BBB or the Ohio Better Business 
Bureau, Inc., representing all bu- 
reaus. 


The same date has been set for 


-@ meeting of the dealers’ and sales- 


men’s licensing board to decide 
whether the three dealers under 
investigation should be cited for 
possible revocation or suspension of 
their licenses. 


two sets of dealers would react. 

Colbert declined to answer 
questions on possible mergers. 
Asked about prices, he declared 
he sees no opportunity for de- 
creases with labor costs expected 
to go up another cent per hour 
Dec. 1. He said these and other 
rising costs offset a saving in 
premium - priced steel, which he 
said cost Chrysler Corp. $29 mil- 
lion this year. 

He doesn’t think the auto indus- 
try is stabilized sufficiently to per- 
mit an annual wage. “Cars aren’t 
like soap,” he declared; “you can’t 
store them very easily.” 

C. B. Thomas, head of Chrysler’s 
export division, said the foreign 
market is still on the downgrade 
as more countries close their doors 
to U. S.-made articles, The only 
immediate chance for an export 
gain would be Red China, he said, 
but that would depend entirely on 
whether the U. S. Government per- 
mits trade with that country. 

+ + * 


CS told the newsmen that 
Chrysler welcomed the return 
of keen competition and was con- 
fident that its dealers could meet 
t. 


And, while nine-month sales 
figures show that the share of the 
market held by Chrysler’s car divi- 
sions has declined from 22.2 per- 
cent to 204 this year, Colbert 
added: 

“J am convinced that Chrysler 
Corp., with the advances made 
in our new cars and trucks, will 
make sizable competitive gains. 
We are confident about next year. 
We are also confident about the 
market for many years ahead.” 

Colbert described the nation’s 
auto dealers as the most alert, pro- 
gressive group of retail merchan- 
disers in America. 

To meet competitive conditions, 
Colbert said Chrysler had produced 
in its new-model cars “appeal of 
style, design, beauty and color, as 
well as engineering excellence that 
has been characteristic of Chrysler 
Corp. cars for years.” 


H= CALLED competition a stim- 
ulus to progressive thinking, 
and added: 

“We have tremendous confidence 
in the ability of our dealers to do 
a sound, effective merchandising 
job that includes service, handling 
trade-in transactions on a prof- 
itable basis, selling new cars at a 
profit—in short, running a prof- 
itable business.” 

At the press show, called “Har- 


Cleveland Chief 
Named by Dodge 


DETROIT.—Thomas A. Ostby 
has been appointed manager of 
Dodge’s Cleveland region, it was 
announced by 
L, F. Desmond, 
Dodge general 
sales manager. 

Ostby formerly 
was assistant 
manager of the 
New York region. 
He also has been 
district manager 
for Salina, Kans., 
and Denver, and 
city manager for 
St. Louis and De- 
troit. 

Ostby replaces Robert H. Fischer, 
who has been named manager of 
the New York region. 





T. A. Ostby 










BINDER for 
Automotive News 


AmewEaine many requests from our 

readers for a semi-permanent binder to 

this publication for ready--reference. 

Only recently have we been able to secure 

a quality binder which will stand the gaff 
covered 


recommend. This binder 
Levant leather cloth, 
issues of Automotive 
blades. Price $7.50 





first to see Chrysler Corp.’s dis- 
tinctively new experimental “idea” 
cars, the Dodge Firearrow and the 
DeSoto Adventurer. 

Both are further explorations 
into the possibilities of blending 
sports car styling features with 
contemporary American car de- 
sign. There are no immediate 
plans to manufacture either the 
Firearrow or the Adventurer. 
Also shown were the new Power- 
Flite automatic transmission, full- 
time power steering and power 
plants of increased efficiency in- 
cluding the 235-horsepower Chrys- 
ler FirePower engine. 

These advances were exhibited 
along with the new lines of 1954 
automobiles and trucks and prod- 
ucts of other Chrysler divisions: 
Airtemp heating and air condition- 
ing equipment, Amplex products of 
powdered metals, Cycleweld indus- 
trial adhesives, Chrysler marine 
and industrial engines, MoPar 
parts and accessories, and build- 
ing panels manufactured by the 
Pekin Wood Products Co., a Chrys- 
ler subsidiary. 

* * * 
E entire exhibit at the show is 
devoted to a three-dimensional 
report on the science, development 
and potentials of color and fabric 
in the automotive industry. 

Settings for the press show were 
designed by Dorothy Draper, one of 
America’s leading interior decora- 
tors. Mrs. Draper was commis- 
sioned by Chrysler to create origi- 
nal backgrounds to accentuate the 
colorful 1954 lines of Chrysler Corp. 
automobiles. 

On display also was the Shadoff 
Special race car which is powered 
by a modified Chrysler FirePower 
V-8 engine. The car broke six na- 
tional and six international speed 
and endurance records in Class C 
streamliner competition for racers 
with a maximum engine displace- 
ment of 305 cubic inches at the 
recent International Time Trials in 
Utah. The Special’s top speed of 
236.36 miles per hour for the flying 
mile topped by 6.59 miles per hour 
the old international record. 


The Shadoff Special is owned 
and was designed by Mal Hooper, 
Los Angeles telephone lineman 
who drove the car to its record. 
It was sponsored by Bill Shadoff, 
Chrysler - Plymouth dealer, of 
Pomona, California. 

Chrysler officials said that the 
“Harmony on Wheels” show would 
remain open following the press 
day for a series of special show- 
ings. a 

os 


5-Million Car Market 


Predicted by Colbert 


PITTSBURGH.—Expressing con- 
fidence in continued good business 
generally and in the auto industry 
in particular L. L. Colbert, presi- 
dent of Chrysler Corp., predicted 
here last week that car production 
and sales for 1954 would be in the 
neighborhood of five million units, 
“and perhaps’ several hundred 
thousand more than five million.” 


Colbert told the Pittsburgh 
Chamber of Commerce that if it 
turns out that this number of cars 
are built and sold during 1954, it 
will be the fourth time in history 
that the industry will have reached 
the five million total. 

He pointed out that whatever 
level of production may be 
achieved next year, “there is 
going to be competition for the 
favor of the auto buyer—the like 
of which this country hasn’t seen 
for nearly a decade and a half. 
The results of this competition, 
I can assure you, are going to be 
exciting.” 

To meet this increased competi- 
tion, he stated, Chrysler Corp. has 
made extensive plans, and cited the 
recent purchase of the Briggs body 
manufacturing facilities as one of 
these steps. 


Colbert pointed out that 12 mil- 
lion prewar cars on the road today 
are being scrapped at an ever-in- 
creasing rate. “Three out of every 
four new cars sold today replace 
cars that are scrapped,” he said. 
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1H Truck for Mineral Exploration— 

Model R-140-4x4 is one of two four-wheel drive models introduced by International 
Harvester for use in rough terrain. This truck, mounting a drilling unit for mineral 
exploration, has gross vehicle weight rating of 11,000 pounds, in 130 or 142-inch 
wheelbase. Front and rear drives of the new models are single reduction hyppid 
bevel gear type, 


* * 


IH Offers 2 New Trucks 
For Rugged Terrain 


CHICAGO.—The motor truck di- 
vision of International Harvester 
Co. has introduced two new four- 
wheel-drive models specially de- 
signed for use in rough terrain. 

They are the International R-140- 
4x4, with gross vehicle weight 
rating of 11,000 pounds, in 130 or 
142-inch wheelbase; and the R-160- 
4x4, with GVW rating of 15,000 


Obituaries 


B. E. Gridley Sr., 


Pioneer Dealer 


WICHITA, Kans. — Bernard E. 
Gridley sr., 70, pioneer auto dealer, 
died Nov. 2. 

Mr. Gridley signed his first con- 
tract with Pontiac on Sept. 16, 1924, 
and was believed to be the oldest 
Pontiac dealer in the U. S. The 
Gridley concern was sold about a 
year ago to Skinner Motor Co., 
which in turn was sold to Byron 
Stout in September. 

Mr. Gridley started out in the 
auto business in 1907 with a dealer- 
ship at Okeene, Okla, for the 
Northern Runabout. He sub- 
sequently handled Maytag, Mason, 
Peerless and Locomobile. In 1923 he 
came to Wichita and established an 
Oakland dealership. 

Mr. Gridley was a charter 
member of NADA and served on 
the General Motors dealer council 
in 1938. 

He had been a director of the 
Kansas Motor Car Dealers Assn. 
and president of the Wichita Auto 
Dealers Assn. several times. An 
honorary member of the Sedgwick 
County Medical Society, he gradu- 
ated with a degree in pharmacy 
from Keokuk Medical College, 
Keokuk, Ia., in 1905. 

* 2 





Jennings Crawford 
OIL CITY, Pa.—Harry Jennings Craw- 
ford, 86, director and board chairman of 
Quaker State Oil Refining Corp., died Nov. 
3 after an operation. Mr. Crawford was a 
pioneer in the oil industry, a financier, 
industrial leader and philanthropist. He 
was president of the Emlenton First 
National Bank. 
* - ” 
Robert Lucian Rogers 
LOUISVILLE. — Robert Lucian Rogers, 
local auto dealer, died recently, at the 
age of 68. - 
* * 


William Everett Layman 
KINGMAN, Kans. — William Everett 
Layman, 57, auto dealer and mayor of 
Kingman, died Nov. 4 after a three-day 
illness. A World War I veteran, he was a 
lifelong resident of Kingman. 
+ * * 


E. N. Musselman 

IDAHO FALLS, Id.—E. N. Musselman, 
83, who opened the first Ford dealership 
in Idaho Falls, is dead. A native of 
Wisconsin, Mr. Musselman moved to Idaho 
Falls before the turn of the century and, 
after a career in the cheese - making 
business, opened his auto dealership. He 
was the owner of an auto parts business 
and recently had been in the farm 


equipment business, 
* * 


Gabi Maraist 
ABBEVILLE, La. — Gabi Maraist, who 


operated a dealership in Lafayette, La., for 
several years, died Oct. 31 at the age of 
64. 


* * * 
Joseph J. Rose 
PHILADELPHIA. — Joseph J. Rose, 
founder and president of Rose Motors 
(Studebaker), died in Miami. He was as- 
sociated with the automotive industry for 
35 years. 


pounds, in 154 and 172-inch wheel- 
base. 

W. K. Perkins, manager of 
truck sales, said International 
Harvester has recognized the 
growing need for light and 
medium - duty front - axle - drive 
trucks, 

“There are many truck opera- 
tions connected with exploration, 
construction and maintenance, par- 
ticularly where added traction and 
flotation is needed,” Perkins said. 
“The greater part of this service is 
off-highway, over terrain not ne- 
gotiable by standard 4-by-2 trucks. 

Front and rear axles of both 
models are single reduction hypoid 
bevel gear type. Transfer case in 
both has 1 to 1 to 1.87 gear ratios 
providing, in combination with the 
four-speed transmissions, eight for- 
ward and two reverse speeds, The 
transfer case is designed for the 
mounting of a full-torque power- 
take-off at rear of input shaft. 
Model R-140-4x4 is powered by 
the 100-horsepower International 
Silver Diamond 220 engine, with a 
maximum torque of 173.5 at 2,000 
r.p.m, Standard transmission is a 
sliding gear selective type with 
four speeds forward and one re- 
verse. Power takeoff openings are 
located on the right and left sides 
to handle a front-mounted winch. 
Optional transmission is the four- 
speed, syncromesh, with one power 
takeoff opening. 

Standard tires are 17.50-by-17, 
eight-ply for front and single 
rear. Duals in this size are also 
available. For added traction and 
flotation, 8.25-by-17 tires, single 
or dual rear, and 9.00-by-18 front 
and single rear are also available. 
Model R-160-4x4 is powered by 
the 108-horsepower International 
Silver Diamond 240 engine. The 
SD-240 has maximum torque of 192 
at 1,400 r.p.m. Standard transmis- 
sion is a sliding gear selective type 
with four speeds forward and one 
reverse with power takeoff open- 
ings on right and left sides. 
Optional transmission is a four- 
speed syncromesh type with one 
power takeoff. Standard tires are 
7.50x20, eight-ply front and dual 
rear, but 8.25x20 front and dual 
rear tires are optional. 


Peril Cornered 
New Device Said to Prevent 


Curve Turnover 

ANDERSON, Ind.—Pierve Gover- 
nor Co. will make “curvemasters,”’ 
a device invented by Arthur Vogel, 
26, of Columbus, O., which auto- 
matically restricts the travel of the 
front inside spring of a car to keep 
the body from swaying outward, 
aimed at preventing turnovers on 
curves. 

Vogel has sold manufacturing 
rights to the firm and joined its 
staff. He claims “cornering ability” 
is improved 20 to 40 percent by the 
device. 

When fully developed, the device 
can be installed on almost any 
auto, the company said. It was 
demonstrated recently at the 
General Motors proving grounds in 
Milford, Mich. 

































































































'STOC-TIK-IT 


Double re- 

inforced metal 

_ eyelets — Hang 

keys from either 

“end — Complete _in- 
formation. 


TAGS & RINGS 
_3 PRICED AT 
$17.00 


1 eoeeee#e 


500...... 8.75 
250...... 4.50 


Enclose Check with Order. 
Shipments Prepaid. 
Free Used Cer Systems & Aids 
Catalogue. 


BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Ste. “A", Box 1037, Cleveland 2, Ohie 





100 Feet of 54-12”x 18” Pennants 

All-Weether Durafilm Only $6.00 

Money refunded if not satisfied. 
MYRLO COMPANY 

2168 W. 25th Cleveland 13, Ohice 





Wond uphoi pelet cheomer. 
30 days approval. 5 gals. (25 cars) $4.18 gal 
ZIPP-REME CHEMICAL CO. 
GREENSBURG, PA. 


RIERA a ee 


SAFETY LOCKS 


RETAIL 
°$1.57 
Per PAIR 


REMOVE 
HANOLE— 
INSTALL SAFETY 


100% EFFECTIVE—Cannot Fail 
Quickly Installed or Removed. Re- 
places Inside Door Handle. Rear Doors 
are Always Locked From Inside, but 
can be opened from outside as usual. 
No Mechanical Changes To Make. 
Handle can be replaced if desired. No 
Delicate Parts to Break and Cause 
Failure. Mounted on Attractive Dis- 
play Card. 
This New Design HOUSER’S 
SAFETY DOOR LOCK No. 302 and 
No. 304 will fit more than 95% of all 
cars built in U. S. A. 

IMMEDIATE DELIVERY 
If your jobber cannot furnish order 
direct. Write today for free catalog of 
over 200 HOUSER service items. 


HOUSER Engr. & Mfg. Co. 


a LTT) 


. and Oldsmo- 
bile, 1951 and up 
Ford and Mercury 


Remove STUBBORN 


—— HYDRAULIC 
F PV teeta aa} 


Malian 
QUICK 
SAVE HOURS OF TIME AND LABOR 


@ pays for itself on first job! 


QUICK LIFT ends valve lifter 
problem. Sticking BUICK Str. 8 
and Power Glide CHEVROLET 
lifters come out easily, quickly, 
safely. A lifetime quality tool 
you'll never be without once 
you've used if. ORDER NOW! 


POSTPAID IN U.S. $12.95 


No COD’s please. 


Direct from Mfr.* MONEY BACK GUARANTEE 


1, R. ATHEARN CO 
Ee a CE Ave ar 
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Seeks Better Forecasts on Demand... 


Dodge Acts to Stabilize 
Dealer Inventories 


(Continued from Page 2) 


ager a smaller territory, and thus | two-tone combinations, three trans- 


allow him more 
time to work with 
each dealer. In 
this way, we hope 
that we will be 
able to obtain a 


dealer require- 
ments,” Somer- 
ville declared, 

Somerville 
pointed out that 
in recent weeks 
both Clarke Tem- 
pleton and E. P. Letscher had been 
appointed to the posts of assistant 
sales managers. Among their 
principal functions, he said, is 
polishing up the processes for fore- 
casting trends on orders from 
dealers. 





R. C. Somerville 


* * * 


oO’ THE manufacturing side, 
Newberg stressed that Dodge 
also has taken steps to establish 
firmer material commitments and 
production schedules. He revealed 
that Roy W. Vorhees has recently 
been installed in the newly created 
executive post of supervisor of 
product planning and estimating. 
Until Nov. 1 Vorhees was factory 
manager of the Plymouth plant in 
Detroit. 

Vorhees, in his new position, 
will be responsible for cost and 
engineering studies on current 
and advanced models. He also 
will interpret model trends and 
coordinate them with findings of 
the sales department, 

“In order to assure a smooth 
flow of production,” Newberg de- 
clared, “we must still make our 
commitments for parts and ma- 
terials 90 to 120 days in advance of 
actual production. And with 20 
different models, two different 
engine designs, 11 body colors, 14 


Canadian Dealers 


Face Profit Cut 
Despite High Sales 


OTTAWA. — Canadian dealers 
may end this year with a much 
better sales record for both new 
and used motor vehicles than last 
year, though profits may be down 
somewhat, judging from  trans- 
actions so far. 

Federal officials point out that 


the dollar volume of dealers’ sales | 


during the first two-thirds of 
1953 is up 11.9 percent over the 
same period of 1952 and that gains 
are registered in every province, 
ranging from a top record of 16.3 
percent in Saskatchewan to a 
bottom mark of 4.5 percent in 
Alberta. 


Other gains include 15.1 percent | 


in the Atlantic provinces, 13.7 per- 
cent in Quebec, 12.3 percent in 
Manitoba, 11.7 percent in Ontario 
and 10.5 percent in British Colum- 
bia. 

In the first two-thirds of this 
year, auto sales totaled an esti- 
mated $1,646,983,000, including $612,- 
268,000 in Ontario, $326,290,000 in 
Quebec, $184,708,000 in British 
Columbia, $153,565,000 in Saskatch- 
ewan, $151,402,000 in Alberta, $123,- 
416,000 in the Atlantic provinces, 
and $95,337,000 in Manitoba. 

However, costs of renting lots or 
showrooms, salaries of employes 
advertising, and other expenditures 
are going to cut down profit mar- 
gins this year, with keener com- 
petition bound to accentuate these 
cuts next spring, in the opinion 
of many dealers. 

“We've been busy this year,” 
summed up a prominent dealer in 
both new and used vehicles, “but 
we made more money last year on 
the whole.” 


While many dealers expect used- 
car prices to drop this winter, they 
believe prices will not go down 
drastically and may even return to 
present levels by spring, despite 
continued high production rates. 


better picture of’ 








missions, the various interior trims 
and optional equipment, the 
problem is multiplied to the point 
where we build any one of several 
hundred-thousand combinations.” 

* * * 


UERIED about production and 

order trends, the Dodge of- 
ficials revealed the following situ- 
ation: 

On production, Newberg stated 
that Dodge in the first 10 months 
of this year produced 259,908 cars 
as compared with a total of 259,519 
during all of last year. At the end 
of October, 1953, Newberg said, 
Dodge car output showed a 30 per- 
cent increase over 1952 levels. 

“Daily output rates,” Newberg 
said, “started to rise gradually 
when we placed our 1954 models 


into production, Basically, our 
production schedules will con- 
tinue to reflect the sales outlook 
as reported by our forecasting 
team.” 

Concerning the order trend re- 
ported on 1954 Dodge models, 
introduced Oct. 8, Somerville re- 
vealed that a high percentage of 
models was being ordered with the 
new PowerFlite transmission, that 
the demand for two-tone combi- 
nations was the highest in history, 
and that the new Royal V-8 is com- 
prising a surprisingly large share 
of sales. 





Auto Stocks 





Nov. Nov. 1953 

10 4 High Low 
Chrysler 66% 67% 96% 68% 
GM 59 60% 69% 538% 
Hudson 11% 11% 17 9% 
Kaiser 8% 2% 5% 2% 
Nash 171% 17% 2% 16% 
Packard 4% 4% 6% 4 
Stude, 23% 24% 48% 21% 
Average 26.5 27.0 


Compiled from reports of trading on the 
American and New York Stock Exchanges. 
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Dealer Butts Gets 
$10,000 Fine in 
Tax Fraud Case 


MINNEAPOLIS.—Archie F. 
| Butts, head of ABC Motors (De- 
Soto-Plymouth), was fined $10,000 
and placed on probation for five 
years by Federal Court for income 
tax violations, 

Butts had been accused, in a 
three-count indictment, of defraud- 
ing the Government of nearly $30,- 
000 from 1946 through 1948. 

He pleaded no contest to the 
counts involving 1947 and 1948, 
which alleged that he defrauded 
the Government of approximately 
$28,000. After sentence was imposed, 
the Government agreed to dismiss 
the count involving 1946. 

A civil action has been instituted 
by the Bureau of Internal Revenue 
to collect the amounts Butts al- 
legedly owes the Government. 

In another tax-evasion case, John 
B. Kelly, former owner of a Min- 
neapolis used-car lot, changed his 
plea from innocent to guilty of 
cheating on his 1947 tax return by 
$5,500. A presentence probation re- 
port was ordered. 





FOR WANT OF A LIFT A CAR STANDS IDLE 


[dle ime costs you money 





COPS worto’s Fin 








EST PORTABLE, PNEUMATIC END LIFT 


You can‘t afford to have cars standing around idle, waiting for a hoist 


to open =. It costs you in labor and it costs you in customer good 
Ived this problem for thousands of car dealers from coast to coast. Because 


has so 


will. BAY-LIFT 


BAY-LIFT is portable, can go anywhere an air hose will reach whether the auto- 
mobile is outside or on the upper floors. Because BAY-LIFT can raise either front 
or rear to 50 inches in 10 seconds, or hold at whatever wecene Sees is desired, 


in complete safety. Versatile, rugged and dependable, BAY-LIFT 


as proven to be 


the most “‘service-free”’ ones in the automotive field. Besides, BAY-LIFT does 


not extend beyond the car w 
when not in use. For eve 
you'll find that BAY-LIFT 


> 


en in use, can be stored on end in a space 27” square 
hing from steam cleaning to body and fender work, 
oes more jobs and makes you more profit per job. 


Comparison proves BAY-LIFT superiority, so ask your jobber for a FREE demonstration 
in your own shop today. Write for name of nearest jobber. 


MECHANICS REPORT 
“Increased earnings of $15.00 per week with Bay-Lift’’ 


@ Because jobs go faster at the correct working position. 


@ Because only BAY LIFT’S Exclusive 4-way suspension (2 sets of lifting 
arms anchored in 4 places) insures essential car balance for maxi- 


mum service efficiency. 
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CHICAGO.—Eight steps for mak- 
ing friends and building goodwill 
are outlined for auto dealers in the 
current newsletter of the American 
Finance Conference. 


“No business needs to cultivate 
friends as much as auto dealers,” 
says the statement. “The dealer’s 
reputation is the biggest single 
factor in determining what car is 
bought. 

“No matter how good the car, 
how strong the factory’s ad- 
vertising, how long the prospect 
has driven that make, if he’s sour 
on the dealer, he is likely to go 

somewhere else.” 

Here are the conference’s sug- 
gestions for building goodwill: 


1, Good old-fashioned courtesy— 
from the boss to the switchboard 
operator to the car jockey. A man 
who pays from $500 to $6,000 for a 
product feels entitled to a smile 





Wisconsin Lure— 


Mary Ellen Jenks was driven many 
thousands of miles through Wisconsin and 
neighboring states to promote the state's 
dairy products. The promotion was 
sponsored by the Wisconsin Department 
of Agriculture. The car was provided by 





Hult's Capital Garage, Inc. (Chevrolet),| making a complaint. 
Madison, according to D. F. Knowles, vice- 2. Keep your promises. Most 
president. Americans lose respect for the man| 





Model 250 
(Dual Mounting) 


! The famous Sparton Tornado 


Cash in on one of the most popular horns ever pro- 
duced. Here’s the twin-trumpet, electric air horn 
that’s perfect for cars, trucks, buses, boats. Sturdy, 
graceful design of chrome-plated brass. Has stainless 
steel diaphragm. It’s all-electric, so there’s no in- 
stallation problem. No bulky tanks, pipes or com- 
pressor to fit; no motor “‘tapping”’ to be done. Just 
connect to electric system. No maintenance problem. 
Simple and dependable, with a voice that can’t be 
i ignored. Also available in single mounting (Model 

260) and new, single-trumpet “Tornado Junior” 

(Model 261). 


Profit by this new PR SLL 








Safeguards bulb — Exclu- 
sive Sparton 45° mounting 
cuts shock and vibration. 
Prolongs bulb life. 


Cuts socket corrosion — 
Dust, grime, moisture col- 
lect at base, cannot cor- 
rode offset socket. 


Allows perpendicular 
mounting — Offset base 
permits perpendicular 
mounting on any surface. 





Result: Directional signal lamps that hold up under any driving con- 
ditions. Ideal for cars or trucks, for city or highway. Available in these 
Series 600 directional signal lamps. Send for Catalog Sheet No. VSE-3A. 


|, ©FOg 





Model 664-5: Model 650: Model 6105-06: Model 651-2: 
4 Semi-flush mount. Two-face, hollow-stud Flush mount.Red Hollow-stud, pedestal 
ane amber mount. Red and (6105) or amber mount. Red fes1) or 
(665) lenses amber lenses (6106) lenses amber (652) lenses 
ar MAKERS OF QUALITY 
B: AUTOMOTIVE EQUIPMENT | i, ; 
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AUTOMOTIVE 
Buy U.S. Defense Bonds 


Ps Today . . . For Your Future PTT te TTT 
a Security Tomorrow iat 
a 





8 Steps Toward Goodwill 


American Finance Conference Tells Dealers 
Reputation Guides Buyer’s Choice 


and a friendly greeting, even if he’s | ( 








who fails to keep his word. A dis- 
gruntled customer is a bad ad, 
throughout your sales territory. 

3. Watch the little things. When | 
a customer is annoyed by sloppi-| 
ness, neglect and small mistakes, | 
your reputation suffers. 

4. Be sure of the customer’s' 
treatment after he has bought the 
car. 

5. Be a good neighbor. Taxes 
are the money you pay for 





Stuart Supplies Safety Car— 


Indiana's State safety patrol recently was provided with a safety car by Charlie 
Stuart (center), Indianapolis Studebaker dealer. The vehicle will be used by police 
in their effort to curb accidents. J. L. Lingo (left), traffic safety director, receives the 
keys to the car while Frank Jessup, police superintendent, looks on. 


Studebaker School Teaches 


New Tricks to 


SOUTH BEND.—The adage, “You | 
can’t teach an old dog new tricks,” 
is being disproved every day in 
South Bend, where Studebaker 
maintains a year-round service 
school for mechanics and service 
managers. 

Veteran auto men learn new 
“tricks” as older methods of 
servicing cars and trucks are 
discarded in favor of new ones 
which do the job more efficiently 
and more economically. 

Pouring into the school each year 
from all over the U. S. and from 
many foreign countries are 
hundreds of men with one ob- 
jective: To learn the most ad- 
vanced methods of servicing Stude- | 
baker cars and trucks. 

Study groups are limited to eight 
or 10 students so that individual at- 
tention may be given each man. 

The “students,” whose ages 
range from the late teens to the 
60s, are sent to the school by 
Studebaker dealers. Some enroll | 


every year, others at longer 
intervals. 

Service department managers at- 
tend special classes _ stressing 


customer and emplove relations, 
shop administration and practices, 
business management, and other 
subiects. 

Mechanics receive detailed in- 
struction covering engine, clutch, 
transmission, rear axle, electrical 


Vehicle Officials 
Urge Broader 


Driver Training 


RICHMOND, Va.—A resolution 
calling for the broadening of high 
school driver-training courses and 
tightening of driver licensing rules 
was adopted by the American 
Assn. of Motor Vehicle Administra- 
tors at its annual meeting here. 

Noting that U. S. highway acci- 
dents were killing 39,000 persons 
and injuring 1,300,000 annually, the 
association asserted that the time 
for aggressive action had come. Its 
program urges: 

1, Extension of driver-training 
courses to include both classroom 
and behind-the-wheel education. 

2. Rehabilitation of “accident- 
prone” drivers by systematic re- 
training. 

3. Removal of careless, reckless 
and unsafe drivers from the roads 
by increasing the authority of state 
officials to revoke licenses. 








| boy scout picnic, 


selling, 
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citizenship. But the service you 


| give to help your community is 
| the price of being respected. It is 
| hard to consider a man a pirate 
| when he loans a car for use in 


school safety training, serves on 
the community chest boards or 
provides transportation for the 


6. Get good publicity. Be sure 
you get credit for your community 
service. Keep your firm’s name be- 
fore the public. A name that is 
prominent and often seen attains 
character. 

7. Watch your advertising. Panic | 
insincerity, wild promises 
label the advertiser as unreliable. 











‘Old Dogs’ 


system, carburetion, steering, 
brakes and body. 
Classes run from Monday 


|through Friday from 8 a.m. to 4:30 


p.m., with an hour for lunch and 
two 15-minute recesses. 

The study term is, on the aver- | 
age, a week long. Service man- 
agers, however, usually spend two 
weeks at the school, devoting one 
week to the mechanical training 
course, the other to specialized 
instruction. 

Supplementing the work of the 
school are special field clinics and 
one and two-day training schools 
for service men, This year classes 
were held in more than 300 cities. 


Sell quality, service, reliability—not 
high pressure. 

8. Watch your employe relation;, 
The attitude of the employe toward 
the company is quickly sensed by 
customers and neighbors. Happy 
employes are goodwill ambassadors. 
A disgruntled ex-employe is walk- 
ing poison. Today, every business’ 
reputation is just what it deserves, 


Commercial Credit 


‘Publishes Book 


On Auto Financing 


BALTIMORE.—In reply to many 
inquiries and because of the gener- 
al lack of information concerning 
sales finance companies, Com- 
mercial Credit Co. has published a 
book about its field. 


The book is “Installment Sales 
Financing: Its Service to the 
Dealer” by Dr. Clyde William 


Phelps, head of the department of 
economics at the University of 
Southern California. 

It is the second of three studies 
on credit, and is mainly concerned 
with wholesale and retail financing 
problems of auto dealers. 

Dr. Phelps reveals that, although 
car dealers employ a huge amount 
of retail financing, it is exceeded 
by the dealers’ wholesale financing. 

Portions of the book are devoted 
to the many contributions sales fi- 
nance companies make to _ the 
dealers, such as sales promotion 


| assistance, collection service and fi- 
|mancing service for ordinary or 


emergency capital needs. 

Sales finance companies have 
played a large part in the postwar 
auto picture, financing 53 percent 
of the new cars and 61 percent of 


|the used cars, between 1945 and 


1951, according to Dr. Phelps. 


In 1951, the study reports, the 
average new car required $1,440 of 
credit and the average used car 


|required a loan of $570. 


Across Border 


Oregon Firm to Turn Out 


Washington Plates 


OLYMPIA, Wash.—An Oregon 
firm is going to manufacture new 
auto license plates for the State of 
Washington. 

Screw Machine Products, Port- 
land, which also manufactures Ore- 
gon and Hawaii tags, has been 
given a contract for nearly a mil- 
lion plates to replace those de- 
stroyed in a fire at the Washington 
penitentiary. 
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Hy dreMatie to Retain aii Home... 


GM Purchases Willow Run Plant 


(Continued from Page 1) 


an estimated cost of $35 million, 
while the whole Willow Run plant, 
which is almost three times larger, 
was purchased by GM for $26 
million. It cost the U. S. govern- 
ment $60 million to build the ex- 
bomber plant in 1941 and was sold 
to Kaiser-Frazer for $15,100,000 in 
1948. 

Curtice said GM has formu- 
lated “no plans, at present” to 
rebuild at Livonia. However, 
about 100 persons are still em- 
ployed there in engineering. 

After the purchase was an- 
nounced, Curtice revealed that two 
other auto companies had made 
bids for Willow Run, Edgar Kaiser 
confirmed it, but both Curtice and 
Kaiser declined to name the firms, 
but presumably they were other 
members of the Big Three. 

The space now occupied by 
Kaiser Motors at Willow Run has 
been leased back to Kaiser for a 
period not to exceed 12 months, 
Curtice said. 

* * * 
. PRODUCED its first Hydra- 
Matic transmission at Willow 
Run Nov. 4. Approximately 7,000 
GM -workers now are employed at 
Willow Run. 

GM was the logical purchaser of 
the sprawling plant for it had spent 
a fabulous sum to turn its section 
of Willow Run into a Hydra-Matic 
production area. 


The plant, built to produce 
planes, has exceptionally high 
ceilings. GM had to install a net- 
work of girders for a “dummy” 
ceiling to ease installation of 
utility lines, Special concrete 
rooms were built to allow as- 
sembly of the transmissions in a 
dust - free, slightly - pressurized 
area. 

Huge oil tanks had to be in- 
stalled, along with thousands of 
machines. 

ca * a 
— weeks ago it was re- 
ported that GM and Kaiser 
were negotiating for the plant. 
Both firms refused to comment on 
the report at that time. 

After the sale was announced 
last Tuesday (Nov. 10), Curtice 
said that on Oct. 21 he met with 
Edgar Kaiser; Henry J. Kaiser, 
board chairman, and T. A, Bed- 
ford, vice-president of Kaiser, to 
discuss the proposed transaction. 
No decision came out of the 
meeting. 

Edgar Kaiser then canvassed 
other auto firms and _ contacted 
Curtice again on Oct. 28 to inform 
him that other companies were 
interested in the property. 


Sealed bids were opened Nov. 4. 
GM’s offer was $3.7 million above 
the second highest bidder. 


® * * 


AD so ends the second chapter 
in the saga of fabulous Willow 
Run. 

The plant was built during World 
War II to produce planes in the 
fight against the Axis. 

Early in 1941 the late Henry 
Ford promised the Government 
he could build a factory which 
could produce planes within a 
year. 

Excavation was started in April, 
1941. By May, 1942, Ford had 
turned out his first B-24. Two years 
later a plane an hour was being 
produced. 

When the war was over, Kaiser- 
Frazer Corp. was formed, and the 
new auto company leased Willow 
Run after Ford and other auto 
Makers had declined to buy the 
plant. 


. + 


UAW Asks Compensation 


For Commuting Costs 


DETROIT.—The “surprise move” 
of General Motors in buying Wil- 
low Run is “a severe blow to the 
pocketbooks of hundreds of work- 
ers who are faced with heavy mort- 
8ages on homes they bought near 
the Livonia plant based upon GM’s 
assurances of permanency,” John 
W. Livingston, UAW-CIO vice- 
President and director of the 
Union’s GM department, declared 
last week. 

The statement asserts that the 


change cuts workers’ pay by 20 
cents an hour because of additional 
transportation cost to Willow Run. 


The union demands that GM 
study this hardship problem and 


Jewish Fund Fete 
In N.Y.C. to Honor 


Schnurmacher 


NEW YORK.— Adolph Schnur- 
macher, president of East Side 
Chevrolet Corp., will be guest of 
honor at the New York automotive 
industry’s dinner-dance in behalf 
of the Joint Defense Appeal, to be 
held Nov. 23 in the Hotel Waldorf- 
Astoria. 

The announcement was made by 
Charles Kreisler, president of 
Charles Kreisler, Inc., following a 
meeting of industry leaders here. 

The $50-per-plate dinner - dance 
will help JDA raise New York’s 
share of the $5 million needed to 
finance the activities of the Amer- 
ican Jewish Committee and the 
Anti-Defamation League of B'nai 
B'rith. 

Featuring the Nov. 23 affair will 
be a tiein between the tribute to 
Schnurmacher’s “efforts on behalf 
of the community” and the ADL 
40th anniversary celebration in 
Washington, D. C. 

President Eisenhower’s speech at 
the ADL celebration and a Rodgers 
and Hammerstein all-star presenta- 
tion will be “piped” to the Waldorf 
between 7 and 8 p.m. 











make a wage adjustment to com- 
pensate for higher transportation 
cost or make transportation 
available from advantageous 
points in Detroit and Willow Run. 

Elsewhere on the labor front, an 
unfair labor practice charge filed 
against Community Chevrolet, Inc., 
Buffalo, was withdrawn last week 
by the union, according to the Na- 
tional Labor Relations Board. 

Local 375, Auto Salesmen’s Union, 
an affiliate of the AFL Teamsters 
Union, had charged that one of its 
members was discharged by the 
firm because of union activities. It 
agreed to withdraw the charge be- 
cause of insufficient evidence, 

Another auto firm in Buffalo, 
Dankner Motor Sales has been 
urged by NLRB to bargain with 
Local 375, cease to discourage 
membership in the union, and re- 
instate a discharged employe 
with compensation for lost pay. 

If the firm declines to comply 
with the recommendation, NLRB 
will decide whether to 
order incorporating the proposals. 

The salesmen of Soerens Motor 
Co., Milwaukee, won a long fight 
to obtain recognition of Local 174 
of the UAW-CIO as their bargain- 
ing agent when NLRB certified the 
union. 

The firm said, however, 
union attempts to bargain for the 
employes, Soerens would refuse to 
recognize the certification and ap- 
peal the case to the courts. 


Aldrige Motors Takes Hudson— 


W. H. Kennedy (center), president of Aldridge Motors, Inc., Greensboro, N. C., 


signs the Hudson franchise. With him are C. 


H. Werner (left), parts and service 


representative, and G. P. Flood, district ‘manager. 











Coast Dealer Urges Public. 
To Curb Sales Abuses 


OAKLAND, Calif. — “Vicious” 
tactics of some San Francisco Bay 
area dealers, who allegedly are of- 
fering excessive allowances or dis- 
counts and then reneging on them, 
have been denounced by a fellow 
dealer in a letter to the editor of 
the Oakland Tribune. 


Raleigh R. Leach, an Oakland 
dealer for 17 years, wrote: 

“A great many people have 
been and are being victimized by 
the practice and this is how it is 
worked. 

“A prospective purchaser goes to 
one of the dealers who uses this 
gimmick, and after looking at the 
new car is asked by the salesman 
how much he wants for his old car. 
This prospective customer, know- 
ing that his car is worth, say, 
$1,000, says he wants $1,400 for his 
car. 

“The salesman then says, ‘OK, 
Sign the order here, we will give 
you $1,400.’ The buyer then signs a 
blank order or a blank contract 
and a few days later when he re- 
ceives his copy of the contract, he 
finds to his sorrow that he has been 
victimized in either one of two 
different ways. 

“He either finds the dealer has 
raised the selling price of the car 
by $300 to $400; or his contract 
calls for an allowance of $1,100 
or $1,150 for his old car. Either 
way the buyer is not able to do 


anything about it and is able to 
get no redress... 


“I think that this method of do- 
ing business is vicious, repre- 
hensible and on the verge of being 
completely dishonest and it is my 
hope that public opinion through 
publicity can stop the practice en- 
tirely. 

“I find through the Better 
Business Bureau and the Northern 
California Dealers Assn. that the 
price of the new car is not con- 
trolled, that is, a dealer can charge 
any price whatsoever for a new 
car. However, each factory has a 
suggested retail price for the new 
car and that is what most es- 
tablished and reputable dealers 
charge.” 


Automotive Textile Firm 
Buys Additional Plant 


DETROIT.—National Automotive 
Fibres, Inc., is increasing its facili- 
ties for manufacturing automotive 
trim products through the purchase 
of a plant in Cohoes, N. Y., from 
Beaunit Mills, Inc., it has been an- 
nounced by R. J. Stack, president. 

Acquisition of the three-story 
building, containing 180,000 square 
feet of floor space, will enable 
National to step up production of 
interior textile trim items for 
eastern auto assembly plants, Stack 
said. 








Illinois Shop 


71 
e e 
Survey of Illinois Wages 
Mechanics’ Pay, Straight Time Method 
GROUP GROUP GROUP GROUP 
I ii 1m IV 
Cities Cities Cities Cities 
| under 5,000 to 25,000 to over 
5,000 25,000 50,000 60,000 
Percentage of dealerships reporting 
paying on a straight time basis . 88% 12% 55% 46% 
Rate of an * time pay per hour: 
$1.00 to $1.25 . 299% 1% 6% sons 
$1.26 to $1.50 . 41% 35% 13% 12% 
$1.51 to $1.75 20% 29% 34% 26% 
$1.76 to $2.00 10% 24% 37% 50% 
$2.01 to $2.25 ; ; 5% 10% 12% 
Percentage of heidi guaranteeing 
mechanics weekly earnings under 
straight time pay seek tartan . 18% 65% 66% 70% 
Guaranteed amount per week under 
straight time pay: 
$35.00 to $45.00 8% 2% 
$46.00 to $55.00 9% 4% , goat 
$56.00 to $65.00 . 26% 19% 16% 15% 
$66.00 to $75.00 .. 45% 40% 33% 34% 
$76.00 to $85.00 . 15% 30% 45% 40% 
$86.00 to $95.00 .... ; 2% 5% 6% 11% 
Number of shop wetting hours 
per week: 
40 hours or less . 2% 12% 19% 12% 
41 to 44 hours .... . 10% 30% 16% 67% 
45 to 48 hours ......... . 29% 34% 24% 18% 
49 to 52 hours . 22% 11% 10% 3% 
53 to 56 hours .. 82% 12% 1% regia 
56 to 59 hours .............. . 5% 1% selidod oaaiee 
issue an | Percentage of shops that pay overtime 60% 60% 66% 10% 
Customer Labor Rates 
Hourly rate a 
$2.00 to $2.49 ict: ue 8% 1% siete 
$2.50 to $2.99 we. 89% 16% 3% velee 
$3.00 to $3.49 .. 41% 43% 16% 4% 
$3.50 to $3.99 .. 11% 82% 47% 52% 
$4.00 to $4.49 . 1% 8% 28% 30% 
if the| $4.50 to $4.99 iste tat 6% 14% 
* * 


Pay Varies 


Mechanics Earn $1 to $2.25, Survey Discloses; 
Customer Rate Is $2 to $4.99 — 


SPRINGFIELD, Ill. — Mechanics 
earn $1 to $2.25 an hour in south- 
ern Illinois dealerships, according 
to the Illinois Automotive Trade 
Assn., which has conducted a sur- 
vey of wages, hours and working 
conditions in 459 dealerships. 

The survey also revealed that cus- 
tomer labor rates in downstate IIli- 
nois ranged from $2 to $4.99. 


VanderZee Sees 
Great Selling Era, 


But Few Salesmen 


NEW YORK.—The stage is set 
today for a great “selling” era 
across the nation, but there is a 
tremendous shortage of competent 
salespeople to capitalize on _ it, 
writes A. vanderZee in the Ameri- 
can magazine. 

VanderZee, sales vice - president 
of Chrysler Corp., states, “If I 
were 21, I would be a salesman.” 
He adds that his own company is 
but one of many now searching for 
the 600,000 more salesmen America 
needs. 

Noting that young people today 
seem to picture the “noisy super- 
salesman” as the ideal, vanderZee 
declares that “nothing could be 
farther from the truth.” 

He says other popular miscon- 
ceptions concerning the successful 
salesman include the dramatic ap- 
proach, the glib tongue and the 
idea that a salesman is born, not 
made. 

It is not aptitude but attitude, 
vanderZee says, together with 
“more interest in a chance to grow 
and develop than in mere security.” 

Remarking that each of Ameri- 
ca’s great inventions, first “had to 
be sold,” vanderZee states that he 
can think of no more rewarding 
work and he lists 10 suggestions 
for a successful sales career: 

1. Train yourself in the capacity 
to attract friendly feelings from 
many people. 

2. Develop a knack for encourag- 
ing others to help you. 

3. Be resourceful in discovering 
ways to increase sales. 

4. Gear your thinking to the 
customer’s viewpoint. 

5. Be flexible enough to adjust 
your approach to each individual 
prospect. 

6. Be a listener as well as a 
talker. 

7. Enjoy the challenge of com- 
peting. 

8. Be a self-manager. 

9. Be a person of integrity. 

10. Be a good citizen. 


For purposes of the study, deal- 
erships were divided into four 
classifications: Group I, cities 
between 5,000; Group II, cities be- 
tween 5,000 and 25,000; Group 
Ill, cities between 25,000 and 50,- 
000, and Group IV, cities over 
60,000. 

The Illinois poll revealed that 
more than 90 percent of all dealer- 
ships observed the majority of legal 
holidays and paid their mechanics 
for the off-time. 

Eating places on the dealership 
premises are provided as follows: 
Group I, 6 percent; Group II, 8 
percent; Group III, 17 percent, and 
Group IV, 19 percent. 

Some dealerships furnished 
“free coffee” to their employes. 
The breakdown was: Group I, 12 
percent; Group II, 12 percent; 
Group III, 15 percent, and Group 
IV, 18 percent. 

Coveralls are furnished without 
cost to the employes as follows: 
Group I, 39 percent; Group II, 46 
percent; Group III, 46 percent, and 
Group IV, 50 percent. 

At least 97 percent of all dealers 
reporting said they granted vaca- 
tions with pay, ranging from one 
to two weeks depending on length 
of service. 

Bonuses are paid by a large 
majority of downstate Illinois 
dealers. They are granted as fol- 
lows: Group I, 78 percent; Group 
II, 80 percent; Group III, 75 per- 
cent, and Group IV, 78 percent. 

Group life, accident, health, hos- 
pitalization and surgical insurance 

for employes is paid as follows: 
Group I, 43 percent; Group II, 60 
percent; Group III, 68 percent, and 
Group IV, 75 percent. 

In answering the question, “Do 
you follow seniority rule on dis- 
charging or reemploying person- 
nel?” the affirmative replies were: 
Group I, 45 percent; Group II, 46 
percent; Group III, 54 percent, and 
Group IV, 56 percent. 


Inland Steel Quietly Marks 


Its 60 Years of Growth 


CHICAGO HEIGHTS, Il.—Inland 
Steel Co. quietly observed its 60th 
anniversary last week when a 
group of officers and directors vis- 
ited the company’s original plant 
here. 

Inland was incorporated in Octo- 
ber, 1893. In the depth of the de- 
pression of that year, a group of 
seven young men with $65,000, 
largely borrowed, bought the equip- 
ment of a bankrupt company for 
$8,800 and installed it in a $20,000 
plant. 
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Willow Run Sale Aids Finances... 


Kaiser Car Assembly 
Moving to Toledo 


(Continued from Page 1) 


Kaiser stated, “is the last remain- 
ing Government loan on any 
Kaiser-managed property. It repre- 
sents only 2% percent of the total 
amount of capital that has been 
invested in all Kaiser companies.” 
Willow Run was purchased by 
Kaiser on Dec. 31, 1948, for $15,- 
100,000, of which one-tenth was 
paid down, with the balance pay- 


Boston Bank Calls 
Halt to Financing 


Of Auto Insurance 


BOSTON. — The First National 
Bank of Boston has cancelled all 
financing for the _ state’s $50- 
million-a-year compulsory automo- 
bile insurance. 

Attorney Walter D. Malcolm, 
counsel for the bank, said that be- 
cause of Bank Commissioner 
Timothy J. Donovan’s ruling that 
insurance interest fees were being 
collected under conditions violating 
the law, acceptance of this type of 
business had been ended by the 
bank and its affiliates. He ex- 
pressed belief that many banks 
throughout Massachusetts would 
take similiar action. 

Donovan issued a ruling outlaw- 
ing all compulsory’ insurance 
business in which the law had 
been violated. He said that banks, 
finance companies and insurance 
firms handling the financing of 
compulsory automobile insurance 
had been charging far in excess of 
1 percent per month interest. 

More than 40,000 Massachusetts 
car owners are affected by the 
ruling, which may serve to deny 
insurance to them after Dec. 31 
unless they obtain some other 
means of financing. 

Donovan cited illustrations of 
what he described as excessive in- 
terest rates charged by certain fi- 
nance companies on compulsory in- 
surance. 


“In one case,” he said, “the com- 
pany would demand $25 as down- 
payment on a $100 loan, The 
balance of the $75 would be fi- 
nanced for a six-month period. The 
firm was putting on.a $13 interest 
charge, so that the borrower would 
sign a note to pay back $88. 
Payments were on a monthly basis, 
and before a borrower finished, 
he had paid at the rate of 40 per- 
cent interest on the loan.” 

Insurance company officials said 
that among those hardest hit by 
effects of the State’s ruling would 
be small trucking firms which have 
to finance their insurance. 


They predicted a “black market” 
in lending of money for insurance. 


Rocket Booster 
Ram Jets Called Feasible 
By Chrysler Aide 
LOS ANGELES. — Reduction of 
as much as one-third in the size 
and weight of high-altitude rockets 
of the German V-2 type appears 
possible through development of 
air-breathing ram jets as a supple- 
ment to rocket power plants, John 
W. Luecht, of Chrysler Corp., told 
the National Aeronautical Meeting 
of the Society of Automotive Engi- 

neers here. 


Luecht is general supervisor of 
advanced design in the missile 
branch of Chrysler’s engineering 
division. 

In a technical paper, Luecht said 
that the potential savings in size 
and weight are extremely signi- 
ficant when the possibilities of im- 
proved missile performance and in- 
creased payload are considered. 
Previously, he explained, missiles 
of the V-2 type have depended 
solely upon rocket power for pro- 
pulsion. 

Luecht said that use of ram jets 
for missile propulsion is within the 
realm of feasibility even though the 
high-speed missile remains in the 
atmosphere only a short time, 





able in annual installments of 
about $679,500 over a 20-year 
period at 4 percent interest, 
Kaiser had leased the plant from 
the Government since late in 1945, 
when the auto company was 


formed. 
* +. +. 


| Gprenmnad explained that re- 
payment of the major part of 
his company’s debt to the RFC was 
made possible by a program which 
entails the following: 

1. Sale of the Willow Run plant 
for $26 million to GM. Entire pro- 
ceeds of the sale will be paid to 
RFC, plus an additional $613,000 
on the closing date. Total cost to 
Kaiser Motors of all items being 
sold to GM was approximately $23 
million, including major improve- 
ments made by Kaiser. This figure 
has been written down on the 
company’s books to $16,757,000. 

2. Materially strengthening 
Kaiser Motors’ and Willys 
Motors’ finances by loans 
amounting to $15 million. These 
loans are made possible through 
the assistance of the Henry J. 
Kaiser Co. 

3. Movement within a year of the 
Kaiser Motors’ home office to 
Toledo, headquarters of Willys 
Motors. The Toledo factory alone 
contains 5,200,000 square feet of 

floor space, which is about 18 per- 
cent greater than Willow Run’s 
and believed adequate to accom- 


7-Class Plan 


LOS ANGELES.—The new rating 
of auto insurance in seven classes 
was criticized by the California 
Assn. of Insurance Agents at its 
convention here. 

The casualty and surety com- 
mittee of the association pre- 
pared a report calling the plan 
unworkable “because of the dif- 
ficulty and expense involved in 


Last-Minute Balk 
By Actors’ Union 


Mars L-M Show 


LOS ANGELES. — Lincoln-Mer- 
cury’s dealer showing of 1954 
models at the Pan Pacific Audi- 
torium was marred by union 
trouble. 

More than 2,000 Lincoln-Mercury 
dealers from 11 western states were 
disappointed when the American 
Guild of Variety Artists refused to 
allow Jane Russell, Jack Carson, 
Dan Dailey, Dennis Morgan and 
Red Skelton to perform. 

The union said the stars should 
be paid on the basis of one-seventh 
of their weekly income. The show 
was held up for an hour as four 
L-M executives and Hollywood 
producers talked with a _ union 
representative. 

Agreement on pay _ reportedly 
was reached, but the union repre- 
sentative then ruled that the show 
could not go on because it had not 
been cleared in advance and no 
contracts had been signed. 

Henry Daniels, assistant L-M 
general sales manager, finally an- 
nounced to the guests that the 
show would be canceled. 

The curtains were then pulled 
back and the 1954 models were 
displayed. Each was placed in a 
stage setting for a movie. 

Columbia’s setting was from 
“Miss Sadie Thompson;” Universal- 
International, “Forbidden;” 20th 
Century-Fox, “How to Marry a 
Millionaire;” M-G-M, “The Long, 
Long Trailer;” Republic, “Jubilee 
—— and Warners, “Calamity 

ane.” 


Driver Ratings Ripped 


California Auto Insurance Agents Term 


modate the additional Kaiser pro- 
duction. 


* + * 
LL told, Kaiser and Willys 
plants, exclusive of Willow 


Run, have a total area of 8,353,000 
square feet. While the Kaiser and 
Henry Js are definitely scheduled 
for final assembly at Toledo, 
studies are now being made for 
transfer of the automotive 
equipment and tooling at Willow 
Run to other plants of Kaiser 
Motors, such as the new stamping 
plant at Shadyside, O. 

The transfer will mesh the two 
companies into a well integrated 
manufacturing operation, with 
final assembly in one plant of the 
complete line of Kaiser products 
and all Willys passenger, utility 
and military vehicles, Kaiser 
said. 

The Willys facilities in Toledo, 
expanded and modernized since 

World War II through an ex- 
penditure of more than $40 million, 
have an estimated annual capacity 
in excess of 250,000 cars, he said. 
The installation of a third assembly 
line, for which there is ample 
space, would considerably augment 
this capacity, he pointed out. 
* + * 


AISER described the decision to 
sell Willow Run as “another 

big step in the company’s an- 
nounced goal to retire Government 
loans as rapidly as possible.” 

Kaiser emphasized that the 
sale of Willow Run does not in- 
clude tooling and automotive- 
producing equipment there, cost- 
ing in excess of $30 million, 
which will be transferred to 
other Kaiser and Willys plants. 

“Our studies conclusively indi- 
cate,” Kaiser said, “that great im- 
provement in quality and economy 
will be realized by assembling both 
the Kaiser and Willys lines of 
passenger cars and the Jeep and 
related Willys utility vehicles under 
one roof.” 


Unworkable 


ascertaining proper classifi- 
cation.” 

The committee predicted that the 
plan, adopted by the National 
Bureau of Casualty Underwriters, 
would soon be discarded in favor 
of a more practical setup. 

Dissatisfaction and uncertainty 
on the part of insurance agents 
was cited in connection with the 
seven-class plan. The committee 
called it a stopgap measure and 
urged further study of merit-rating 
plans. 

“The best and most practical 
plan we have seen,” the commit- 
tee reported, “is one which re- 
tained the three former classifi- 
cations, amending Class 2 to 
mean unmarried drivers under 
age 25, and contained provision 
for cumulative merit rating for 
good experience.” 

In referring to the seven - class 
plan, the committee said: “It is 
unfortunate that with all the clamor 
from companies about the necessity 
of reducing costs, that they should 
adopt a rating plans which will add 
so much to administrative costs 
for both companies and agents.” 

With an “adequate and sensible” 
rating structure, the committee re- 
port said, agents could return to 
selling insurance instead of taking 
orders. 


China Export Ban 
Reported Eased 


LONDON.—Britain has lifted its 
ban on export of small cars to 
Communist China, the Associated 
Press reports. 


A Board of Trade spokesman said 
the United States, France and 
other western governments had 
joined in lifting the embargo on 
all cars except station wagons and 
those able to carry more than six 
persons, 

Representatives of the three 
countries meet regularly in Paris 
to classify goods regarded as 
strategic under restrictions govern- 
ing exports to Communist 
countries. 
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3 Goodyear Men Win Top Honors— 


P. W. Litchfield (left), board chairman of Goodyear Tire & Rubber Co., presents the 
Litchfield Award of Merit to three members of the firm's sales organization, who 
were judged the best salesmen for 1952 in their respective classifications. They are 
(from left) David L. Rhodes, Olean, N. Y., best small-store manager; Leo B. Freyer, 
Minneapolis district, best wholesale salesman, and Henry C. Curlee jr., Charlotte, 


N. C., best large-store manager. 





Automobile Transport Opens New Terminal— 


A $350,000 terminal covering six acres has been opened by Automobile Transport, 
Inc., Wayne, Mich., adjacent to a Lincoln-Mercury plant. The yard contains a loading 
dock for 10 trailers, an area for assembling autos for shipment to dealers, and a 
storage area for tractors and trailers. 






e Fide 


Spanish Car at Paris Show— 


Empresa Nacional de Autocamiones, Spanish car manufacturer, exhibited this V-8 
four-carburetor Thrill-Pegaso coupe at the Paris Automobile Salon. The body work was 


done by Touring. 


Truck for Camden Girl Scouts— 

William G. Rohrer, president of Rohrer Chevrolet Co., Camden, N. J., presents the 
keys of a truck to Mrs. Edward Clements, president of the Camden County Girl Scout:. 
Other Camden County Chevrolet dealers who contributed to the gift were Blatherwic« 
Chevrolet Co., Haddonfield Chevrolet Co., Copper Chevrolet Co., Randolph Chevrole! 


Ce. and Oakwood Chevrolet Co. 
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November Pace Near October Level... 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 
































Week Week dan. 1 dan. 1 
Ended Same Ended Nov., to to 
Nov. 14, Week, Nov. 7, 1953, Nov, 15, Nov. 14, 
1953 1952* 1953* To Date 1952* 1953* 
CHRYSLER .. 24,360 28,420 24,114 48,474 769,308 1,122,133 
Chrysler 3,100 2,634 3,077 6,177 96,291 143,955 
EE: deuvtientscceteceversieds 2,870 2,351 2,872 5,742 79,581 113,874 
EEE, asietevtviasiavveoveeseres 5,700) 6,715 5,687 11,387 208,193 271,295 
a 12,690: 11,720 12,478 25,168 385,243 593,009 
EY shasnectoresstivesisen..seveenses 33,985 _ 29,043 33,995 67,980 856,395 1,383,472 
i iisacdiusdentdicecbtccevereess 27,335 ' 22,564 27,031 54,366 667,070 1,064,199 
ae 180° SE.” ‘inxoceeuine 180 27,541 35,345 
a 6,470 5,999 6,964 13,434 161,784 283,928 
GENERAL MOTORS .. 28,108 38,871 51,511 79,619 1,611,172 2,582,417 
Eh diniotvuddoviasepivecceiiits 7,329\5> 8,672 10,261 17,590 288,878 471,973 
ID 2» diets dripistseusswssxie 2,500 2,320 2,468 4,968 89,353 94,715 
Chevrolet. ...................... 6,600} 21,457 27,137 33,737 787,055 1,344,715 
Oldsmobile _............. . 6,079 6,054 5,880 11,959 205,092 297,270 
RED <neticdeisvoninsvonveses . §,600¢ 368 5,765 11,365 240,794 373,744 
KAISER MOTORS ‘ 250 3,368 187 437 112,547 60,424 
ee 250 1,928 187 437 63,323 19,999 
Willys ......... ED aesecisetzee.  <asresamenns 49,224 40,425 
CROSLEY ......... ides eet.” addalenis — decalcalen’ <naammel DE. tipo 
HUDSON ................... 1,240 1,585 1,531 2,771 67,209 70,325 
ee 2,350 4,498 2,311 4,661 129,210 123,031 
PACKARD  ......... 95 oe 95 50,663 713,592 
STUDEBAKER ..... 3,700 5,464 3,153 6,853 143,674 169,731 
Total Cars, U. S. 94,088 107,473 116,802 210,890 3,741,669 5,585,125 
*Revised : a 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan, 1 dan. 1 
Ended Same Ended Nov., to to 
Nov. 14, Week, Nov. 7, 1953, Nov, 15, Nov. 14, 
1953 1952* 1953* To Date 1952* 1953* 
CHEVROLET ................. 3,000 9,020 178 3,178 281,747 311,868 
INS ids sch cs cistcanaa staarontor | Sean y eesadegy,) “areeiiaal a 
DIAMOND T ................. 150 169 161 311 6,995 7,218 
ET uct esydsvcbbsnésiesocordeseets 80 eee 80 3,859 2,676 
ID deste sitbaspeden ones 2,170 3,389 2,076 4,246 144,096 92,519 
FEDERAL. ........................ 65 29 12 137 1,427 2,040 
NTE ice saseltisessyiueses ie 6,800 6,919 6,701 13,501 198,231 285,814 
EN hci Act Wicekbicaieyscts essen 380 3,067 372 752 101,340 97,118 
INTERNATIONAL 2,380 2,609 1,929 4,309 112,029 108,852 
MACK .......... 220 258 208 428 9,052 10,412 
Se 310 354 306 616 15,172 14,178 
STUDEBAKER 30 1,347 19 49 51,033 31,396 
WHITE .... 240 288 207 447 10,682 12,777 
IIE icscasnese-seees 1,995 NEE ~ schaceecasees 1995 94,047 76,556 
MISCELLANEOUS 245 331 240 485 13,055 12,614 
Total Trucks, U. S. .. 18,065 30,808 12,469 30,534 1,042,973 1,066,038 
Total Cars, Trucks 
I eeepc Esaloc eae tei 112,153 138,281 129,271 241,424 4,784,642 6,651,163 
Total Cars, Trucks 
ae .. 8,570 9,166 4,665 8,235 335,855 442,164 
Grand Total 


Cars and Trucks 
U. S. and Canada 


svi 115,723 147,447 133,936 249,659 5,120,497 7,093,327 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, 
N.B.: 


Sterling, Nash, etc. 


All U. 8S. totals include cars and trucks for military orders. 


Dealer New-Car Stocks 
Set Postwar Record 


(Continued from Page 1) 


had been crippled by a prolonged 
steel strike, the index rose to 5.0 
on Sept. 1, 7.2 on Oct. 1, 9.0 on Nov. 
1 and 8.2 on Dec. 1. 

Most of the dealers, surveyed 
in connection with the latest 
new-car census, reported that 
they were having trouble of one 





New-Car Stoeks 
In Field, in Transit 


(Estimated by Automotive News) 


Dealers’ 

Cars Cars in Total 

In Transit Potential 

Period Fleld te Inventory 
Ending Stockst Dealers Stocks 
Jan. 1, °50.. 261,754 188,500 440,254 
Apr. 1, ’50.. 276,136 158,000 434,136 
dune 1, °50.. 247,680 160,200 407,880 
Sept. 1, °50.. 239,642 160,400 400,042 
dan. 1, °51.. 305,888 89,900 404,788 
Apr. 1, °61.. 406,541 138,500 545,041 
duly 1, °51.. 357,606 90,700 448,306 
Sept. 1, °51.. 283,402 800 370,202 
Jan. 1, °52.. 224,968 31,000 968 
Feb. 1, °52.. 198,762 69,000 267,762 
Mar. 1, ’52.. 182,577 716,000 258,577 
Apr. 1, ’52.. 213,381 83,000 296,391 
May 1, ’52.. 251,674 88,000 339,674 
June 1, ’562.. 232,036 70,000 302,036 
July 1, °52.. 193,462 84,500 277,962 
Aug. 1, ’52.. 162,086 12,000 174,086 
Sept. 1, °52.. 149,001 77,000 226,091 
Oct. 1, °52.. 233,556 89,000 322,556 
Nov. 1, °52.. 308,894 90,500 399,394 
Dec. 1, °52.. 287,247 11,000 363,247 
dan, 1, °53.. 291,671 1300 374,971 
Feb. 1, 53.. 324,835 86,600 412,035 
Mar, 1, ’53.. 389,011 87,200 476,211 
Apr. 1, ’°53.. 445,882 89,300 35,182 
May 1, '53.. 490,381 97,700 588,081 
June 1, °53.. 463,546 73,500 637,046 
duly 1, °53.. 479,608 :800 562,498 
Aug. 1, '53.. 517,119 82,200 599,319 
Sept. 1, °53.. 514,569 74,500 589,069 
Oct. 1, °53.. 519,037 60,900 *579,937 
Nov. 1, °53.. 542,567 68,300 610,867 
tField stocks include cars actually at 
ps, those warehoused by dealers 

and factories and demonstrators. 
“Revised. 


_ 


sort or another in cleaning up 
their ’53s. 

In many sections of the country, 
sales volume was described as 
satisfactory but profits were taking 
a beating. Discounts on cars in the 
low-priced field topped $300 in 
some cases. 

~ a * 
IED in with the new-car clean- 
up problem was a determined 
effort on the part of dealers to keep 
their used-car inventories down. 


The used-car market in many|¢% 


areas was said to have worsened, 
and distress selling was reported 
from some sections. 

Some dealers, who found that 
they had to move three used cars 
to wash out every new-car deal, 
were confronted with the further 
complication that cars in rough 
shape were being offered as 
tradeins by year-end shoppers. 

Over-quota deliveries of new 
cars by a few makers was reported 
as the 1953-model year drew to a 
close. In contrast to last year, there 
were few complaints from dealers 
that cars were being received 
loaded with accessories. 


Carlson and Roy Move 


M. W. Roy, formerly wholesale 
auto parts manager for Holt Motor 
Co. (Chrysler-Plymouth), Minne- 
apolis, has joined Atomik Motor 
Parts Co., an affiliate of Slawik 
Motors, Inc. Joining Atomik with 
him was Arthur Carlson, former 
Holt operations manager. 
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Cleanup Push Aids Car Sales 


(Continued from Page 1) 


cars—1,755 units—were moved than 
in the same month a year ago. 
Sales in Washington, D. C., were 
up 10 percent in October over the 
previous month, totaling 1,921. 
+ * x 


OME areas reported a sharp in- 
crease in sales, ending slumps 
of as long as three months’ dura- 
tion, In Manhattan, Kans., sales 
jumped 50 percent in 30 days’ time. 





Good Fishing at Key West— 


Increases in other cities in the 
southwest ran up to 15 percent, ac- 
cording to reports reaching AvurTo- 
MOTIVE News. 


In Cleveland, new-car sales 


totaled 1,258 in the most recently 
reported seven-day period, about 
200 units over the same period a 
year ago. The final week in Octo- 
ber was 
saleswise. 


Nationally, new-car sales for 


the year’s fourth best, 


This was the catch of a fishing expedition staged by Peter and Antonio Estenoz 
(standing), who operate Twins Garage (Studebaker), Key West, Fla., and W. K. 
Erdman, Studebaker regional manager. Erdman won top honors by bagging a 35'- 


pound grouper. 





Output Hits 2-Month Low 


Chevrolet, Buick Start ’54 Model Changeovers; 
Lincoln, Packard, Willys Back 





(Continued from Page 1) 


situation is expected to be eased 
this week. 
* ” * 


Wurrs completed its one-week 
inventory work and again 
began turning out vehicles, but 
Jeeps only. Station wagons and 
trucks will roll this week and cars 
will be coming off the lines later. 

Hudson was down last Monday, 
but the company refused to 
divulge the reason. Workers re- 
turned on Tuesday. 

A power failure at Briggs Mfg. 


TAKE 


Nash Winner Drawing— 


Sue Fetz, Miss San Francisco of 1953, 
hands an envelope containing a “magic 
key” and the identification of a Nash Air- 
flyte Ambassador to W. E. Boyer, San 
Francisco zone manager. The contest was 
sponsored by Bay Area Nash dealers. A 
Nash Rambler was awarded to an earlier 
contestant. 





Co.’s Mack plant last Monday 
forced the closing of the plant, 
which produces bodies for Plym- 
outh. Plymouth then lost four 
hours of output. 

* * * 


bby Big Three share of total 
car output slipped last week, 
mainly because of Chevrolet. 

Ford took 36 percent, against 
29 in the week earlier; Chrysler 
climbed to 26 from 20, while 
General Motors dropped to 30 
from 44. 

Last week’s production of 112,153 
vehicles compares with 138,281 in 


the like week of last year. 
7 a * 


New Hydra-Matic Fire 
Brings Quick Action 

DETROIT. — Heat-treating oper- 
ations were resumed at the General 
Motors Hydra-Matic installation at 
Willow Run last week after a 
minor fire had temporarily shifted 
them to outside plants. 

The fire broke out in an oil 
quenching bath, only four days 
after the new Hydra-Matic line had 
been put into production following 
the disastrous Livonia fire Aug. 12. 

Water sprinklers set off explo- 
sions in cyanide pots, filling the 
plant with fumes, All workers were 
evacuated, but the following shift 
was able to resume production only 


_|30 minutes off schedule. 


Operations affectéd by the blaze 


_|—parts hardening — were trans- 


ferred to other Detroit-area plants 
until the cyanide pots and their 
electric furnaces could be repaired. 


Cole-Hersee Expands 


BOSTON.—Cole-Hersee Co., 
manufacturer of automotive elec- 
trical equipment, now has its com- 
plete line warehoused on the west 
coast at Manufacturers’ Distributor, 
476 Golden Gate Ave., San Fran- 
cisco. 


the month were reported up ap- 
proximately 5 percent, ranking 
October among the better sales 
periods of the year. 

Ford announced that its dealers 
sold 120,930 new cars in October, 
breaking a 23-year sales mark. 
Ford sales had totaled 106,424 the 
previous month. 

While Chevrolet released no 
figures, it reported that October 
was a better month for dealers 
than was September. September 
registrations for Chevrolet totaled 
112,356. 

+ * * 

_— showed up well during Oc- 

tober—in individual areas—in 
its battle with Chevrolet for leader- 
ship in sales. In many cities, Ford 
was out in front. In San Antonio, 
for example, one Ford dealer alone 
sold 201 new cars, while total Chev- 
rolet sales in the county were 181. 


Even as they push the cleanup 
of ’53s, most dealers are ex- 
pectantly looking two months 
ahead, With all of the ’54 models 
expected to be introduced by mid- 
January, they see a settling down 
on the part of both the frantic 
dealer and the confused buyer. 

A settled market, they believe, 
will lead to continued high sales 
and a vastly improved profit 
picture. 

Many are frank to admit that 
sales currently are being held up 
at the expense of a dwindling 
profit margin. Despite that, they 
say, they aim to keep volume high 
and hope to recoup in the first half 
of next year. 

* * * 

ya some feel that the long 

deals made in the _ closing 
months of 1953 will take many 
buyers out of the 1954 market, 
others say that the new-car buyer 
always exists—he has only to be 
flushed from the undergrowth. One 
points out that a lot of persons 
who bought '52 models were out of 
the market in 1953, but will be 
back in 1954. 

The current allout push is viewed 
in some quarters as a sorely needed 
training period for sales crews. 
Sharpening the talents of salesmen 
on the ’53 cleanup can get the ’54 
model selling off with a bang, it is 
hoped. 

At any rate, the day of the 
new-car salesman who thought 
only in terms of floor time is 
nearing the end. Competition has 
forced dealers to overhaul sales 
staffs and install salesmen who 
can make cold calls, “sell off the 
sidewalk” and continue to dig up 
better-than-fair prospects. 

The dress-rehearsal for the new- 
look salesman is well under way. 
The curtain for his '54 show is 
about to go up. 


States Cut Reck 
Diversion of Road 


Funds by 24 Pct. 


WASHINGTON, — A 24 percent 
reduction in the amount of high- 
way use-tax revenues diverted by 
the states to nonhighway purposes 
in 1952 is shown in an analysis by 
the National Highway Users Con- 
ference. 

Twenty-five states and the Dis- 
trict of Columbia spent a total of 
$202 million of highway income for 
other purposes. 

This means that of every high- 
way tax dollar collected, 6.5 cents 
was diverted to nonhighway uses, 
as compared to 9.3 cents in 1951. 

The improved situation is 
credited to the antidiversion con- 
stitutional amendments which have 
been passed in 24 states to date. 
Georgia and Alabama _ recently 
passed such amendments. 

Diversion continues to be a seri- 
ous problem in many states, ac- 
cording to NHUC. For instance, 
Delaware diverted 42 percent and 
Rhode Island spent 40 percent for 
nonhighway uses. 

Florida diverted $25 million, or 25 
percent, to nonhighway purposes. 
Much of this amount was made up 
of license fees which, because of 
an amendment adopted at the last 
election, must be diverted to uses 
totally unrelated to the mainte- 
nance and construction of roads. 
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Station Wagons to Join Line... 





54. Studebaker Prices 
Boosted $10 to $105 


{Continued from Page 2) 


advanced design, 
1954 models are the most out- 


standing cars we have offered to 


the motoring public.” 

Last week, at a preview of new 
models in New York, Paul G. 
Hoffman, Studebaker board 
chairman, told dealers that the 
dealer who makes less than 3 
percent profit on his annual new 
and used-car volume is in a 
dangerous position. 

He said that 3 percent was a 
minimum profit a dealer should 
expect and that he should aim for 


5 percent during this competitive | 


era. 


Poa Cen ee true measure) sellers’ market,” Hoffman said, 


of success in the automobile 
business, as anywhere else, is re- 
flected in the financial statement 
of both factory and dealer, not in 
the annual statistics of the factory. 


For this reason, both he and 
Vance, affirmed again that Stude- 
baker will only produce as many 
cars as dealers can sell on a profi- 
table basis in 1954. 

At the same time it was stated 


that Studebaker production in 1954 
would exceed that of 1953. Hoffman 


said that the late start in 1953 pro-| 


duction, and the ten-week supplier 
strike reduced Studebaker pro- 
duction in the Spring to a point 
where the figures do not give a 
realistic picture. 


Both Vance and Hoffman 
denied that any talk is going on 
with any other company or with 
any investment houses concern- 
ing a merger at this time. It was 
pointed out that ever since 1935, 
when they took over the di- 
rection of the company, people 
have been talking about mergers. 


Vance told the dealers that in 
1935 competition was as keen as it 
is today. The big three had as large 
a percentage of the field as they 
have now. Yet at that time Stude- 
baker was able to hold its own and 
even make some progress. 

Studebaker’s position, he _ af- 
firmed, is better now, than it was 


Safety Committee 
Gains Support 
Of Tire Dealers 


WASHINGTON.—The appoint- 
ment of Tom P. McDermott, Tulsa, 
Okla., to serve on the national 
Inter-Industry Highway Safety 
Committee was announced last 
week by W. F. Hufstader, chairman 
of the committee and vice-presi- 
dent of General Motors. 

“McDermott’s appointment brings 
to this committee the valuable 
added support of the nation’s inde- 
pendent tire dealers,” Hufstader 
stated. “His appointment closely 
follows a recent invitation to the 
National Assn. of Independent Tire 
Dealers to participate in the com- 
mittee’s. nationwide highway and 
safety program.” 

McDermott, newly elected presi- 
dent of NAITD, is a Dayton Rub- 
ber Co. dealer in Tulsa. 

In addition to NAITD, the In- 
ter-Industry Highway Safety 
Committee is sponsored by auto 
manufacturers, NADA and the 
manufacturers. 

Members of the national commit- 
tee representing auto manufac- 
turers are K. B. Elliott, executive 
vice - president of Studebaker; A. 
vanderZee, sales vice-president of 
Chrysler Corp.; Walker A. Wil- 
liams, sales and advertising vice- 
president of Ford Motor Co., and 
Hufstader. 

Representing NADA are Robert 
Armacost, president; Walter B. 
Cooper, director;. J. Saxton Lloyd, 
immediate past president, and 
Frederick M. Sutter, director. 

Tire manufacturer representa- 
tives are L. A. McQueen, sales vice- 
president of General Tire & Rubber 
Co.; J. A. Hoban, replacement sales 
vice-president of B. F. Goodrich 
Co.; H. D. Tompkins, vice-presi- 
dent, Firestone Tire & Rubber Co., 
and R. 8S. Wilson, vice - president, 
Goodyear Tire & Rubber Co. 





we believe our 


| dustry, 


| sellers 


then. Studebaker is not hampered 
now, as it was in 1935, by an 
undercapitalized position, he said. 

At the press conference Hoffman 
said that in 1935 Studebaker did a 
gross business of $60 million, while 
in 1952 the firm grossed better 
ithan $500 million, and it is ex- 
pected that it will be even greater 
in 1953. 

Discussing the future of the in- 
Hoffman said he was 
quite confident that 1954 will be 
a good year all around, He said 
that he felt that the automobile 
business “is in the worst of it 
right now.” 

“This change from a buyers’ to 


“requires a considerable change of 
method. The shift on the part of 
dealers and factories is painful. 
But we are one of the last 
businesses to get out of the sellers’ 
market.” 

Hoffman went on to explain the 
present razzle dazzle business as 
the hidden hope in some dealers 
that there is a magic formula 
which will return business to the 
market. “Extremity,” he 
said, “is the mother of invention.” 

Predicting that the end of the 
razzie dazzle period is_ here, 
Hoffman said that this kind of 
merchandising comes and goes 
from time to time, but that we 
will soon get back to honest 
merchandising. 

Vance said that although Stude- 
baker dealers have not been re- 
sponsible for the growth of un- 
sound retail methods, they should 
lead. the field away from such 
practices. 

“Intelligent selling,” he said, “has 
been temporarily obscured.” 

Hoffman said that he felt only 
20 percent of the nation’s dealers 
have accepted the fact that they 
must get down to hard work. This 
he felt was indicated in a little 
survey he had conducted himself, 
as he traveled across the country. 





Out of 68 people he questioned, 
only two had been approached by 
anyone to purchase a car in the 
past few months. 

In response to a question re- 
garding the likelihood of a de- 
pression, Hoffman said he did 
not feel the economy of the 
country would necessarily go 
through more than undulations, 
in contrast to sharp dips and 
rises. However, he warned that 
it is possible to talk the economy 
into a serious dip. 

Looking back at the depression, 
Hoffman said that advertising was 
one of the first budget cuts, be- 
cause it was the easiest to time. In 
a time of increasing competition, 
Hoffman cautioned, advertising and 
selling pressure should be main- 
tained and increased where 
necessary. 

There are many built-in props 
in the economy to soften any 
downward tendency, he said, and 
the records show that employment, 
wage levels, national income and 
savings are at all-time highs. 

Vance observed that the auto- 
mobile has advanced from the 
stage where it was put up on 
blocks for the winter, to that of 
a@ year-round necessity, This has 
gone a long way toward reducing 
the seasonableness of the 
business and helps reduce 
seasonal employment, he stated. 

In closing, Hoffman noted that 
the U. S. will probably witness a 
swing toward the sports car in the 
next few years, when people begin 
to discover the safety, comfort and 
driving ease of these models. He 
said he believes that it will be the 
family car of the future. 

As an indication of the trend he 
said that in 1953 Studebaker has 
anticipated a 15 to 20 percent 
sports model production, but it’s 
reaching nearly 40 percent. 

Following is a complete list of 
Studebaker’s factory-retail prices 
for 1954, exclusive of Federal 
taxes, delivery and handling fees, 
and all other charges. Compar- 
able 1953 prices are in parenthe- 
ses. 

CuHampion Custom—Four-door se- 
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dan, $1,635 ($1,615); two-door sedan, | 


$1,595 ($1,585). 





dan, $1,845 ($1,785); two-door se- 
dan, $1,805 ($1,755); five-passenger 


CHAMPION De_uxe—Four-door S€-| coupe, $1,895 ($1,790); hardtop, $2,- 


dan, $1,745 ($1,705); two-door sedan, 
$1,705 ($1,675); five-passenger 
coupe, $1,795 ($1,710); station 
wagon, $1,995. 


045 ($1,940); 


Commander Deluxe—Four-door 
sedan, $1,980 ($1,940); two-door 


CHAMPION RecaL — Four-door se-| sedan, $1,940 ($1,910); five-passen- 


station wagon, $2,095.|4@", $ 


_ 


ger coupe, $2,030 ($1,945); station 
wagon, $2,230. 
CoMMANDER Recat—-Four-door se- 
2,080 ($2,020); five-passenger 
coupe, $2,130 ($2,025); hardtop, $2,- 
280 ($2,175); station wagon, $2,339. 
Lanp Cruiser — Four-door sedan, 
$2,220 ($2,120). 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10¢ PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Doliar ($1) per 


insertion for 


use of a box number, in care 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 


day received. Display ads: $11.20 per column inch, per insertion. CLOSING: 


OF PUBLICATION DATE. 


SIX DAYS IN ADVANCE 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


hon 


partment e 


AUTOMOTIVE NEWS 


HELP WANTED 


EXCEPTIONAL 
SALES OPPORTUNITY 


Prominent manufacturer of nationally 
advertised juvenile wheelgoods seeks 
self-reliant and aggressive salesman to 
control and expand sales in well-estab- 
lished midwest territory. Prefer man 
with successful record in sales of chil- 
dren's vehicles, sporting goods, or 
allied durable consumer goods to dis- 
chain stores, and large 


tributors, 
retailers. 


Starting salary at rate of $8,500 an- 
nually, plus travelling expenses. Prog- 
ress and future increased earnings 
commensurate with results. Send com- 
plete resume to Box 3203, c/o Auto- 
motive News, Detroit 26. Our employes 
have been informed of this advertise- 
ment. 


ASSISTANT SERVICE MANAGER, Must 
be sober and sharp with previous GM 
experience, preferably Cadillac. Good op- 
portunity for advancement for right man. 
Cadillac distributor in central Kentucky. 
Box 3167, co/ Automotive News, Detroit 
26. 

SALESMEN. Wonderful opportunity for 
ambitious men selling ‘‘precision Fit’’ 
seat covers to new car dealers. Beautiful, 
attractive line. Fabric seat covers offer 
very liberal commissions, steady income. 
Write for information, stating quali- 
fications. Fabric Mfg. Co., Inc., 205 
Thomas St., Newark, N. -J. 








SALES ENGINEERS 
$7,500 to $25,000 


We have a number of immediate openings 
with tep-rated national concerns for men 
experienced at MANUFACTURING level in 
sales of equipment to the Original and Re- 
placement Automotive Trade. Submit a re- 
sume of your background and interests in 
complete confidence to: Miss Ruth A. Cook, 
Vice President, Executive Sales Division. 


EMPLOYMENT COUNSEL, 
INC. 


Room 500-K, 7 W. Madison, Chicago 2, lil. 





SERVICE MANAGSBR—Ford dealer in De- 
troit. Selected applicant must be 
thoroughly capable in all phases of 
service management, aggressive and will- 
ing to put in the necessary time and 
have a good appearance. The man chosen 
will be assured of good earnings plus 
other benefits. Send complete resume and 


photo. Box 3168, c/o Automotive News, 


Detroit 26. 


UP TO $50.00 A DAY 
— Part Time — 


Sales Representatives with automobile 
dealer following, full or part time, 


can make up to $50.00 a day and 
more selling two very timely, unique 
copyrighted sales and gross profit 
stimulators for new and used cars, 
parts and service, now making out- 
standing sales records in many dealer- 


ships. In your reply please state 
present line (if now employed), terri- 
tory covered, approximate number of 
dealer customers, frequency of your 
contacts and length of time you have 
served your present dealers. This is a 
liberal, straight commission deal, with 
unusual earning possibilities. 
Your reply will be held in strict 
confidence. 


E. THONER and ASSOCIATES 
1025 2nd Street, Santa Monica, Calif. 











| 
| 





HELP WANTED 


POSITION WANTED 











1200 CAR GM FLORIDA dealership is 
looking for a real honest to goodness 
service manager who can really produce. 
This man should have dynamic auto- 
mobile service manager technique and 
can begin where the other so called 
volume men stopped. Salary open. Write 
letter giving information as to previous 


background, experience and references. | 
Write Box 3204, c/o Automotive News, | 
Detroit 26. 





SALES MANAGER 


1,200 car dealer on the eastern seaboard, 
selling one of the ‘Big Three’ cars and 
trucks, is looking for an outstanding, hard- 
hitting and energetic sales manager, prefer- 
ably under 35 years of age. Unusual op- 
portunity and high compensation for the 
right man who understands volume selling. 
Must have experience and ability to take 
entire charge of a highly trained sales force 
of over 20 men. Give full particulars, quali- 
fications and experience. Confidential. 


Address Box 3201, 
c/o Automotive News, Detroit 26. 


PARTS MEN 


FULL-PART TIME SALES 


weekly in spare time selling complete 
line of bolts, nuts and automotive clips 
for~large Chicago distributor. Write 
Box 3202, c/o Automotive News, De- 
troit 26. 


WANTED — SALES GENERAL manager 
for three hundred new car dealership. 
Preferably with Chrysler line experience. 
Must be able to take over the active 
management of the entire business. A 
wonderful opportunity with a good future 
for an aggressive, experienced person to 
be connected with a well established con- 
cern. Box 3166, c/o Automotive News, 
Detroit 26. 





NEW CAR SALES MANAGER, west coast 
resident, thoroughly experienced with 
initiative, leadership and ability to de- 
velop and train sales force. 600 yearly 
new car sales, popular General Motors 
line. California's most desirable city. 
Box 3189, c/o Automotive News, Detroit 
26. 


POSITION WANTED 





GENERAL MANAGER with 25 years’ ex- 
perience with General Motors and Ford 
dealers. Have personally held all posi- 
tions in retail operations, in large and 
small dealerships. Presently employed as 
general manager of 1,000 car franchise. 
Seeking similar position with volume 
dealer who cesires relief from responsi- 
bility and who offers opportunity to buy 
into business from bonuses. Excellent 
character and management ability refer- 
ences. Age 41, married. Box 3155, c/o 
automotive News, Detroit 26. 

ACCOUNTANT-BUSINESS MANAGER. 
Sober, married, healthy. Accustomed to 
responsibility, experienced in volume 
operation. Can relieve dealer of details. 
Seeking connection with dealer in mid- 
west. Box 3192, c/o Automotive News, 
Detroit 26. 


EXPERIENCED GM MANAGER has oper- 
ated own successful dealership for seven 
years. College graduate. Sober, healthy, 
family. Desire position as general or 
sales manager with potential above $10,- 
000 in central or northern California. 
Might invest $30,000 in GM or Ford 
dealership. Charlie Caldwell, 210 N. 
Jaye, Porterville, Calif. Phone 1344-J. 


SALES EXECUTIVE — 13 years’ automo- 


tive experience. Zone sales, sales pro- 
motion, retail and wholesale finance, 
parts merchandising and _ production. 


Aggressive, personable, promotion- 
minded. Seeks challenging opportunity 
New York state. Centrally located. 
Would eventually relocate for right op- 
portunity. Box 3205, c/o Automotive 
News, Detroit 26. 








SERVICE MANAGER. Twenty years’ ex- 
perience with General Motors dealers. 
Executive ability, married, 43 years of 
age, excellent references. Box 3174, c/o 
Automotive News, Detroit 26. 

ACCOUNTANT-BUSINESS or office man- 

ager. Can handle Ford or GM procedures 

and all taxes. Would like to locate in 
south or southwest. 14213 Terry St., 

Detroit 27. VErmont 7-1534. 














SERVICE MANAGER — Ford experience, 
personable, sober, forty year old family 
man, Five years new car sales, twelve in 
the shop. Located in Miami, Fla.—wi'! 
move anywhere. References. Box 3195, 
c/o Automotive News, Detroit 26. 





GENERAL MANAGER- SALES manager 
Presently and for past four years man- 
aging 600 car GM deal—southern Cali- 
fornia. Have factory approval for pur- 
chase of deal if desirable. Box 3193, c/o 
Automotive News, Detroit 26. 

TRUCK SALESMAN experienced in heavy 
duty gas and diesel. If you have a good 
proposition, write me about it. Box 3172, 
c/o Automotive News, Detroit 26. 





ACCOUNTANT — OFFICE MANAGER 
seven years present employer. 150-200 
unit dual dealership. GM and Packard 
accounting procedure and finance 
Honest, sober, mature, family man; good 
appearance, best of references. Northern- 
er desires to locate permanently in 
Florida. Box 3206, c/o Automotive News, 
Detroit 26. 

GENERAL MANAGER OR PARTNER will 
invest up to $40,000 as an active partner 
in good GM franchise. Prefer Cadillac or 
dual, must be in midwest. Twenty five 
years experience in all phases of retail 
organization. Presently employed but 
seeking an opportunity where the dealer 
would like relief from responsibility and 
is interested in a well qualified man to 
operate his business. Married, excellent 
character. Can furnish best of references 
—employer, factories and associates. Box 
2194, c/o Automotive News, Detroit 26. 


WILL TRADE 


WILL TRADE CHINCHILLAS for new car 
Stein, 1914 Albany Ave., Brooklyn, N. Y 


DEALERSHIPS AVAILABLE 


AVAILABLE — FINE DEALERSHIP 
handling Dodge-Plymouth in excellent 
southwest city of 100,000 population with 
expanding payrolls. Selling from 500 to 
1,000 new units annually. Inventories 
clean, receivables current, facilities good 
and used vehicle stock optional. Factory 
approval necessary. Excellent reason for 
selling. Write Box 3188, c/o Automotive 
News, Detroit 26. 














LOS ANGELES handling Nash. One of only 
four Los Angeles City dealers in center 
of three million population. 1952 sales 
$2,026,541 and 416 new cars. Will sell for 
$32,000 for actual parts inventory and 
depreciated value of equipment—a bar- 
gain. New post war building and adja- 
cent used car lot available on excellent 
lease or purchase. Complete and ready to 
operate without interruption. Box 3200 
c/o Automotive News, Detroit 26. 





AVAILABLE—Fine dealership handling 
Dodge - Plymouth in excellent southwest 
city of around 50,000 population with 
expanding payrolls and potential of 259 
new units profitably annually. Inventories 
clean, receivable current facilities good 
and used vehicle stock optional Factory 
approval necessary. Excellent reason for 
selling. Box 3177, c/o Automotive News 
Detroit 26. 


DEALERSHIP AVAILABLE handling 
Dodge and Plymouth in central Ohio. 85 
car potential contract. Almost new 
modern building completely equipped 
service department and body shop. Mod- 
erate stock of parts, used car lot adjoin- 
ing approximately 40’x90’. Reason for 
selling — dissolving partnership. Myers 
and Strain Garage, Mt. Gilead, Ohio. 


DEALERSHIP HANDLING OLDSMOBILE 
Town of 35,000 in the heart of the mid- 
west. Established 17 years. Owner retir- 
ing. 150 car contract. Attractive buildings 
and used car lot. Further information 


given on request. Box 3178, c/o Automo- 
tive News, Detroit 26. 

















COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 
i 
i 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your : 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 
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DEALERSHIPS AVAILABLE 


20 CAR “BIG THREE’’ dealership in 
good stable Kansas City. Trade area 
45,000. Priced at book valve of approxi- 
mately $55,000. Completely equipped 
service department, new car showroom, 
used car lot. All at one location with 
excellent lease. No real estate involved. 
Past year net profit and dealer’s salary 
well in excess of $25,000. Box 3179, c/o 
Automotive News, Detroit 26. 


LOS ANGELES CALIFORNIA dealership. 
One of the ‘ ‘Big 3’’ in the heart of Los 
Angeles. Volume deal, well established. 
New building — brick construction, lo- 
cated om corner lot 205’ x 150’ at stop 
street. No used cars, accounts receivable 
or blue sky to buy. Terms can be ar- 

ranged. Factory approval required. Box 

3196, c/o Automotive News, Detroit 26. 


MICHIGAN “BIG THREE”’ dealership for 
sale, 125 miles north of Bay City on 
main highway. 1952 gross over $328,000. 
Reasonable lease. Will sell for parts and 
equipment on payment basis if desired. 
Box 3197, c/o Automotive News, De- 
troit 26. 


ONE OF THE MOST DESIRABLE ‘‘Big 3’’ 
dealerships in Washington State. Gross 
sales 1952, 1% million. Has always made 
money. Outstanding facilities on very 
favorable lease. Will sell at inventory 
about. $80,000. Finest city in northwest 
to live in. Owner buying large city 
dealership. Box 3198, c/o Automotive 
News, Detroit 26. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 








MIAMI, FLORIDA—The newest and most 
up to date automobile building in Miami 
with an outstanding showroom and loca- 
tion, formerly operated as a Studebaker 
dealer. Building and equipment for sale. 
Terms can be arranged. Write R. M. 
Gregg, 4036 El Prado, Miami 33, Fla. 


FOR SALE—DEALERSHIP handling Lin- 
coln-Mercury. Well established in city of 
75,000. Near Toledo, Detroit and Chicago. 
Can lease building. Owners health reason 
for retiring. A good money maker. Must 
have factory approval. No answers to 
others. Box 3160, c/o Automotive News, 
Detroit 26. 








AUTO AGENCIES 


Large, medium and small ‘Big Three’' auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 


Established Over 29 Years 
150 Montague Street Brooklyn 2, N. Y. 
ULster 2-5600 





CALIFORNIA DEALERSHIP, handling 
GM. Located in fine town. Prosperous, 
fast growing area. 120 car contract. In- 
ventory only. No real estate. Box 3199, 
c/o Automotive News, Detroit 26. 


OWNERS ILLNESS NECESSITATES sale 
of agency handling Cadillac. Located in 
thriving Ohio city. Low rental lease. Ideal 
location. Must pass rigid manufacturers 
investigation. Box 3162, c/o Automotive 
News, Detroit 26. 


FLORIDA—DEALERSHIP handling Stude- 
baker. Clean setup. $15,000, good terms. 
Cliff Jordan, Box 746, Palatka, Fla, 


CONTROLLING PARTNERSHIP — Florida 
agency handling Buick; $45,000. Maslen, 
Bar Building, White Plains, _ Ee 


DEALERSHIP WANTED 


BIG THREE DEALERSHIP wanted within 
75 miles New York City. Hammond 54 
Rivessiie Dr., New York, N. Y. WAtkins 
4-6754 


CHEVROLET — TOWN 15,000 up. Prefer 
old, established, quality dealership. Reply 
in strictest confidence. Am qualified indi- 
vidual with cash. Box 3148, c/o Auto- 
motive News, Detroit 26. 


“BIG THREE’’ DEALERSHIP in San Diego 
county. George Viner, 6017 Vista De La 
Mesa, La Jolia, Calif. 
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DEALERSHIP WANTED 


idle Capital Wants To Buy 
Ford or GM Dealership 


With 400 or more units. 


Have factory approval. 
This is your chance to sell 
your assets. 

Replies confidential. 

Box 3138, c/o Automotive News, 
Detroit 26. 








BUSINESS OPPORTUNITIES 


1000 BUSINESS CARDS — $2.95 postpaid. 
Raised ietters in black or blue ink— 


$3.95. Two color in red and blue ink— 
$4.95. Free samples. Scull’s, Dept. B3, 
121 West 25th Avenue, Wildwood, N. J. 


AUTO 
LEASING 
COMPANIES 


Due to approach of competitive 
markets or retirement, would 
you like to sell your auto leas- 
ing company? National com- 
pany will purchase stock or 
complete assets and take over 
existing contracts. 


Write Box 3080 
c/o Automotive News 
Detroit 26 


DAYTONA BEACH, FLORIDA 
Deluxe Ocean front motel, 21 one and two 
bedroom units, all with ocean view. 100% 
location close to center of city. Mocern. 
Masonry. Write for brochure. Requires only 
$55,000 cash. 
For the best in Florida motels see 
Harry G. Elmore, Realtor 
Motel and Hotel Broker 
942 Edgewood Ave. 





DEALER SERVICES 


SERVICE. Parts and acces- 
Top type personnel, organized 
up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 


INVENTORY 
sories. 
procedures, 





INVENTORY SERVICE 
Parts and Accessories Depts. 


Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy - sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 


on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. 





CARS FOR SALE 





AUTO AUCTION 


TIM ANSPACH 
"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 





BROOKPARK 
AUTO AUCTION 


* 


a = 


CLEVELAND, OHIO 
Every Tuesday at Noon 


A 


oa sd 


13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 


2% miles 


from oirport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 








Jacksonville, Fla. | 


WE 3-6449 | 


CARS FOR SALE 





SOMETHING NEW 
USED CARS DELIVERED 


fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
| con be delivered to your door regardless 
| of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
229 S$. Hanson St. Philadelphia, Pa. 
1. E. Spatig, Used Car Manager 
Sherwood 8-1500 





VACATION & BUY 
IN FLORIDA 


AT THE SAME TIME! 
Clean, Top-Notch 
Late Model Cars 


THE COUNTRY’S BEST VALUES 
You Buy — We Forward Anywhere 


COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 
MIAMI BEACH, FILA. 


Teletype MM 79 Tel. 5-1116 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1950 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
| SARATOGA 7-2300 SHERWOOD 7-1700 


Heaters 








ATTENTION DEALERS!!! 
200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service— Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Woodward at 13 Mile Royal Oak, Mich. 
Lincoln 5-1100 
“Home of Michigan's Finest Automobiles" 








ATTENTION DEALERS 


1953 Servi-Car — Like New 
Only 1,000 miles 


Bargain Price 
RUSS REGENOLD MOTORS 
Phone 4406 Anderson, Indiana 





CARS WANTED 





WANT TO BUY 


Late model taxicabs, police cars 
and rentals. 


Interested in small or large fleets within 
400 miles of Cleveland, Ohio. 


Call or Write 





WILLIAM SCHER 
13607 St. Clair Cleveland, Ohio | 
Gi. 1-8600 





PARTS FOR SALE 
a ge & & 


22 FREE 


GM ILLUSTRATED 


PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 
© Buick 
® Cadillac 
© Oldsmobile 
® Pontiac 
® Chevrolet 


One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
c.O.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S. WABASH AVENUE 


Chicago 5, Illinois WAbash 2-1030 
aew&a & 





We have for sale a nice selection of | 



























Largest Olds parts wholesalers in the middle 


Fianders 0800 





75 





PARTS FOR SALE SHOP EQUIPMENT FOR SALE 


6,000,000 CANDLEPQWER searchiite, 


B U 1 cS K General Electric, carbon arc type, beam 
w H oO L E A om been — = ae ie ee 
on complete w gas engine ven 
s L E | generator. Price $1,000. Webster Chevro- 
P A g T Ss let Co., Cody, Wyo. 


| SEAN VISUALINER front end equipment 
complete with all attachments. Like new, 
must sacrifice. No reasonable offer re- 


ONE OF THE EAST'S 





LARGEST INVENTORIES fused. Kernan Motors, Inc., 122 W. 
North Ave., Balti i, Md. 
Same Day Service on Mail Orders or | — a eae z 
Phone Calls— All Shipments C.O.D. | MISCELLANEOUS 





YOUR ADVERTISING MESSAGE im- 
printed on hundreds of give away novel- 
ties. Illustrated folder free. - Dept. 

AN, 210 Fifth Ave., N. ¥ 


ENGINE REBUILDING — Ciankenah 
grinding and metalizing. John P. Hughes 
800 Commerce S8t., 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. | 


MONARCH BUICK CO., INC. 
"Buick's Largest Dealership" | Motor Co.,_ Inc., 
NEW YORK 19, NEW YORK a vn 


Our New Model 


TOW BARS 


Cannot Be Matched 
At Any Price 


Genuine Oldsmobile Parts 


west. Shipments made promptly. 


GREBE OLDS 


3400 S. Kingshighway 
St. Louis 9, Mo. 


TRUCKS WANTED 





FOUR OR FIVE CAR transport, around 


FOR QUICK SALE. Burrough’s sensimatic 


FORD SIGN, double faced, red 





Write Today For 
Ilustrated Catalog 
FACTORY SALES DIVISION 


$2,000. Western states only. Send pic- 
po 53 DeWolf St., San Francisco 24, 
Calif. 


OFFICE EQUIPMENT FOR SALE 








PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 
“Leaders In The Industry” 
Since 1939 


bookkeeping machine. Price reduced for 
quick sale. Box 3183, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


and blue 
blinker type, 20 foot long by five feet 
deep, letters in Ford trade mark type, 
5 feet high by 4 feet wide each. A 
beautiful sign in top condition which cost 
new over $4,000. Price $350. Webster 
Chevrolet Co., Cody, Wyo. 








‘250,000 


-TO SPEND— 
FOR USED CARS 


_ WE NEED 1953’s 
— NEW or DEMO’S — 


AND ANYTHING ELSE FROM 
1949 ON UP IF THE PRICE 
IS FAIR 


WRITE — WIRE or CALL 


IF YOU ARE WITHIN 250 MILES 
OF PITTSBURGH 


R. S. HENRY 


NEW BRIGHTON, PA. 
PHONE 6230 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [_] 
for which check is attached [_] or send bill [_] 
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"Tt saves me 2 gallons 
of gas each day’— 
says rural mail carrier 


“Vic” Hammer, a rural mail carrier in Appleton, Wis., covers 400 boxes on his daily 
route.“f ormerly, he used 5 or 6 gallons of gas daily. Now, with a Plymouth equipped 
_ with Hy-Drive, he uses only 31% to 4 gallons daily. “And,”*says Mr. Hammer, “it’s 


100 per cent easier serving the route now that I no longer haye to shift gears.” 


PLYMOUTH HY-DRIVE 
_ ts just one great reason why the | 


NEW ‘54 PLYMOUTH 
is a great car to sell! 
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Above: the new 1954 Plymouth Belvedere four-door sedan. 


bP | Thousands of motorists enjoy the spectacular performance of Plymouth’s HY-DRIVE 


—the newest, smoothest, least expensive no-shift driving in the low-price field! 


— quick, eager acceleration in one —the car can be held on an upgrade 


o 
[tl Cmoothe flowing motion; no noises, jerks or lurches fs Vorscliler without the use of brakes. There’s good 
, - 


in going from one speed to another. engine braking for down-hill driving. 


. i —a fast, positive getaway with . ‘ — both in original cost and in upkeep. 
i: , no racing of the engine to get started; Hi Econouteal More value for Plymouth owners—more sales 
Bi ae (a no “winding up.” . 2 ~—_s for Plymouth dealers. 


PLYMOUTH —Chrysler Corporation’s No. 1 Car 





